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The Chrysler 300 series will be expanded in 1962 with the addition of the 300H, 
ich will be offered in three body types—two and four-door hardtops and con- 
ible. Clare E. Briggs, Chrysler-Plymouth general manager, is shown in a con- 
ble. Leather bucket seats will be standard in the convertible and optional in the 
p-door hardtop. The standard engine is a 305-horsepower, 383-cubic-inch V-8 with 
fwo-barrel carburetor and a 10.1 compression ratio. Also available are a 340 and 


380-horsepower engine. 


Shortages Seem Likely . 
Hectic Debut Season Due 


By Robert M. Lienert 
Associate Editor 

ULLED by the orderly progres- 

sion of the ’61 cleanup into its 
final month, dealers may be in for 
a jolt with the arrival of ’62s in the 
showrooms. 

For a while, it looked as though 
the 62 debut could be an ideal 
affair. It now appears that a hec- 
tic introduction period is in the 
offing. 

The early picture was this: Debut 
dates were tightly clustered on the 
calendar and apparently timed to 
break just when dealers would be 
Sweeping out the last of their ’61s. 

* * Ed 


SO LERS, who have long been 
dismayed by a stretched-out 
introduction period and who re- 
called last year’s glut of leftovers 
t new-model time, regarded the 
outlook for this fall with much 
favor and little fear. 


Then things began to unravel. 
The debut period wasn’t so tight- 
ly scheduled as it first seemed. 
It developed that same-day intro- 
ductions for several makes might 
not be so ideal after all. The 
smooth cleanup indicated some 
dealers would be without mer- 
chandise for a period prior to the 
public showing of their ’62s. 
Most interesting is the fact that 

tight schedule for introduction 
fates may not be the blessing 
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@ Another salesman rebuts crit- 
ic. Letterbox. Page 16. 


® Renault’s latest models. Page 
8. 


@Ford Cardinal will bring back 
transverse leaf spring. Engi- 
neering feature. Page 18. 

®Crisis clouds sales picture. 
Wilkie Views. Page 13. 


® Colorado convention, Page 3. 





dealers had always anticipated it 
would be. 

Dealers have long insisted they 
can’t really get down to brass- 
tacks selling until all their com- 
petitors’ cars are in the showroom. 
This was pretty well explained by 
the suburban Detroit dealer who 
said: 

“T have a customer who buys a 
new Ford every year right after in- 
troduction—but not until he’s seen 
the new Chevrolet. I figure (the 
Chevrolet dealer) probably hag the 
same kind of a buyer who won’t 
move until he comes down to my 
place to see the new Ford.” 

* * * 

a” SOME recent years, the new- 

model season has covered nearly 
two months and the two volume 
lines, Ford and Chevrolet, have 
sometimes been days or weeks 
apart. Introductions drifted out 
over a four-month period on ’57 
models. 

This year, with Ford, Chevrolet 

ea as. Col. 4) 


Total Cleanout of ’61s 


Seen in South Dakota 


IOUX FALLS, S. D.—South Da- 
kota automobile dealers probably 
will sell all of their 1961 cars before 
they start showing their 1962 mod- 
els, according to 
John C. Moore 
jr. secretary- 
manager, South 
Dakota Automo- 
bile Dealers 
Assn. who re- 
cently completed 
a statewide tour 
in which he 
found business 
generally good. 

Moore labelled 
dealers’ attitude John CO. Moore Jr. 
“enthusiastic” and said they hope 
to finish the second half of the 
year with a “nice profit.” 

After close appraisal of inventory 
for the remaining months of 1961, 
Moore said, many of the dealers 
have taken a firm stand for higher 
gross profit and have already real- 
ized profit increases of more than 
$100 per car. 
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Factory Chiefs High on ’62 Prospects ... 


| Booming Year Forecast 


ORECASTS of a 10 to 25 percent 
rise in the new-car market next 
year highlighted the first ’62-model 
press previews last week. 
Factory executives agreed that 
a fourth-quarter sales spurt would 
record 1961 as a year of six mil- 
lion new-car registrations, includ- 
ing imports. 
Summaries of the preview state- 


ments follow: 
* 


* * 

ORD DIVISION—General Man- 

ager L, A. Iacocca foresaw 1962 
sales of at least 6% million and 
“very possibly” near seven million. 
He said the fourth-quarter rate 
will run at a 6%-million level, with 
year’s market finishing at six mil- 
lion. 

A Falcon shortage may prompt 
dealer pre-selling of ’62 compacts 
before the Sept. 29 introduction 
date, he said. Ford unveiled: 
Unit-body Fairlane series sedans 
sized between Falcon and Gal- 
axie; Thunderbird two-seater. 
(Story on Page 2.) 

LINCOLN-MERCURY — From 
General Manager Ben D. Mills 
came prediction of 5.9 million sales 
this year, 6% million next year. 

Mills acclaimed L-M sales per 
dealer as near industry’s high, re- 
ported banner profits “among his 
dealers. L-M unveiled: Meteor 
series on shortened wheelbase, in 
between Mercury Comet and Mer- 
cury Monterey. (Story on Page 4.) 

* ok * 


LDSMOBILE—First of General 
Motors Divisions to preview 


62-Car Output 
Builds Slowly 


Sept. Rate Clouded 
By Strike Deadlines 


By Martin L. Whitmyer 
Staff Writer 

HE American automobile indus- 

try built an estimated 60,622 
cars last week as all makers swung 
into production of ’62 models. Only 
Ford at Atlanta and Checker at 
Kalamazoo, Mich., still were pro- 
ducing ’61s. 

Last week’s car output compar- 
ed with 17,046 units assembled 
the previous week, when standard 
Ford and Falcon were building 
out on ’61 models and General 
Motors’ five divisions and Stude- 
baker were slowly getting into 
final assembly of ’62s. Last week’s 
output also compared with the 
39,062 cars assembled during the 
week ended Aug. 27 a year ago. 

It appears, however, that it may 
be well into September before the 
industry really gets moving on ’62 
production. And this prospect is 
subject to strike decisions by the 
United Auto Workers. 

Except for the Valiant and Lan- 
cer lines, which are expected to 
reach full production on Sept. 5, 
Chrysler Corp.’s “big-car’ output 
won’t reach normal post-change- 
over levels before Sept. 19 and it 
may be the last week of the month 
before production at Chrysler is 
really rolling. 

With a long Labor Day weekend 
coming up next week, it is not like- 
ly that GM or Ford will be able to 
get fully under way until about the 
second week of September. Ameri- 


can Motors’ buildup also is slow. 
* * o* 


[Xranervs changeovers to ac- 
commodate the new Ford Fair- 
(Continued on Page 41; Col. 3) 








’62s. General Manager Jack F. 
Wolfram expects second highest 
sales year of all time in ’62, barring 
unforeseen interruptions. He fore- 
cast a maximum of 7% million sales 
of new cars, including imports, 
compared to six million this year. 
Wolfram is looking for 450,000 
Oldsmobile deliveries next year, 
up from this year’s 320,000. Olds- 
mobile unveiled: F-85 sports and 
Cutlass convertibles, Starfire 
hardtop coupe. (Story on Page 2.) 
AMERICAN MOTORS — Presi- 
dent George Romney predicted that 
compacts will account for between 
55 and 60 percent of United States- 


built car sales in this country in the 
coming model year. 
an * ok 

Y THE end of the 1962 calendar 

year, he said, compacts will 

have replaced the old standards as 
the top-volume car with a penetra- 
tion of at least two-thirds of the 
total market. 

American Motors, contrary to 
industry trends, will reduce its to- 
tal number of models 30 percent 
for the ’62 year. Romney said a 
seven-million car year was “rea- 
sonable to expect” in 1962. (Story 
on Page 4.) 

PONTIAC.—General Manager S. 
E. Knudsen set a goal of 500,000 

sales next year. (Story on Page 2.) 


AMC, Union Speed Talks 
As Big 3 Deadline Nears 


By Francis J. Gawronski 
Staff Writer 

_ the expiration date of con- 

tracts between the Big Three 
auto makers and the United Auto 
Workers only four days away, com- 
pany and union representatives are 
intensifying their 
negotiations in an 
effort to reach a 
new national agree- 
ment without a 
strike. 

However, the prospects of sign- 
ing a new agreement without at 
least a brief strike at General Mo- 
tors, Ford Motor Co. or Chrysler 
Corp. are growing dim in view of 
the union’s rejection of the auto 
makers’ settlement offer last week. 

The Big Three offered the UAW 
a three-year contract with hourly 
wage increases totalling 23.7 cents 
over the life of the contract. The 
proposal also calls for a new bene- 
fit plan for workers on short work 
weeks, continuation of the cost-of- 
living allowance and annual im- 
provement factor clauses and other 
fringe benefits. 

* 


LABOR 
FRONT 


- S 


Tes Big Three and the UAW al- 
ready have notified each other 
that they would cancel their labor 
pacts when they expire at midnight 
Aug. 31. 

The question of whether the 
union will work without a con- 
tract as it did in 1958 should be 
answered tomorrow (Aug. 29) 


Top Cars 


*—New-car registrations for six months, 
plus five states for July: 


1961 
Pos. 


isc 
oa. 


1960 
Pos. 
886,137— 
724,390— 
207 ,585— 
218,913— 
177,990— 
237,716— ¢ 
135,474— 
193,133— 
54,835—12 
76,208 10 
$1,495— 9 
40,894—13 
58,717—11 
11,863—14 
5,472 Imperial 8,271—15 
194,642 Misc. 288,606 
Total All Makes 
2,878,592 3,402,227 
Further details on Page 32. 


*—-Connecticut not included for second 
quarter. 


Make 
Chev. 
Ford 
Pontiac 
Rambler 
Olds, 
Plym, 
Buick 
Dodge 
Comet 
Cadillac 
Mercury 
Chrysler 
Stude. 
Lincoln 


789,999 
656,834 
180,697 
175,246 
154,789 
149,045 
139,617 
114,038 
89,495 
72,637 
59,422 
44,873 
36,579 
15,207 


when the UAW executive board 
meets in Detroit to set a strike 
target if a new contract is not 
signed by then. 

If definite progress is being made 
at the bargaining table, the board 
could ask for a day-to-day exten- 
sion of the contracts in hopes that 
an accord can be reached in a short 
time, or it can authorize its mem- 
bers to work without a contract. 

* * * 


law A SURPRISE development at 
press time last week, UAW Pres- 
ident Walter P. Reuther and Ed- 
ward L. Cushman,’ American Mo- 
tors vice-president, met in secret 
negotiations to work on a national 
agreement covering some 22,000 
AMC workers. 


The secret sessions followed the 
(Continued on Page 42, Col. 1) 


Maker Reply Due 
To Task Force 


Reform Demands 


By Maynard M, Gordon 
News Editor 

Ave manufacturers, after two 

months of study, will give their 
formal answers this week to the 
distribution-reform proposals of 
the Task Force 
Committee of the 
National Automo- 
bile Dealers Assn. 

Committee 
Chairman H. L. 
Galles jr., Albu- 
querque (N. M.) 
General Motors 
dealer, said he 
was entering the 
showdown meet- 
ings with high =: 
hopes of signifi- H, L. Galles Jr. 
cant concessions for ’62-model in- 
troductions. 

But he warned that, if only 
negligible gains are achieved, the 
Task Force Committee will be 
obliged to recommend an appeal 
for Federal intervention at a spe- 
cial meeting next month of the 
NADA board of directors. 

Galles, a former president of 
NADA, said support for the Task 
Force proposals has been “unani- 
mous” at the dealer-leader level. 
Chairmen of national factory-deal- 
er councils reviewed and endorsed 
the program at a meeting Aug. 18 
with the NADA Industry Relations 
Committee. 

“The Task Force Committee was 


extremely heartened by the support 
(Continued on Page 8, Col. 1) 








The Name's Nova— 


Alice Roark lifts the covering to ex- 
pose the name Nova 400, one of the 
models in Chevrolet's new intermediate 
Chevy II series. The Chevy II will make its 
public debut late in September. 
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By Kenneth C. Kelley jr. 
Staff Writer 

EW-CAR sales in 1962 will reach 

at least 6% million and could 
“very possibly” be close to 7 million, 
Lee A, Iacocca, Ford Division gen- 
eral manager, predicted last week 
as the division previewed its new 
models for the press. 

Iacocca said he expects sales 
to be running at the 64%-million- 
a-year rate in the fourth quarter. 
All of his predictions were based 
on the assumption of no major 
labor or international problems 
and included sales of both domes- 
tic and foreign cars, 

He said the auto market and 
Ford dealers are now in a good 





Wolfram Says 1962 Car Sales 


Could Be Best 


By John K. Teahen Jr. 
Associate Editor 

OLDSMOBILE'S Jack F. 
Wolfram last week went the 
assignment of voicing the first Gen- 
eral Motors appraisal of new-car 
sales for the 1962 

calendar year. 
He quoted an 
interesting figure. 
Speaking in 
Detroit at the na- 
tional press pre- 
view of Oldsmo- 
bile’s ’62 models, 
Wolfram predict- 
ed that “retail 
deliveries” could 
reach _ 7,250,000 —_ 
next year, givena Jack F. Wolfram 
rising economy and barring inter- 
national upheavals or labor dis- 

turbances. 

Wolfram explained that he was 
not predicting that 1962 registra- 


Lending Bill 
Goes on Shelf 


2 Similar Measures 
Introduced in House 


WASHINGTON.—No further 
hearings on the Douglas Truth-in- 
Lending Bill are expected this year. 
Congressional observers feel that 
in view of the 5-to-5 split in the 
Senate subcommittee and the very 
close situation in the full Banking 
Committee that no action of any 
kind can be expected this close to 
the end of the session. 

Two additional Truth-in-Lending 
bills have been introduced in the 
House. The measures sponsored by 








Earlier story is on Page 33. 

Reps. Robert E. Cook, Ohio Demo- 
crat, and Alfred E. Santangelo, 
New York Democrat, are identical 
to the Senate measure whose lead- 
ing sponsor is Senator Paul A. 
Douglas, Illinois Democrat. 

Rep. Seymour Halpern, New York 
Republican and member of the 
House Banking Committee, is also 
sponsor of a companion measure. 
In a speech on the House floor, he 
commended hearings held by the 
Senate subcommittee and hoped for 
favorable action by both banking 
committees. 

He told his colleagues, “Install- 
ment purchasing abuses are the 
biggest consumer gyp of our times.” 
He cited, among other examples, 
one of a car purchase. 

Halpern said he was convinced 
the Truth-in-Lending Bill “would 
(a) promote economic stability and 
thus help to prevent depressions; 
(b) protect consumers against 
fraud, deception, and gouging on 
credit transactions; (c) stimulate 
competition among merchants and 
vendors; (d) have little or no ef- 
fect on the average use of consum- 
er credit, and (e) not be burden- 
some to business nor interfere with 
normal business activity.” 








Since 1955 


tions would surpass the record 1955 
total of 7,169,908. He was speaking 
only of “retail deliveries” which, he 
said, topped 7.4 million cars in 1955. 
ok * * 
Bo even stripped of semantics, 
Wolfram seemed to be talking 
about a seven-million-car year in 
the registration column, This year’s 
— probably won’t reach six mil- 
ion. 

He expects to sell 450,000 Oldsmo- 
biles next year, a figure the divi- 
sion has not approached since 1956, 
Oldsmobile sales this year are pro- 
ceeding at an annual rate of about 
320,000. 

The ’62 Oldsmobile, which goes 
on display in dealer showrooms 
Sept. 22, features “longer-look” 
styling, three new models, a more 
powerful engine for the Dynamic 
88 series and “lifetime” lubrica- 
tion of standard-sized units, 

Wolfram had no comment on ’62 
prices. 

Speaking of the restyled models, 
he said the 98 Series “looks much 
longer, although the actual increase 
in overall length is less than two 
inches.” Dynamic 88s and Super 88s 
also are a bit longer. “Some people 
want our cars to look bigger, but 
not be bigger,” Wolfram said. 


* CJ * 
REE new models will bow next 
month — a Starfire two-door 


hardtop, an F-85 convertible and 
an F-85 Cutlass convertible. 

The new Starfire is a companion 
to the Starfire convertible which 
was introduced this year. They are 
sporty, high-performance jobs that 

= aimed at the Thunderbird mar- 
et. 

The Cutlass convertible is the 
running mate of the bucket-seat 
sport coupe that was introduced 
last May and now is claiming 34 
percent of F-85 sales. 

The other newcomer is a stand- 
ard F-85 convertible, which will 
have a manually operated top in an 
effort to keep the price down. A 

(Continued on Page 40, Col. 4) 


In Sept. 11 Issue of AN... 


Car Imports 


Market Seen Ripe for Boom... 


7 Million ‘Possible’ 
In *62, Iacocca Says 





position for sales at “boom levels”— 
the used-car market is strong, the 
credit supply is ample and cleanup 
of ’61 Fords is “about the finest 
we have ever had.” . . 
In fact, he added, new Falcons 
are in such short supply that the 
division may allow dealers to sell 
’62 Falcons before introduction day 
Sept. 29. 
* * - 
IGGEST news in the new models 
was the Fairlane line, a 115.5- 
inch wheelbase car that fills the 
gap between the Falcon and the 





M.S. McLaughlin 


big Ford, which will be known as 
the Galaxie in 1962. Ford officials 
insisted that the Fairlane (Cana- 
dian X was its code name) is not a 
big compact or a_ stripped-down 
Galaxie but the company’s idea of 
what the new standard-sized car 
will look like. 

The 1962 model year will see a 
larger selection of Falcons, the 
Galaxie line at the old standard 
size and two additions to the Thun- 
derbird line—a two-seat sports car 
and a landau unit. 

The division also claimed that 
the ’62s will require less service. 
One change is the introduction of 
a two-year or 30,000-mile perma- 
nent type antifreeze that will be 
installed at the assembly plant. 

In his other comments, Iacocca 
said he expects 1961 sales of domes- 
tic and foreign cars to total 6 mil- 
lion, down 10 percent from the 
1960 showing. He went on to say 
that Ford Division car sales for 

(Continued on Page 40, Col. 2) 


Ford Parts Unit 


Renamed Autolite 


WASHINGTON. — Autolite has 
been chosen to replace Motorcraft 
as the name of Ford Motor Co.’s 
new replacement-parts marketing 
division, it was announced by J. S. 
French, division general manager. 

Ford bought the exclusive rights 
to the use of the Autolite trade 
name in the United States along 
with other assets from the Electric 
Autolite Co. in April. 


“At the time of the purchase, 
Ford was using independent dis- 
tributors for a limited replacement- 
parts sales operation through its 
Motorcraft Department, and the 
Motorcraft name carried over to 
the new division,” French said. 

“The decision to change the divi- 
sion title to Autolite was based on 
the greater public awareness of the 
Autolite name.” 


Lee A. Iacocca 


Reevaluated 


New things are coming into auto imports which will stimulate 
the U. S. auto market, For the benefit of its readers, Automotive 
News will take a fresh look at imports in its Sept. 11 issue. Here 


are 


a few of the features slated for that issue: 


@ New offerings from the imports. 


Census of imported car dealers. 


Reports from major import markets. 


Solving the service problems. 


Cars in operation and sales 
Role of the sports cars. 


Handling the used imports. 


per dealer, 


Major changes in distribution setups. 








The Week in Summary... 


Automotive News Review 


Production— 


The buildup of ’62 cars gained momentum last week. Further boost, 
in scheduling are on tap this week, barring a strike at the conc jusion 
of labor contracts Aug. 31. Last week’s total of 60,622 cars compared 
with 17,046 the previous week, Page 1. 


Sales— 


A hectic announcement season is likely because of thinning sup- 
plies of ’61 models and pre-introduction selling winks from severg] 


factories. Page 1. 


Labor— 


The triennial showdown between auto manufacturers and the 
United Auto Workers comes to a boil this week with contract expira- 
tions. The Big Three have offered to extend their present contracts 
pretty much as is, with sweeteners in fringe areas. American Motors 
is going it alone on a profit-sharing proposal, Page 1. 


New Models— 


Here they come: New models and features, plus the usual collection 
of optimistic forecasts for the year ahead. Ford, Lincoln-Mercury, 
Rambler and Oldsmobile chiefs foresee ’62 sales ranging from 6% 


million to 7% million. Pages 2, 4. 


Engineering— 


Cardinal from Ford will bring back transverse leaf springs. Page 18, 


Used Cars— 





Overall average price of used cars sold at auctions dipped $2 last 


week to $1,027. Page 4. 





PHH Dealers Anticipate 
Steady Used-Car Market 


CHICAGO. — “Used cars should 
hold up well during the next several 
months, with clean, late models in 
good demand at the time the new 
models are announced.” This was 
the consensus of participants in the 
sixth annual United States Dealer 
Workshop conducted by Peterson, 
Howell & Heather, Inc., fleet man- 
agément firm. 

Purpose of the meeting was to 
exchange views on dealer prob- 
lems, and to discuss PHH fleet- 
car recommendations for _ the 
coming year. 

Attention was focused on the 
cars and equipment that PHH rec- 
ommends to its clients, replace- 
ment policies for the coming season, 
and the salability of a PHH car 
on dealers’ used-car lots, Highlights 
of the discussions follow: 

Car Size: There was general agree- 
ment on the PHH recommendation 
for the standard hardtop and for 
the middle-line sedan. 

Views on Ford’s new “intermedi- 
ate” car, to be called the Fairlane, 
and Chevrolet’s new Chevy II 
which are expected to be available 
in quantity in December, reflected a 
wait-and-see attitude. 

As one dealer put it: “There’s 
little point in getting excited about 
the ‘middle’ size when we still don’t 
know where the compacts are going 
—up, down or out.” 

COMPACTS: Dealers report 
that the compacts are not too 
popular as business cars with men 
who have been forced to drive 
them; the small cars simply do 
not appear to be suitable for use 
in high-mileage fleets. More of 
the Big Three compacts are begin- 
ning to appear on used-car lots, 
but their performance price-wise 
is still erratic. 

Power STEERING: The PHH recom- 
mendation for power steering on all 
standard cars and station wagons 
received enthusiastic concurrence 
from the dealers. This accessory 
continues to gain in popularity and 
its presence in a car helps remove 
the fleet stigma, it was agreed. 

Air ConpiTioNeRS: Thése were ex- 
tensively discussed by dealers who 
deliver in the South. Although pre- 
senting somewhat of a problem 
from a service point of view on used 
cars, dealers said they have noticed 
improvement in quality and design 
over the past year. 

Their popularity with drivers is 
unquestioned, the dealer added, 
they are being used more and more 
—particularly in top line cars—even 
in the relatively cooler areas. 

Usep-car. Prices: Dealers viewed 
the used-car market for the next 
several months with cautious opti- 
mism. Most anticipated a strong 
opening in the fall, coincident with 
the new-car announcements, but a 
few predicted the market would 
settle back to last year’s levels. 

There was ‘unanimous agree- 





ment that the sale of one-year 
old standard cars was being ham- 
pered by availability of similarly 
priced, more easily financed new 
compacts; a situation that will 
probably get worse until compacts 
settle into a definable percentage 
of the new and used-car market, 

The meeting terminated with the 
presentation of certificates to deal- 
ers who have delivered $1 million 
worth of cars to PHH clients, The 
awards were presented to Welman 
Ford Co., Tujunga, Calif.; Towson 
Ford Sales, Inc., Towson, Md., and 
East Point Chevrolet Dealer, Inc, 
East Point, Ga. 

The firm’s ‘Million Dollar Club,” 

(Continued on Page 40, Col. 5) 


Knudsen Seeks 
500,000 Sales 


For Pontiac in’62 


DETROIT.—A minimum of 500,- 
000 sales in what “could well be 
a 7%-million year” is Pontiac’s goal 
in 1962, S. E. Knudsen, division gen- 
eral Manager, 
said here last 
week. 

Knudsen and 
Frank V. Bridge, 
general sales 
manager, spoke 
to more than 15,- 
000 Pontiac deal- 
ers and salesmen 
at a national pre- 
view of the ’82 

models over 
> 5. Sas closed-circuit tel- 
evision. The talks were beamed to 
26 cities. 

Knudsen told the dealer organiza- 
tion that it will have to do “consid- 
erably more than in 1961” if Pon- 
tiac is to reach its objectives for 
62. Sales this year are moving at 
an annual rate of about 350,000 
units. In 1955 Pontiac registrations 
totalled 530,007. 

Bridge said Tempest sales have 
shown growing strength, and that 
with a “vastly improved” product 
for ’62, the company is setting its 
sights on 10 percent of the econ- 
omy-car market next year. 

He also announced that instead 
of a comparison-drive campaign 
this year, dealers and salesmen 
each zone would be asked to drive 
a Pontiac car in each series of the 
’62 line to provide a greater at 
quaintance with the product’s fea 
tures. 

He said this campaign, which will 
be completed before public am 
nouncement day Sept. 21, “will help 





build enthusiasm in the new cals} 


and give us the fast selling statt 
needed to make ’62 the greatest 
year for Pontiac dealers.” 
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Dealer Forum 


by Robert M. Finlay 





oe with United States Mer- 


mington, Del., was struck by the 


cedes dealers touring Austria | beauty of Vienna. 


and Germany indicated two im- 

rtant areas of difficulty for auto 
jmporters. They emphasized that 
the first of these did not apply to 
their own make, since Daimler- 
Benz has gone to great expense to 
geek out talented people who un- 
derstand the American market. But 
the general import problems: 

1. Lack of sound distribution 
policy. Some European makers 
are sold a bill of goods by hotshot 

moters. Their biggest mistake, 
incidentally, is one that has ruin- 
ed many an American make — 
they think in terms of solving 
distribution problems with num- 
pers of dealers instead of quality. 

2. Dealers taking advantage of 
their service monopoly to gouge 
the customers. In many cases, the 
dealer in the imported car is the 
only source of service. The car is 
a mystery to the owner as well as 
to the corner filling-station attend- 
ant. So the owner is at the mercy 
of the dealer, 

One dealer told of an owner who 
was rocked three times in a month 
for $170 on an adjustment that was 
minor to one versed in the car. 

“We fixed it in 15 minutes,” he 
said, “and only charged him $70.” 


“Not bad pay, either,” another |. 


dealer remarked. 

The dealer, of course, must look 
out for his own interest, but the 
thing that makes humans unique 
in the animal kingdom is that they 
can rise above self-interest of the 
moment for a future good, or the 
good of the tribe. The dealer who 
can resist the temptations that the 
law of supply and demand puts in 
his way builds confidence in his 
customers and usually has it made. 

of 


Road to Distress 


H respect to long-term deal- 

er policy, Oliver D. Joseph, 

Belleville, Ill, noted that distribu- 

tors often name dealers with little 

thought to their stability. This, he 
said, hurts the stable dealers, 

For example, on another import 
make he handles, Joseph dealt first 
with a distributor, then the factory 
took over and now the factory has 
named another distributor, In the 
process, he said, the distributor 
named three dealers, two of which 
folded, each putting a supply of 
distress cars on the market, 

“And it doesn’t take many dis- 
tress cars in your town before 
the market is shot,” said Joseph. 
“The word seems to get around 
fast.” 

Incidentally, the distributor in 
this case gets an override on all 
parts ordered by the dealer. This 
works out on routine orders, but 
when the dealer has an emergency 
repair job he finds an opportunistic 
distributor reluctant to rush a spe- 
cial order through, since the over- 
ride amounts to little on a single 
part. And the factory doesn’t want 
to take the order direct lest the 
distributor think he is being cir- 


cumvented. , 4» » 


Notes from All Over 


CLEMENT F, (Beau) TRAINER, 
boyish looking dealer of Wil- 
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“You know,” he said, bending 
his tall, spare frame, “if I were 
a writer I'd try to capture the 
feeling you get here.” 

I think he meant the lovely 
parks, filled with flowers and music, 
mothers with children, old men 
playing cards, people stopping for 
a moment to breathe in beauty. 

Or perhaps he meant the senti- 
ment that moved the Viennese to 
name a bridge over the Danube 
Canal “Swedenplatz” and decorate 
it “in perpetuity” with flowers in 
memory of the Swedes who helped 
lead the city out of war’s destruc- 
tion. Flowers are everywhere in 
Vienna, 

Or the easy laughter of the 
young, many of whom owe their 
lives to the sentiment of the 
Swedes. 

“We love to laugh,” said Heidi, 
who helped guide the dealers on 
behalf of E. F. MacDonald Agency. 

She returned to our table at dinner 
in the Vienna Woods to tell us that 
she had been away, kissing. 

“What is the magic language?” 
I asked. “I see the boy come and 
say a few words and soon you 
throw your arms around each 
other.” 

“Oh,” she said, “he asks: ‘It is 
permitted?’ and I say ‘Probability,’ 
and then we kiss.” 

* a * 


Understanding 


_— Europeans are so good at 
English, and we so poor at their 
languages. 

“You know,” said Irving Katz, 
partner of Murphy Motors in De- 
troit, to the Lufthansa hostess, 
“I’ve been studying German for a 
month and I still can’t make it 
out.” 

“A month is not enough,” she 
smiled. “I studied your language 
for nine years.” 

The truth is, though, that Katz 
got along famously by speaking 
Yiddish with the Germans. 

Some of the dealers tried to in- 
dicate that the European youth 
must be more industrious to spend 
so much time on languages. 

“We don’t do it because we like 
it,” Heidi said with charming 
frankness. “Nobody asks us if we 
want to take languages. It is com- 
pulsory.” 

Perhaps we ask too little of our 
kids. 

* * * 
Selling Women 


NLIKE most dealers, Gordon 

Shepherd, who was a Packard 
dealer for 34 years in Chicago be- 
fore becoming an exclusive Mer- 
cedes dealer, found no trouble sell- 
ing cars without the automatic 
transmission to women, 

“I learned a long time ago,” 

(Continued on Page 38, Col. 3) 


Kalberloh Pilots 


Missouri Assn. 


JEFFERSON CITY, Mo.—Ralph 
J. Kalberloh, Jefferson City, has 
been appointed executive vice-pres- 
ident of the Missouri Automobile 
Dealers Assn., 
Inc., according to 
W. E. Zenge, 





Canton, MADA 
president. 
Kalberloh  suc- 


ceeds James A. 
Gorman, who is 
leaving to take a 
similar post in 
Los Angeles after 
having served the 
Missouri group 

R, J. Kalberloh since 1950. 

For the last two years, Kalberloh, 
36, has been managing director of 
the Missouri Safety Council. His 
background in civic and organiza- 
tional work also includes a term 
as manager of the Missouri Lime- 
stone Producers Assn. and two 
years as executive vice-president 
of the Missouri Junior Chamber of 
Commerce, 





Philadelphia Dealer Ad 


Has ‘Buy Union’ Plea 


PHILADELPHIA.—A Philadel- 
phia newspaper recently carried 
an advertisement in which Har- 
old B. Robinson (Dodge-Chrysler) 
urged union members to buy 
from a union shop. Robinson’s 
dealership has a union-shop 
agreement with Lodge 724, Inter- 
national Assn. of Machinists, 


The ad included a message 
from Gene Banzhaf, IAM shop 
steward at the dealership. It said: 
“Buy from Harold B. Robinson or 
at any other union shop. You 
wouldn’t like me or your brother 
members to shop at a nonunion 
dealer in your industry, Let’s 
keep faith and trust in each 
other. Help our cause. Buy 
union.” 








Factory Financing 
Is “Trading Edge,’ 
AFC Tells Celler 


WASHINGTON.— Supplementary 
statements and additional corres- 
pondence have been entered into 
the record of the House hearings on 
the Celler bill (HR-71) to divest 
auto manufacturers of their financ- 
ing subsidiaries. 

The supplementary reports of- 
fered by the American Finance 
Conference, General Motors and 





At Colorado Convention 





Profit Heads the Agenda 


BOULDER, Colo.—How to in-| departments in the black ever since 


crease profit on new-car sales was 
the chief topic of discussion at the 
28th annual convention of the Col- 
orado Automobile Dealers Assn. 
last week. 

Delegates were told that the 
manufacturers can help, but that, 
to a large extent, dealers them- 
selves are to blame for the low- 
profit situation in auto retailing. 
Better management was cited as 
a solution. 

President Ed Eisenhauer, Grand 
Junction, presided over a profit 
panel that included Owen Faricy, 
Colorado Springs, and Emil Arndt, 
Durango. 


Faricy said his dealership has 
done away with the washout sys- 
tem. It handles each sale—the new 
car and the sale of the tradein— 
as individual transactions. 

He said the individual-sale plan 
is making more money for the deal- 
ership and that salesmen are 
pleased with better commissions. 

Arndt said the key to a success- 
ful parts and service operation is 
to select the right men for each 
department and to follow through 
to see that they do the job. 

He said this system has helped 
him operate his parts and service 


Bills Favorable 
To Dealers OK’d 
In Ohio Assembly 


COLUMBUS, O. — A number of 
bills favorable to auto dealers were 
passed in the 103rd General Assem- 
bly, resulting in more progress than 
ever in a number of directions, ac- 
cording to the Ohio Automobile 
Dealers Assn. 

Some of the bills will result in the 
following: 

Elimination of the issuance of 
sales-tax stamps, but restoration of 
the vendors discount on vehicle 
sales to auto dealers, The effective 
date is Jan. 1 providing a threaten- 
ed referendum for restoration of 
the stamps is unsuccessful, the 
OADA said. 

Require all new cars to be sup- 
plied with brackets for seat belts, 
effective Jan. 1. 

Prohibit the sale of hydraulic 
brake fluid which fails to meet 
standards set by the state highway 
safety director, effective Jan. 1. 

Reduction of the penalty for fail- 
ure to transfer motor-vehicle li- 
cense plates within the permissible 
10-day period, effective Sept. 1. 

Exemption of tow cars under stat- 
utes applying to motor carriers, ex- 
cluding such towing of disabled or 
wrecked vehicles from the public 
utilities regulations, effective Sept. 
5. 

Increase in penalties for auto 
thefts, including the stealing of 
parts from a vehicle, effective 
Sept, 1. 


Arkansas Chevrolet Deal 


Files Bankruptcy Plea 


LITTLE ROCK, — Workman 
Chevrolet Co., Inc., England, Ark., 
has filed a bankruptcy petition in 
United States District Court here. 

The dealership, which terminated 
business April 23, listed assets of 
$66,385 and liabilities of $69,237. 


World War II. 

Herbert L. Galles jr. reported 
on the work of the Task Force 
Committee of the National Auto- 
mobile Dealers Assn. He is chair- 
man of the committee, which 
was appointed by the late Walter 
B. Cooper, Fort Collins, Colo., 
NADA president. 


Galles said the manufacturers 
had expressed willingness to help 
solve dealer problems, and he noted 
that many dealers have said that 
the retailers are to blame for at 
least 50 percent of their difficulties. 
They said better management 
would raise dealer profits. 

He said the goal of the Task 
Force is to put more money in the 
dealer’s pocket. Manufacturers 
should study sales potentials and 
supply cars to meet that demand, 
he said, adding that it then would 
be up to the dealers, through sound 
management, to reap a fair profit 
from the sale of those cars. 


A delegation from the Iowa Au- 
tomobile Dealers Assn. explained 
the Guaranteed Warranty used-car 
plan, which the Iowa group devel- 
oped. It is being used in several 
other states. It offers 15 percent dis- 
counts on parts and labor for a 
year on used cars sold under the 
GW plan. 


Eisenhauer said the Colorado 
dealers had endorsed the program 
in regional meetings ‘earlier this 
year. No opposition was voiced in 
a convention vote on the issue. 

Al Will, a Buick-Rambler deal- 
er, and mayor of Longmont, re- 
ceived the Walter B. Cooper Me- 

morial Award as “Mr. Colorado 
Dealer of 1961.” 

Hayes Holloway (Chevrolet), 
Sterling, was elected president of 
the Colorado association to succeed 
Eisenhauer. 

Other officers are: W. A. Wills jr. 
(Cadillac), Colorado Springs, vice- 
president; Harold Koonce (Chevro- 
let), Eagle, secretary, and Carl 
Bartz (Studebaker), Denver, treas- 
urer. Clive Bradford is general 
manager, and Forrest Knox jr. is 
assistant manager. 





ago. 


quarter... 





Wemhoff 


of the year” in Slayton, Minn. . 
paign . 


to be Saturday and Sunday. 


On the House. . 


Ford Motor Co. restated or ex- 
panded earlier testimony on the 
bill. AFC favors divestiture; GM 
and Ford, which operate finance 
subsidiaries, are opposed. 

The AFC declared that factory 
financing and factory insuring pro- 
vide “exclusive trading advantages 
to one group of dealers” for them 
to “trade with or trade away.” 

Both non-GM and non-Ford deal- 
ers suffer, AFC claims, and so does 
the “underprivileged manufacturer” 
who “suffers sales losses, a lesser 
ability to hold dealers and a lack of 
income from sideline activities.” 

The result of “real or illusory” 
low prices for financing and insur- 
ing is “artificially high prices in 
the primary line—automobiles,” ac- 
cording to AFC. 

The statement continued: “The 
reality of artificially high prices of 
autos is sometimes obscured by the 
fierce competition that is waged 
among dealers, thousands of whom 
have been forced out of business. 
But the dealers’ battle is fought on 
a high platform of noncompetitive 
factory pricing.” 

The AFC contends that Ford 
competes for volume, but not on a 
price basis. 

“Other manufacturers cannot 
challenge on prices, largely be- 
cause of inequities that handicap 
them in building dealer organiza- 
tions,’ according to AFC. “So 
handicapped, they cannot in- 
crease sales volume and thus cre- 
ate a large enough margin above 
the break-even point. 

“So unequally is power distrib- 
uted in the automobile industry 
that under present conditions, the 
two largest manufacturers are not 
likely to compete with each other 
on price. They need not—and per- 
haps they dare not. Price competi- 
tion could well eliminate competi- 
tors and bare the control of the 
marketplace so clearly that the 
public’s representatives would be 
moved to take equalizing action far 
more drastic than HR-71.” 

In its supplementary material, 
General Motors Acceptance Corp. 
declared: “Evidence that the low 


GMAC dealer discounts result in 
(Continued on Page 40, Col. 1) 





2nd Detroit Dealership 


Closed by Chevrolet 


DETROIT. — Chevrolet has 
closed another Detroit-area deal- 
ership under the General Motors 
buyout program. It is Ver Hoven 
Woodward Chevrolet, Inc., 16350 
Woodward, Highland Park. 

Ver Hoven Chevrolet, Inc., 
13832 Van Dyke, continues in op- 
eration. Earlier this month, the 
factory bought out and closed 
Tom Bowden Chevrolet, Inc., 
Dearborn. The Bowden and Ver 
Hoven Woodward buyouts left 34 
Chevrolet dealerships in the De- 
troit area. 
























At press previews thus far, factory brasshats are 
showing more genuine optimism over fourth- 
quarter and next-year sales than they did a year 
. . Chicago-area Ford dealers recorded a net 
operating profit of $19 per new vehicle in the first 
half, compared with a net loss of $16 for the first 


South Carolina dealers’ new president T. V. 
West has named an executive advisory council 
for association, 
Hancock jr., Harold Simmons, Russell Bennett, 
Horace Hunter, 
Nimmer sr., R. 
Auto industry came through recent Texas legislative session “almost 
exactly in status quo ante,” reports Manager Jim Whitehurst .. . 
Sixteen former members of the Allegheny County DeSoto dealers 
group have joined the Pittsburgh dealer association as a group... 


Gordon Bennett (Chevrolet-Buick-Opel) has been named “employer 


composed of J. W. Pickens, W. E. 


W. H. Taylor, W. Deck Hull, F. A. 
F. Pulliam and J. A. Cochran... 


. . Dave Davenport, Rocky Mount 


(N. C.) dealer, is second general vice-chairman of United Fund Cam- 
. . Texas’ new closing law makes it unlawful to sell or offer 
to sell a motor vehicle on two consecutive days, if those days happen 


—Perte Wemuorr, Editor, 
Automotive News 
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Predicts 7-Million Year in 1962... 


Romney Hurls Volume Challenge 


By Robert M. Lienert 
Associate Editor 


WANAGO, Wis. — Rambler 
is destined to battle it out with 
Chevrolet and Ford for “the top- 


most positions in the volume parts 


of the American 
car market,” 
American Motors 
President George 
Romney said here 
last week. 

“It is our im- 
mediate objective 
to establish Ram- 
bler firmly as the 
third volume 
make by further 
improvement in 
our share of the 
market,” Romney told newsmen as- 
sembled here to preview the ’62 
Ramblers. 

He also said a seven-million car 
year is “reasonable to expect” in 
1962. 

* * * 


“BNTRODUCTION this year of 
compact Chevrolets and Fords 
is additional confirmation of the 
soundness of our Rambler product 
position,” Romney said, “and also 
of our prediction a year ago that 
Chevrolet and Ford would either 
introduce compact models under 
those names or lose their No. 1 
and 2 positions in the industry. 

“It also confirms our conviction 
that the largest single segment of 
the compact-car market in the 
years immediately ahead will be the 
‘all-purpose,’ ‘senior,’ ‘middle-sized,’ 
‘intermediate,’ ‘in-between,’ or 
whatever you want to call it com- 
pact Rambler-type cars.” 

By way of explanation, Rom- 
ney prognosticated that the big- 
gest volume in future markets 
would be taken by intermediate 
compacts of the Rambler Classic- 
Fairlane-Meteor-Chevy II type, 
with economy compacts (Ram- 
bler-American-Falcon-Corvair) in 
second place. 

Third place, he forecast, will go 
to the so-called “big cars” and 
fourth to small cars of the Volks- 
wagen-Cardinal type. 


aves he projected a “lim- 
ited market” for domestic-built 
junior cars, Romney said American 
Motors would not neglect this sec- 
tor if market changes warrant. He 
stressed that Rambler would con- 
centrate on the No. 1 (intermediate 
compact) and No, 2 (economy com- 
pact) areas. 

In Romney’s vocabulary, overall 
length of 200 inches or less defines 
a compact car. 

The imported-car market, includ- 
ing a “number of thousand Metro- 


George Romney 


* 


At the Factories... 





politans, will shrink somewhat less 
next year,” Romney declared. 
* a a 

Ros said that in any revolu- 

tionary period there is bound 
to be a considerable degree of con- 
fusion and that “this is true of the 
compact-car revolution taking place 
in the automobile industry.” 

He continued: “As our larger 
competitors have met our compact- 
car competition by piecemeal in- 
troduction of complete compact car 
lines, there has been widespread 
speculation as to whether new in- 
troduction are departures from 
compact-car concepts.” 

Romney noted that Rambler 
“from the beginning” has offered 
what he termed economy com- 
pacts, high-performance and lux- 
ury compacts and “all-purpose 
balanced compacts.” 

Romney predicted that compacts 
will take 55 to 60 percent of all 
domestic-car sales in the coming 
model year and replace the old 
standards as the top sellers in a 

matter of months. 

They will take “at least two- 
thirds” of total business “possibly” 
by the end of the 1962 calendar 
year or “definitely” by some time 
in 1963, he added. 

“The old-fashioned conventional 
standard big car is well on its way 
out,” he said. “What used to be 
called the ‘low-priced three’ is al- 
ready gone.” 

* * ok 

OMNEY said that 1962 will see 

a 30 percent reduction in total 
number of Rambler models, and 
that AMC was concentrating on 
“under-the-skin” improvements 
while its competitors “are still 
seeking to catch up with basic 
engineering and product improve- 
ments we made in prior years.” 
“While we have made some styl- 
ing improvements in our Rambler 
Classic and Ambassador models, we 
have continued to avoid styling 
changes that would place greater 
emphasis on appearance than on 
the use of the automobile as a 
means of regular transportation,” 

he explained. 

“Our 1962 models will again 
demonstrate our conviction that 
an automobile should be styled 
and designed to be used as an 
automobile.” 

AMC feels, said Romney, that 
quality and service-free durability 
are the most important individual 
areas of competitive product ad- 
vantage in the automobile business 
today. 

AMC, he said, has put quality 
control on “virtually an auditing 
basis.” 

ca * + 

OMNEY said AMC would con- 

tinue to prosper through its 


Late Personnel News 





Dodge 

David R. Crandall has been 
named director of truck marketing 
for Dodge. He will 
supervise the 
truck merchan- 
dising, advertis- 
ing, sales promo- 
tion and sales- 
training activi- 
ties. 

Prior to his ap- 
pointment, Cran- 
dall was national 
director of Simca 
sales for Chrysler 
Corp. He joined 





D. R. Crandall 


the firm 
manager in Cincinnati. 
* ck + 


Ford Motor Co. 


James W. Ford has been appoint- 
ed manager of Ford Motor Co.’s 
economic analysis department. 
Since 1959, Ford had been an econo- 
mist in the division of research and 
Statistics of the Federal Reserve 
System’s Board of Governors, 

Earlier he taught economics at 
Columbia University, Vanderbilt 
University and Ohio State Univer- 
sity and served as a consultant for 
the Joint Congressional Committee 
on Internal Revenue Taxation. He 


in 1955 as DeSoto zone | 





is co-author of the second edition 
of The Social Framework of the 
American Economy. 

* * of 


Ford Autolite 


Harry L. Swan has been appoint- 
ed advertising manager of Autolite 
Division of Ford Motor Co. 

Swan joined the company in 1952 
as coordinator of cooperative ad- 
vertising for Ford Division. In 1957, 
he became advertising manager 
of Lincoln-Mercury Division, a po- 
sition he held until his appointment 
to Ford’s new marketing division 
last April. 


Late Report... 























policy of “progress sharing’—which 
he said extends to workers, dealers, 
customers and stockholders alike. 

In detailing how this applied to 
dealers, Romney said, “at one pe- 
riod, when our operating loss was 
more than $16 million, we paid our 
dealers $6 million above and beyond 
normal] discounts, to strengthen 
them, 

“Our dealer body dropped to 
around 1,900 in 1956 and increased 
steadily to around 3,000 in 1960. 
In a period of heavy dealer mor- 
tality in the industry, we have 
the lowest loss percentage of any 
company, and our dealers have 
been making more money .. . 
the average net worth of our 
dealers has increased more than 
100 percent since 1956.” 

One of the product changes an- 
nounced was that the 1962 AMC 
cars will offer a full-fill coolant 
which will be installed at the fac- 


Chemical Co.’s Dowgard. 


By Francis J. Gawronski 
Staff Writer 


EW- and used-car sales per 
Lincoln-Mercury dealer have 
been the highest or among the 
highest in the whole industry all 
year, according to 
Ben D. Mills, 
Lincoln - Mercury 
general manager. 
L-M dealers av- 
eraged 89 new- 
car sales apiece 
in the first half, 
compared to Ford 
dealers’ 97 and 
i Chevrolet’s 111. 
; Mills predicted 
. a further market 
Ben D. Mills penetration for 
the L-M dealer organization, and 
increased sales per dealer as he 
introduced the division’s ’62 models 
to newsmen at a national preview 
here. L-M cars got 5.7 percent of 
the market in the first half. 

In unveiling the new models, 
Mills told the news media that 
the auto sales outlook is “very 
encouraging with prospects for a 
strong fourth quarter and an es- 
timated 6.5 million car sales year 
in 1962 against.approximately 5.9 
million this year.” He said that 
some indicators push the esti- 
mates even higher. 

Mills announced that a complete- 
ly new car to be called the Mercury 
Meteor will be offered by L-M 
dealers to fill the size-price gap 
between compacts and the larger 
cars. 

He said the new intermediate car 
is tentatively scheduled to be in- 
troduced in dealer showrooms on 
Nov. 29, following the introduction 
of the Comet and Lincoln on Sept. 
27 and the Mercury Monterey on 
Sept. 29. 





Es * * 


ILLS also announced that an 

important step in the division’s 
marketing plan for 1962 will be the 
use of the Mercury name as a 
banner for three distinct cars in 
three distinct sizes—the Mercury 
Monterey, the Mercury Comet and 
the Mercury Meteor. 

The three entries, with 25 mod- 
els as compared to 12 models in 
1961, will compete in a total mar- 
ket accounting for about 95 of 
every 100 cars sold, Mills said. 
Mills said it is not the plan of 

L-M to add to its 2,563-dealer total 


Used-Car Market 


The overall average price of used cars sold at auction declined 
$2 last week to $1,027, according to Automotive News’ index. 

Running counter to the trend were ’58s, up $18; ’5%s, up $11, 
and ’56s, up $4. Losses were pegged at $2 on ’55s, $3 on ’60s, $4 on 
69s, $9 on ’54s and $32 on ’61s. All held above previously established 


lows, however. 


At a group of representative auctions last week, the sales ratio 
was 68.4 percent, lowest recorded since mid-February. A week 
earlier, the sales ratio had been 73.5 percent. 


Auction reports begin on Page 27. 
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24th Soap-Box Derby Winner— 


E. N. Cole, right, Chevrolet general manager, awards the national championship 


tory. The product used will be Dow | trophy to Richard Dawson, 13, Wichita, winner of the 24th All-American Soap Box 


Derby. Looking on are the champions’ parents, Mr. and Mrs. Richard Dawson. 


because of the division’s expanded 
line of cars. 

“I don’t believe in the idea that 
you have to have a large dealer 
organization to sell a lot of cars,” 
Mills said. “I believe in a strong, 
sound and profitable dealer organi- 
zation. Once we have that we will 
build strength upon strength.” 

“The Meteor fits perfectly into 
the Mercury family,” Mills said. 
“Our Mercury Comet has proven 
itself as a major contender in the 
compact field. The Mercury Mon- 
terey continues as a strong entry 
in the big-car field.” 

* ca * 
“J AST fall at the introduction 
of our ’61 models I expressed 
complete confidence in the pros- 
pects for our division and dealers— 
and this year I am even more 
optimistic. 

“A year ago we were faced with 
many more unmeasured factors 
than confront us now,” Mills said. 

"We had some concern about 
what effect the B-O-P compacts 


Mills Sights Gains for L-M Dealers 


might have on our Comet sales, 
The repositioning of the Mercury, 

while clearly indicated as the 
thing to do, nevertheless was a 
bold move. The Lincoln Continen- 

tal, which introduced a complete- 

ly new design concept, was a 
huge gamble. 

“But in spite of these unknown 
factors, we have made substantia] 
growth in this business in the past 
year,” Mills said. “From all yard- 
sticks, especially sales and penetra- 
tion, we have made an extremely 
significant move in the automobile 
industry.” 

Mills said for certain periods thig 
year, the L-M dealers sold more 
new cars “than did any other dealer 
organization in the industry—save 
only Ford and Chevrolet.” 

* * * 
“q)yUR dealer organization hag 
been greatly strengthened— 
not in numbers, but in profits and 
stature,” Mills said. “In fact, in 
June our dealers had the highest 
(Continued on Page 41, Col. 1) 





Hectic Debut Season Eyed; 
Shortage of ’61s Indicated 


(Continued from Page 1) 


and all Chrysler lines due to bow 
on the same day, and with just 
about every other make scheduled 
for the showroom within a week’s 
span, dealers were elated, 

Then they learned that the new 
“in-between” cars from Ford and 
Mercury, which are expected to be 
a potent showroom lure, will trail 
the standard and compact models 
of those lines into the spotlight by 
at least a month. 

Dealers in these lines feel the 
curiosity factor alone may be a 
drag on the sale of other models 
in the meantime. 

Mused a Ford dealer, “What do I 
tell the man who comes in around 
Oct. 1 and asks to see a Fairlane? 
Tell him to come back next month? 
Do I try to switch him? If I do, 
do I steer him to Falcon or Gal- 
axie? Do I lose him to dealer who 
is showing a ‘senior compact’ in 


another line?” - 
* * * 


UST as bad as the month-long 
delay may be the same-day 
debut in some situations. Some un- 
official jockeying of introduction 
dates has already begun. In Los 
Angeles, Plymouth has moved up 


Division general manager, said last 
week that Ford dealers may be al- 
lowed to jump the gun on ’62 Fal- 
cons because of shortages of ’61s. 
Ford dealers probably couldn't 
be blamed for taking this as a 
pretty large hint to start selling 
’62s whenever they receive them. 
* * * 


UCH a move could touch off a 
wave of pre-introduction selling 
even greater than last year’s rash 
of gun jumping, which topped all 
earlier experience. 

For instance, Oldsmobile deal- 
ers, who have been promised 
“plenty of cars” for introduction 
day, might want to start competi- 
tive selling against their sister 
division, Pontiac, a bit ahead of 
schedule. 

And Imperial, which officially 
trails its rival, Cadillac, into the 
showroom by a week, now will have 
a showing in at least one area 4 
week earlier than Cadillac. 





Transportation Inventory 


Urged as Defense Aid 
WASHINGTON, — Rep. John 





its debut three days to let Ford 
and Chevrolet fight it out for cus- 
tomer traffic on Sept. 29. 

The official explanation was 
that the date had to be changed 
because Ford and Chevrolet deal- 
ers had hired all available search- 
lights for opening-day promotion. 
Ford and Chevrolet dealers, how- 
ever, suspected it was a move 
by Plymouth to beat them into 
the marketplace with ’62s. 

If such is, indeed, the case, it 





might not be an entirely success- 
ful gambit. Lee A, Iacocca, Ford 


Lesinski, Michigan Democrat, has 
asked the Federal government to 
take an immediate inventory of 
the nation’s transportation facili- 
ties to avert chaos if war comes. 
In a letter to Defense Secretary 
Robert S. McNamara, he said De- 
fense and Office of Civil and De- 
fense Mobilization officials had 
said they are unable to plan ade- 
quately for a national emergency 
because they don’t have enough 
information about the country’s 
transportation facilities. 


7_—_— 








“,..local people have a thorough 
knowledge of our problems” 


say CHARLES W. EDWARDS, JR., 


and PAUL M. BROWN, Greensboro, N.C., 
Chrysler-Plymouth-Valiant dealers. 
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“It is of great benefit to a dealer to have 
close personal contact with the local office 
of a nation-wide organization such as 

Commercial Credit. The local people have 

a thorough knowledge of our problems anda 

sincere interest in our welfare and progress. 

And they are backed up by an organization 

that gives good, prompt service, with uni- 

form policies and a fair reserve set-up. This 
dealership has used the Commercial Credit 

Plan for 30 of its 47 years in business.” 










Commercial Credit 
serves successful dealers 










lly 





For complete information on how our 
service can help promote your success, 
call or write the Commercial Credit 
Corporation office nearest you. 
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More Management Aid on Way 


By Kenneth C. Kelley Jr. 
Staff Writer 
é ees business management offices 
at Ford Motor Co. are pushing 
a drive to make their dealer ac- 
counting systems more useful to 
dealers. 

A new series of trend and com- 
parison sheets is being offered to 
more dealers and, early in 1962, 
Ford dealers will 
be getting a set 
of trend boards 
which Lincoln- 
Mercury dealers 
received this year. 

The current 
program, which 
seeks to make fi- 
nancial information easier to un- 
derstand and more useful for the 
average dealer, goes back to 1959 
when the one-page financial state- 
ment form was introduced. 

Ford saw at least three advan- 
tages in the one-page forms. (The 
rest of the auto industry uses 4 
four-page form for its dealer finan- 
cial statements.) 

1. With all the information pre- 
sented on one page, the dealer 
can easily check one figure 
against another and see the whole 
picture of the dealership’s opera- 
tions in one place. 

2. The one-page form can be pre- 
pared with less work and at less 
cost, 


* * 
— triplicate form is of the 
snapout variety. The three copies 
of the statement sheet are bound 
together with two sheets of carbon 
paper. When the form is filled in, it 
is pulled apart. The carbon paper 
is thrown away and the three copies 
are ready for use in analyzing the 
dealership’s operations. 

3. Along with the new forms, 
Ford developed a procedure for 
giving each dealer a number of 
yardsticks for measuring his op- 
eration. 

Dealerships were first broken 
down into comparable groups. Each 
district’s dealerships were first di- 
vided into those in single points 
(one Ford dealership in the city) 
and those in multiple points. These 
groups were further divided by 

number of new units sold. 

When the statement forms come 
in each month, the average figures 
for each group of dealerships is 
computed. These averages can then 
be printed on a copy of each deal- 


er’s statement. 
cs * 


* 

COPY of the dealer’s statement 

with the averages for dealer- 
ships with similar characteristics is 
then sent back to each dealer. Thus, 
a dealer ends up with a copy of his 
statement, showing his figures and 
the comparable district average fig- 
ures for dealers like himself. 

Two changes are being made in 
this program in the hopes of mak- 
ing it more useful for dealers. 

The first change is the intro- 

duction of a series of trend and 
comparison sheets. These sheets, 
which are no bigger than a sheet 
of writing paper, provide a dealer 
with just about all the important 
figures he needs to run his opera- 
tion. 

The sheets give the dealer his 
totals and averages on such key 
items as new and used vehicle 
sales, parts and labor sales, gross 
profit and expenses, inventory, net 
profit and personnel for each of the 
last six months plus the year-to- 
date figures. 

* 


Business 
Manage- 


ment 
Feature 





* 


* ca 
GLANCE at the sheet can show 
which totals are out of line and 

what the trend has been during the 

last half of the year on any given 

item. In addition, the dealer has a 

series of yardsticks to measure his 

operations against the results of 
kindred dealers in his district. 

Ford field personnel are now 
making the rounds of dealerships, 
explaining the sheets and arranging 
to furnish them on a monthly basis. 

The second change in the statis- 
tical program is in the yardsticks 
presented to each dealer. Dealers 
uséed to get yardsticks which were 
averages of the results of all 
like dealers in the district, 

Now the figures are averages of 
the results of a guide group. In 
setting up a guide group, dealers 
are still divided by district, by size 
and by single or multiple point. 





class are made the guide group for 


the entire class. 
a * * 


7 guide-group dealers are the 
most successful dealers in each 
class. Ford officials say the most 
important factor .considered in 
selecting the guide-group dealers 
is how much of a profit they make. 
They say the guide groups are 
preferred over the simple averages 
because this system gives the deal- 
ers something to aim at. That is, 
the dealer who can bring his opera- 
tion up to the guide group figures 
will be in a sound position. 
Guide-group dealers who slip 
are moved out of the group and 


U. S. Begins Probe 


Of Parts Sales in 
Washington Area 


WASHINGTON.—A grand jury 
investigation of possible violation 
of the antitrust laws in the sale and 
installation of automotive parts in 
the Washington area has been au- 
thorized by the Department of Jus- 
tice. 

Letters from Deputy Attorney 
General Byron R. White have been 
filed with the United States District 
Court. The authorization letters as- 
sign four attorneys to the investi- 
gation. a 

The letter from White said in 
part: “The department is informed 
that violation of the Federal anti- 
trust laws may have occurred and 
may still be occurring in connection 
with the activities and conduct of 
certain persons, firms, corporations, 
associations, organizations and oth- 
ers engaged in the sale and/or in- 
stallation of automobile parts and 
equipment necessary or desirable 
for the proper function of motor- 
driven vehicles and/or the perform- 
ance of automotive services of all 
types. 

“The department has reason to 
believe than an indictable offence 
may have been committed and, ac- 
cordingly, investigation and con- 
sideration by a grand jury seems 
appropriate.” 

The Justice Department, as al- 
ways with grand jury investiga- 
tions, refused to name the parties 
involved. ~ 


Goldberg Seeks to Amend 


Reemployment Statute 


WASHINGTON. — Secretary of 
Labor Arthur J. Goldberg has sent 
to the Congress a draft bill which 
would amend reemployment pro- 
visions of the Universal Military 
Training and Service Act to avert 
the loss of job rights by those re- 
called to service during the present 
defense buildup. 

Under present provisions, an en- 
listee loses his reemployment rights 
after a total of four years of mili- 
tary duty unless he is retained in 
service involuntarily. The same is 
true of National Guardsmen and 
reservists. 





Dealer Workshop Conducted by PHH— 







dealers who have improved their 
operations are moved into the 
group. 

Lincoln-Mercury dealers have al- 
ready reached the next step in the 
management program and Ford 
dealers will receive this service 
early next year. 

* * * 

ITH this new service, dealers 

receive a series of three trend 
boards. These are large sheets of 
cardboard, one for the balance 
sheet figures, one for the report on 
new and used vehicle sales and the 
third for the report on parts and 
service operations, 

The left-hand side of the board 
lists which totals should be where 
and gives some advice on man- 
aging each item. One series of 
three boards can be used for a 
year. 

With this part of the program, 
the dealer begins submitting his 
statements on a new version of the 
one-page financial statement form. 
The third copy of the financial 
statement is perforated and covered 

with a glue that is not sticky until 
it is wet. 
* * * 

HEN each month’s statement 

is filled in, the key columns of 
figures can be torn from the third 
copy along the perforated lines. 
They are then glued in the proper 
monthly column on one of the trend 
boards. 

Thus, at the end of January, one 
trend board will show a column 
of figures which is the Jan. 31 
balance sheet. Another will show 
the January report on new and 
used vehicle sales. The third will 
show the January report on parts 
and service operations. 

As each month’s form is com- 
pleted, the appropriate column of 
figures is pasted on the proper trend 
board, Thus, the dealer gets a tool 
for comparing the trends in all his 
key figures for a year with little 
more work than would normally go 
into filing his monthly statement. 








New Home for West-Hornor Motor— 





West-Hornor Motor Co. (Chevrolet-Cadillac-Oldsmobile) has moved into its new 
26,500-square-foot building in Helena, Ark. Featuring a modern showroom covering 
the front of the building, the firm also has a two-story parts department, a ventilated 
shop, outdoor and indoor wash racks and a special tool room. The dealership also 
has a separate body shop. E. T. Hornor sr. is head of the dealership. 


Ford of Canada Answers UAW .. . 





‘Dumping’ Charge Denied 


OAKVILLE, Ont.—A United Auto 
Workers charge that Ford Motor 
Co. of Canada is evading thousands 
of dollars in import duties has been 
termed “misleading” by the com- 
pany. 

Karl E. Scott, Ford of Canada 
president, answered the accusa- 
tion, which was made by George 
Burt, Canadian UAW director. 

Burt said that Ford has set up a 
“hole in the wall” operation in 
Kingston, Jamaica, to handle paper 
work which results in the ship- 
ments of parts being exempt from 
a dumping duty of up to 50 percent 
of value. 

The dumping duty has been paid 
by Ford for years and still would 
be required except for the “scheme,” 
Burt said. 

Scott said it has been public 
knowledge that his firm had set up 
a subsidiary at Kingston, but de- 
clared that to call the Jamaican 





With Dallas Groups, Leaders .. . 


Dealer Shares Ad Spotlight 


DALLAS. — Community projects, 
organizations and leading citizens 
share the spotlight with Ford prod- 
ucts in a series of ads which Ed 
Maher, Inc., started placing in Dal- 
las newspapers in June, 1960. 

Among the nonautomotive sub- 
jects of tributes paid by Maher are: 

Southern Methodist University, 
Dallas policemen and fire fighters, 
the founder and president of the 
Texas Research Foundation, the 
Greater Dallas Council of 
Churches and its lay leaders. 

The Jewish Welfare Federation 
of Dallas on its golden jubilee, 
Sears, Roebuck & Co., the Dallas 
Chamber of Commerce, the Univer- 
sity of Dallas, Goodwill Industries, 
the United Fund, the Junior League 
of Dallas. 

Robert L. Thornton, former 
mayor of Dallas, and Sam M. Glad- 

















Views on dealer problems were exchanged and upcoming fleet-car recommendations 
discussed at the sixth annual dealer workshop conducted in Chicago by Peterson, 


Then the better dealers in each Howell & Heather, Inc., fleet-manager firm, for its participating dealers. 


ney, manager, Southwest Product- 
ion Division, Sun Oil Co. 

The importance of these institu- 
tions and personalities to Dallas and 
its economy is stressed in the copy 
of the three-column ads. All carry 
pictures of the institutions or per- 
sons connected with them. 

There also are tributes to Ford 
Motor Co. and its employes, an ad 
whose topic was “The Price of 
Socialized Medicine,” an appeal 
for highway safety and several 
ads with a Christmas theme. 

One of the ads devoted strictly to 
business is headed: “You don’t 
hardly see them kind no more.” It 
carries a reproduction of a note 
from a satisfied service customer. 
It reads: 

“Only intelligently informed serv- 
ice foremen and mechanics that I 
have ever found in any service dept. 
since before the war. Also only 
service dept. that welcomed looking 
on while work was being done.” 

Another ad points out that clean- 
up time is the “smart time to buy,” 
a Ford product is the “smart car 
to buy,” and that Ed Maher’s is the 
“smart place to buy.” 

In each of the ads there usually 
is at least one of the following slo- 
gans: “420 N. Harwood—address of 
automobile leadership in Dallas” or 
“Ed Maher, Inc., ‘THE’ Dallas Ford 
dealer—47 Years with Ford.” 





Auto Dealers Sign Up 


For Nashville BBB 


NASHVILLE. — The 24 mem- 
bers of the Nashville Automobile 
Trade Assn. have applied for 
membership in Greater Nashville 
Better Business Bureau, Inc., ac- 
cording to Ernest P. Boyte 
(Ford), association president. 

The BBB is organizing a chap- 
ter here under the direction of 
J. Tom Griscom jr., vice-chair- 
man of the BBB Steering Com- 
mitee. 








operation “secretive, improper or 
deceptive is ridiculous.” 

On paper, Burt charged, the Ja- 
maica outfit buys parts from Ford 
Motor Co. in the United States, 
adds 50 percent to the price and 
sells them to Ford of Canada. 

The parts never go to Jamaica, 
Burt said, but are stocked in De- 
troit and sent directly to Canada 
without payment of the dumping 
duty. The duty is avoided, he 
said, because Jamaica, as a Bri- 
tish possession, can ship to Can- 
ada without the dumping fee. 

The dumping duty is imposed on 
parts which carry a lower price in 
the country of origin than they are 
sold for in Canada. 

Burt charged that Ford is “goug- 
ing the Canadian public by impos- 
ing the duty on the buyer even 
though the firm never pays the duty 
itself.” He called on the Canadian 
government to plug the alleged 
“loophole.” 

Scott said there has never been 
any secrecy about Ford Jamaica. 
He said that every step in the es- 
tablishment of the subsidiary was 
discussed with the Canadian Cus- 
toms authorities and establishment 
of the firm was publicly reported. 

“Our primary interest is in the 
sale of motor vehicles manufactur- 
ed in Canada but, like others in the 
industry, we must satisfy the de- 
mand for vehicles produced abroad 
and we have always imported a 
number of vehicles, and, of course, 
the necessary parts,” Scott said. 

“In the fall of 1960, the Cus- 
toms Department ruled that the 
values of imported vehicles and 
parts should be increased, I 
think everyone was aware at the 
time of the well-publicized deci- 
sion that this was for the purpose 
of improving the competitive po- 
sition of Canadian vehicles by in- 
creasing the retail prices of im- 
ports rather than for the pur- 
pose of collecting dumping duties. 

“Ford of Canada buys its English 
vehicles and parts from an affiliat- 
ed company which would have been 
happy merely to increase its sale 
prices, thereby avoiding any ques- 
tion of dumping duty,” Scott said. 
“The management of Ford of Can- 
ada felt that an effort should be 
made to retain for the benefit of 
its Canadian shareholders as much 
of the necessary increase as was 
possible. 

“Accordingly, we adopted the 
quite common business practice of 
an offshore purchasing subsidiary 
to buy vehicles from the British 
supplier at the old prices and resell 
them to us at the fair market 
prices established by the customs 
authorities. 

“In the result, no Canadian 
dumping duty is payable on those 
vehicles and parts—as no Canadi- 
an dumping duty would have been 
payable under the only reasonable 
alternative, namely an increase in 
the prices paid to our British affili- 
ate,” Scott said. 

Scott said the use of an offshore 
purchasing subsidiary has no direct 
effect on the prices Ford charges 
its customers for English vehicles 
and parts in Canada. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 
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Los Angeles gets its own Reader's Digest edition! 










Beginning with the January, 1962, 

mv issue of Reader’s Digest, you will be 
jo able to sell more, and more efficiently, 
ae in the rich, highly competitive Los 
eMeETRO.NY’ Angeles market. The six counties 
y covered by this new edition are illus- 
trated on the left. Now you can have 
consistent advertising coverage, with no 
SOUTHERN waste, in over 28 per cent of the households 
in each county. Color printing will be of the 


‘ rink Bae highest quality. And your advertising will 
ee share the prestige of the world’s most widely 


read magazine. 


NORTHEAST 


SOUTHWEST 


san 
BuRRARDING 





j AneeLES | 


& nacciemenenelen ol 


RoveRsOt 








Quantity is only the beginning. The people who buy the 


For full information on the new _ ‘ 
Digest, magazine readers, are better educated and have more 


Los Angeles Metropolitan edition 


or any of the seven other Digest money to spend than the average. Evidence: Politz research 
regional editions, write. Fred D. shows that 45.3 per cent of all the U. S. adults who went to 
Thompson, Advertising Director, 5 ‘ 

Reader’s Digest, 270 Park Ave., college read an average issue of the Digest. So do members of 


New York 17, New York. 59 per cent of all households with incomes over $10,000. 


Here are rate and circulation highlights for all eight 
Digest regional editions in 1962: 





Region Circulation Cost per 4/c page 
NORTHEAST 2,300,000 $10,260 
METRO. N. Y. 1,150,000 6,270 
GREAT LAKES 2,650,000 11,925 
SOUTHERN 1,450,000 7,730 
NORTH CENTRAL 1,350,000 7,975 
SOUTHWEST 1,000,000 5,890 
PACIFIC 1,365,000 6,625 ps tt 
METRO. L. A. 735,000 3,775 } discount 





People have faith in 


1962 
U.S. circulation e a fal ay aS 
guarantee: ics Lingo 
13,300,000 TTe Sil 
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Mid-August Sales 


From Auto Producers... 








Task Force to Receive 
Replies This Week 


(Continued from Page 1) 


both from the council chairmen 
and the Industry Relations Com- 
mittee,” Galles told AvuToMmorTivE 
News. “The need is there, and it is 
imperative that the factories act 
now.” 
* * oa 

i per agye ay enplaning for Detroit, 

the Task Force Committee will 
meet at NADA headquarters in 
Washington today (Aug. 28), The 


62 Plymouth Line, 
Imperial to Bow 


Earlier in West 


DETROIT, — The ’62 Plymouth, 
Valiant and Imperial will make 
their public debut earlier than 
scheduled in two Western cities— 
Los Angeles and Denver. 

Plymouth dealers in the Los Ang- 
eles region will show their new 
products for the first time Sept. 26, 
three days earlier than scheduled 
and three days ahead of the Ford 
and Chevrolet lines. 

The Imperial will be shown two 
weeks earlier at the convention of 
the Defense Transportation Assn. 
in Denver on Sept. 15, according.to 
a Chrysler-Plymouth spokesman. It 
will appear in other dealer show- 
rooms Sept. 29. 

Another reason for the early 
showing in Los Angeles was the 
shortage of searchlights used on 
such occasions, according to Lew 
Jabro, of the Plymouth Dealers 
Assn.—Los Angeles Region. 

He said association directors had 
approved a budget to make one 
searchlight available for each deal- 
er, but that they could not be ob- 
tained for Sept. 29 because of prior 
commitments to Ford and GM 
dealers. 


Mead Norton Sells 
Buick Dealership 


OKLAHOMA CITY. — H. Mead 
Norton has sold his Buick dealer- 
ship here to James R. Dunn sr. 
who has been manager of the firm 
since 1949. 

Norton also has 
interests in Chev- 
rolet dealerships 
in Cushing and 
Holdenville, Okla. 
He will continue 
as the state’s rep- 
resentative on the 
board of direc- 
tors of the Na- 
tional Automobile 
Dealers Assn., a 
post he has held 
since 1949. 

Norton has been an auto dealer 
since 1919. He is a former chair- 
man of the Oklahoma Turnpike 
Authority and served two years in 
the Oklahoma House of Represen- 
tatives and eight years in the State 
Senate. 














H. Mead Norton 





















six-man group then will reconvene 
for a view of factory positions and 
a decision on what recommenda- 
tions to present to the special meet- 
ing of the NADA board. 

Factory distribution executives 
have given no conclusive reactions 
to the Task Force program at pri- 
vate dealer previews held this 
month. The manufacturers are con- 
fronted with United Auto Workers 
contract deadlines this week, but 
the “negotiations” with the dealer 
representatives and the UAW teams 
are unlikely to conflict. 

Among the Task Force Com- 
mittee proposals, the most promi- 
nent would restore historic dis- 
counts on all cars, including 
compacts, and assess the factories 
with all wholesale flooring costs 
when a dealer’s new-car supply 
exceeded 45 days. 

The proposal on discounts calls 
for a 3 percent holdback, compared 
to one percent now. It would raise 
the discount on compacts from the 
20-plus-one-percent, which was 
adopted two years ago. 

Galles pointed out last week that 
the floorplan relief proposal is de- 
signed to alleviate distribution er- 
rors, not to set any standard for 
dealer inventories. There had been 
criticism that the 45-day peg’set for 
factory assumption of flooring costs 
was a departure from the tradition- 
ally accepted 30-day norm. 

“A 30-day inventory is still good 
management practice, depending on 
individual market requirements,” 
Galles said. “What we are trying to 
do with 45 days is ease the pains of 
maldistribution.” 

ak * * 
Oo=— Task Force proposals are 
as follows: 

1. Judge dealers by profits as well 
as sales, and evaluate field person- 
nel accordingly. Also, prevent field 
men from boosting factory-decided 
sales quotas. 

2. Eliminate the distribution pri- 
ority to fleet users at the start of 
the model run. 

3. Cost plus 20 percent on war- 
ranty work, plus warranty pay- 
ment within 30 days and more 
equitable pricing and discounts 
on parts. 

4. No-quota sales contests. Appli- 
cation of contests to the first unit 
of the campaign. 

ed * * 
yore. Fewer models and options 
(this has little likelihood of 
adoption in view of the opposite 
trend on ’62 models). 

6. No adding of dealers in sub- 
standard areas, and elimination of 
stimulator dealers. 

7. Detailing of dealer car allot- 
ments in franchise agreements. 

Other members of the Task Force 
Committee include: 

Sam H. White (Oldsmobile), 
Houston, NADA Industry Relations 
Committee chairman; John H. 
Lander (Dodge-Simca), Atlanta, 
first vice-president of NADA; Rob- 
ert F. Pulliam (Ford), Columbia, 
S. C.; Henry Schleeter (Studebak- 
er), Houston, and Preston Williams 
(Rambler), Washington. 





Dealer Donates Training Cars— 


Glenn Burdick Rambler, Inc., North Syracuse, N. Y., donates five cars fo the North 
Syracuse Central Schools system for use in its driver-training program. This marks the 
11th year that Glenn Burdick, right, has supplied cars for the driver-training program 
in his community. 


wow 
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Renault's New Car Opened Up— 

New Renault R4L, to be introduced in October, boasts homely virtues of low price, 
high economy, simplicity and large carrying capacity. Car features sealed cooling 
system, greaseless chassis, front-wheel drive and standardized rate list for repairs. 


It will replace the venerable 4-CV. 
* * & 


* * * 


Renault Shatters Tradition 
With Its New Light Car 


PERMANENTLY sealed cool- 

ing system, greaseless chassis, 
torsion-bar suspension, front-wheel 
drive and a wheelbase that is long- 
er on one side than on the other, 
are among the more interesting 
features of the new light car Re- 
nault will introduce in France this 
October. 

All are new departures in Renault 
passenger-car design. 

The utilitarian car, termed R4 
and RAL, will replace the Renault 
4-CV, which has been in produc- 
tion since 1947. Price will be an- 
nounced at the car’s Paris Auto 
Show debut. 

Renault calls its new model a 
four-door sedan, but it more closely 
resembles a station wagon. 

Renault’s design aims were low 
price, large capacity for passengers 
and luggage, adaptability to all 
surfaces and climates, brisk per- 


GM Backs Bill 
On Tax Aid for 
DuPont Holders 


WASHINGTON.—General Motors 
last week presented to the House 
Ways and Means Committee a 
statement in support of legislation 
which would reduce or eliminate 
the tax liability of individual stock- 
holders under a forced divestiture 
setup. 

The committee held a one-day 
hearing on the legislation which 
was introduced after the Supreme 
Court ruled last May that duPont 
Co. must get rid of its 63 million 
shares of GM common stock. 

In a letter to GM’s 850,000 share- 
holders, Chairman Frederic G. Don- 
ner noted that divestiture, under 
present laws, could have a serious 
adverse effect on the market price 
of GM stock for 10 years. He said 
GM favors passage of S. 2266 and 
H.R. 8190, which are now before 
Congress. 

The bills were introduced by Re- 
publican Senators John J. Williams, 
Delaware, and Wallace F. Bennett, 
Utah, and Rep. Noah M. Mason, 
Illinois Republican. 

Under these bills, stock distribu- 
tions pursuant to an antitrust 
order, as in the duPont situation, 
would be treated for tax purposes 
as a return of capital to the indi- 
vidual shareholder. 

This means that GM stock receiv- 
ed by a duPont shareholder would 
be taxable, as a capital gain, only 
if and to the extent that the cur- 
rent market value of the GM stock 
received exceeded the tax cost of 
his related duPont stock. 

Donner urged GM shareholders 
who favor the legislation to write 
their congressmen. 

One who complied, but in opposi- 
tion to the bills, was Sol A. Dann, 
outspoken auto management critic 
who holds 5,000 shares of GM stock. 
Dann urged defeat of S. 2266 and 
H.R. 8190 in telegrams to Michi- 
gan’s two Democratic senators and 
seven Democratic House members. 


formance and minimum operating 
and maintenance costs. 
* * * 

N AN effort to hold down main- 

tenance expense, Renault has laid 
down fixed costs for service, Every 
buyer will be given a list of the 
most common repairs which will 
give the price, including parts and 
labor, and these rates will apply 

to all of France. 

Renault said the same princi- 
ples will apply to each export 
country when the new cars are 
introduced and delivered. For the 
present, Renault has no plans to 
market the car in the United 
States. 

The R4 is a four-seater vehicle 
with four side windows and doors 
and a fifth door at the rear which 
is hinged at the top and lifts up- 
ward. Front windows slide open 
horizontally. A sun roof is optional. 

The 747-cc, engine is said to be 
a modified version of the 4-CV unit, 
but no horsepower figure has been 
announced. The 4-CV develops 28 
horsepower. 

The R4L, although the same size 
as the R4, has six side windows 
and deluxe appointments and trim. 
The R4L is also 66 pounds heavier. 

. * * * 


EELBASE is 96.2 inches on 

the right and 94.3 inches on the 

left. The rear wheels are staggered 

because of the mounting system of 
the torsion bars. 

Overall length is 142.1 inches; 
width, 585 inches; unloaded 
height, 60.3 inches; front track, 
48.1 inches; rear track, 47.4 
inches; ground clearance, 17.9 
inches, and turning circle, 28 feet. 
The four-stroke, vertical, four- 
cylinder engine is mounted in front, 
a departure from the 4-CV and 
Dauphine layouts. It has overhead 
valves, wet liners and aluminum- 
alloy pistons and head. Compres- 
sion ratio is 8.5 to 1. Ignition is 
six-volt. 

The cooling system is hermetic- 
ally sealed at the factory and con- 
tains antifreeze to protect to 33 
degrees below zero. The conven- 
tional pump, radiator, fan and 


thermometer are augmented by an 
(Continued on Page 37, Col. 1) 
eg * * 





No Frou-Frou Here— 


Show Decreases 


But Daily Rate Rises 
For Most Factories 


DETROIT.—Retail auto deliveries 
in the middle 10 days of August 


were down from the first i0, but 


in some cases the daily rate wag 
up because there was one lesg 
selling day in the latest periog | 


according to factory reports. 


American Motors said dealers 
delivered 9,595 cars in the second _ 
10 days, compared with 10,140 in 
the opening period, which had 
nine selling days. But the 
rate was up from 1,127 in the 
first 10 to 1,199 in the middle 
period. 

Buick reported 6,028 sales in the 
second 10, an increase of 14.6 per. 
cent over the 5,262 in the like pe. 
riod a year ago. Deliveries in the 
first 20 days of the month totalleq 
12,554, a gain of 15 percent over 
last year’s 10,962. 

Dealers delivered 6,028 units in 
the second 10 days, compared with 
6,526 in the first 10, but the daily 
rate increased from 725 in the first 
10 to 754, Buick said. 

Lincoln Continental’s daily rate 
rose slightly in the second 10, 
from 66 to 68 as dealers delivered — 
544 units, the company reported, 
Sales in the first 10 days totalled 
599. 

Other division figures for the 
middle 10 days and the first 10 
are: Mercury, 2,646 and 3,076; 
Comet, 4,955 and 5,713; English 
Ford, 150 and 217. The daily rate 
for each make was down slightly 
in the second 10-day period. 

Chrysler Corp. said its total saleg 
in the second 10 days declined 19 
percent, from 19,226 in the first 10 
to 13,850. In the middle days of 
August a year ago, 
22,699 units, the company said. 

Ford Division reported its dealers 
retailed 32,019 units in the middle 
10 days for a daily rate of 4,002. In 


the first 10, sales totalled 35,153, but’ 


the daily rate was slightly lower at 
3,906. 

The totals for each make in the 
middle 10 and first 10 days follow: 
Ford, 17,210 and 18,718; Falcon, 
13,096 and 14,656; Thunderbird, 1,713 
and 1,779. The daily rate for each 
was higher in the second 10 days, 
the company said. 





Alfa Romeo Opens 
Own Import Setup; 
50 Dealers Named 


NEWARK, N. J.—Alfa Romeo, 
Inc., importing distributorship for 
the Italian-built Alfa Romeo sports 
car, has been opened at 231 John- 
son Ave. . 

Arturo M. Reitz, vice-president 
and treasurer, said he will super- 
vise overall operations in the 
United States, and that Giovanni 
Greco will head up the dealer serv- 
ice organization, “which will be 
involved in an extensive and com- 
prehensive program.” 

The company already has named 
50 dealers and has a goal of about 
200, said Reitz. 

Hoffman Motors, former import- 
er, will continue as an Alfa Romeo 
distributor in New York, Califor- 
nia, Pennsylvania and New Eng- 
land. 

A training center for dealer per- 
sonnel has been established in New- 
ark and will be under the direction 
of Silvano Toffolo, who said it will 
be staffed by 10 mechanics from 
the factory in Milan. 





Higher Speed Limits 


Vetoed in Wisconsin 


MADISON, Wis.—Gov. Gaylord 
Nelson vetoed a Wisconsin legis- 
lative bill which would have 
raised the speed limits for auto- 
mobiles and trucks on state high- 
ways. The measure would have 
raised day and night speed limits 
on interstate highways to 70 miles 
per hour for automobiles and 55 
miles per hour for trucks. 

It also would have increased 





dealers sold 


maximum speeds for automobiles 
on other four-lane, divided high- 
ways to 70 miles during the day 
and 60 at night. 


Stark layout of passenger compartment 
in new Renault R4 shows bare-metal doors 
and dash panel, steel-spoke steering wheel 
and minimum instrumentation. Two parcel 
shelves are located underneath dash. 
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TIRE CORD 


PROVED BEST IN TWIN TORTURE TEST 


Here’s proof that TYREX 
rayon cord gives ‘you the most 
powerful sales story in the 
tire industry today! 


LTV¥AEX vayon tire cord 


proved best on the turnpike! 





7 UR) 
HAN NYLON! 


CHECKING TIRE PRESSURE—Test tires were 
placed only on drive wheels, where severe 
wear occurs. Test cars traveled in convoy 
to equalize road conditions. 


235,554 BLISTERING TIRE MILES ON KANSAS TURNPIKE PROVE TYREX 
RAYON TIRES OUTWEAR NYLON! The order came down: ‘“‘Equip a pas- 
senger car fleet with nylon tires and with TYREX rayon tires. Let’s 
find out which tires stand up best.”’ Result: a tread wear test in 
Kansas... and, with the same tires ... an impact test in Colorado. 
Tires used: standard original equipment TYREX rayon tires and 105- 
level nylon tires. On the concrete Kansas turnpike, cars set a sizzling 


80 mph pace (fastest legal limit in the country) . . . rolled up nearly 
enough mileage for a trip to the moon! Final tabulations left no doubt: 
TYREX rayon tires had far less rubber loss . . . gave 17% better tread 
wear than the nylon tires! 





\ T¥ALX vayon cord proved 


est on tire-killing roads! 
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OVER ROCKS AND RUTS OF MURDEROUS MOUNTAIN ROADS TYREX RAYON 
TIRES OUTLAST NYLON! Next stop for these tires: the rugged ranch 
country around Steamboat Springs, Colorado. After 26,788 rock- 
strewn tire miles, TYREX rayon cord came through again, taking 
all the punishment the notorious Elk River Road could dish out! 
Result: original equipment TYREX rayon tires had nearly 30% more 
miles per failure than 105-level nylon tires. And these tests were made 
under actual operating conditions—not in a laboratory as in some 


TEST FLEET READY TO ROLL —Cars await gruel- so-called ‘‘tests’—but more severe than most of your customers 
ling “impact” phase of test. During runs, ' 

drivers were rotated to minimize effects of encounter! 

individual driving habits on test results. 


Turn the page for more sales advantages of TYREX rayon tires! 





ITREX 


RAYON CORD 
GIVES YOU 
MORE TO 


NO “NYLON THUMP”! 


None of that bumpy “‘flat-tire’’ 
feeling that occurs in nylon tires. 


SELL this ‘‘no-headache’”’ factor of . 


TYREX rayon cord to your cus- 
tomers. 


TYREX INC., Empire State Bldg., New York 1, N. Y. TYREX (Reg. U.S. Pat. Off.) is a collective trademark of TY REX Inc. for rayon tire 


COOL RUNNING FOR SAFETY! 


TYREX rayon tires run safely at 
turnpike speeds because they shrug 
off tire-killing heat. Recent tests 
prove TYREX rayon tire cord re- 
tains its strength under toughest 
operating conditions. 


CHOSEN BY ALL 
CAR MAKERS 


All 5 of America’s car manufac- 
turers chose TYREX rayon tire cord 
for their ’59, ’60, and ’61 cars. Sell 
this unprecedented endorsement of 
TYREX rayon tires to customers! 


» yarn and cord. TY REX rayon tire yarn and cord is also produced and available in Canada, 



















Crisis Clouds 


By DAVID J. WILKIE 

PREDICTIONS OF new-car sales 
yolume for 1962 soon will be the 
order of the day. They will be in- 
cluded in many of the new-model 
announcement statements by the 
various car mak- 
ers. 

The predictions 
will be qualified 
becauSe of the 
uncertainties of 
the international 
situation. But, 
barring a _ shoot- 
ing war, it ap- 
pears from talks 
with some of the 
+ leading manufac- 
David J. Wilkie turers that an es- 
timate of a seven-million unit year 
will be the minimum figure ad- 
vanced. As a hedge against miscal- 
culation some of the experts will 
include 400,000 imported-car sales 
in the estimate. 

And some of the estimates will 
put the total at “more than seven 
million plus the imports.” Obvious- 
ly, there are some among the auto 
makers who envision 1962 as a new 
record year for the industry, sur- 
passing 1955 which produced sales 
of nearly 7 million new cars. Im- 





Carolina Dealers 
Cited by State for 
Safety Records 


RALEIGH, N. C.—A number of 
automobile dealers have been 
awarded the Certificate of Safety 
Achievement awarded annually by 

the North Carolina State Labor 
Department in recognition of out- 
standing work in preventing dis- 
abling injuries on the job during 
1960. 
| They qualified by having acci- 

dent-free records last year, by 
maintaining accident frequency 
_ rates 75 percent or more below the 
_ gtate average for their industry, or 
by reducing their rate by 40 per- 
cent or more during 1960, com- 
pared with the previous year. 

The awards went to: Central 
Motor Sales, Hickory, for the 14th 
year; Ellis Motors, Henderson, for 
the 10th year; Williams Motor Co., 
Smithfield, and Fuquay Motor Co., 
Fuquay Springs, for the seventh 
year; Cherry Motors, Cherryville, 
DeWitt Motor Co., Concord, and 
Odom Motor Co., Goldsboro, for the 
fifth year; Parham Motor Co., Hen- 
derson, and Neighbors Motor Co., 
Kenly, for the fourth year; G. and 
C. Motor Co., Whiteville, and Buie 
Motors, Smithfield, for the third 
year. 

Spence Motors, Albemarle, for 
the second year, and Sandifer-Batts 
Pontiac, Wilson; Hoyle Motor Co., 
Lincolnton; Stewart Buick Co.,, 
Winston-Salem; Piedmont Chevro- 
let Co., Concord; Wilson Chevrolet 
Co., Smithfield; Southgrand Chev- 
rolet, Inc., Creedmoor; Pippin Mo- 
tors, Smithfield; Medford Motors, 
Oxford; Owen Motor Co., Oxford; 
Gardner Motor Co. Smithfield, and 
Elliott Motor Co., Oxford, for one 
year. 
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Wilkie Views... 





Sales Picture 


ports that year were not a signifi- 
cant factor, numbering slightly 
under 58,500 units. 

What was significant in 1955 
was that it was not. especially 
prosperous for retailers. The high 
volume of unit sales was achieved 
by tremendous pressure upon 
dealers and by price concessions 
that saw many vehicles sold at 
a loss. 

There probably never has been 
a period when auto makers felt 
free to make ‘sales-volume predic- 
tions without some kind of qualifi- 
cation. But the 1962 model year gets 
underway with more uncertainties 
about the world situation than have 
been present since the end of World 
War II. 

A substantial worsening of the 
international situation almost cer- 
tainly would bring a sharp curtail- 
ment of materials available for car 
production. Besides a cutback in 








Edgren Motors Moves Into Larger Quarters— 


car assemblies, that would also 
mean a strict rationing of whatever 
vehicles might be left in the overall 
dealer inventory. 

To make possible the sale of 
“more than seven million units 
plus the imports” the industry 
would have to build a minimum of 
eight million. That total would re- 
quire millions of tons of raw mate- 
rial. 

* * * 

GRANTING THAT A serious 
turn in the international relation- 
ships can be avoided, a sharp up- 
surge in new-car demand is certain. 
Among the indicators are: 

Retail sales this year fell sharp- 
ly below even the average of 
predictions by most leading auto- 
motive industry analysts. That 
means more unfilled demand 
backing up for the coming year. 

Expendable income is higher 
right now than it has been for sev- 
eral years. 

Scrappage of worn-out cars will 
be high again as will normal re- 
placement demand. 

More smaller and “in-between” 
size models being readied by United 
States makers will provide a wider 
variety in additional “economy 





Growing Dealerships .. . 






















AUTOMOTIVE NEWS, AUGUST 28, 1961 


price” brackets. In some quarters, 
the “in-between” size models are 
being called the “senior compacts” 
—just a little smaller than the 
standard-size and somewhat larger 
than the present compacts. 

It is no secret that today’s so- 
called “smaller” or “compact” cars 
generally are smaller only by com- 
parison with the “standard size” 
models. Many of them are fully as 
long, both as to wheelbase and 
overall length, as were the stand- 
ard low-priced models of pre-World 
War II days. 

* * * 

THAT’S WHY SEVERAL manu- 
facturers producing the smaller, 
economy models frown on the des- 
ignation “compacts.” But whatever 
they are called, they offer the buy- 
ers more variety in size and price— 
and, in most cases, make it neces- 
sary for the retailer to carry a 
greater number of units in his in- 
ventory. 

Some sales executives are say- 
ing that many would-be new-car 
buyers have held off purchasing 
because of the imminence of new 
models. That probably is true in 
some instances, but there usually 
are just as many intending buy- 
ers who seek the bargains they 
expect in buying outgoing models. 

One of the anomalies of the mer- 
chandising situation is that the 
buyer generally will haggle about 
price quoted him by the dealer and 
then load up his car with extras, 
forget about the full price and buy 
on the basis of how much per 
month he will have to pay. 


Mullin Retires 


From Harvester 


CHICAGO. — International Har- 
vester Co. has announced the re- 
tirement of Buford Mullin, the 
company’s Omaha motor truck dis- 
trict manager, after nearly 40 
years of service. 

He will be succeeded by Robert 
R. McDonald, formerly manager of 
the company’s Salt Lake City truck 
district. 

Replacing McDonald is James W. 
Briggs, truck sales district man- 
ager in Los Angeles. Taking the 
Los Angeles post is George S. Stew- 
art, formerly manager of the IH 
district office in Portland, Ore. 





Auto Dealer Expansions 


SPOKANE.—A $250,000 expansion 
and remodelling program for 
George R. Jones Co. (Chrysler- 
Plymouth) has been announced by 
Thomas J. Price, president, 

He said the expansion would en- 
able the dealership to display 25 
cars at one time. 

* * of 


Laks Adds Shop Facilities 


ORCHARD PARK, N. Y. — Laks 
Motors, Inc., has added 4,200 square 
feet of service facilities, according 
to Ed Laks, president. He said sales 
volume has doubled in the last year. 

ca * * 


Miller Expands Facilities 


HAMBURG, N. Y.—Bill Miller 
Pontiac has begun sales and serv- 
+ 





ice operations in larger quarters 
on Lake St. here. The need for 
greater service facilities prompted 
the move, according to William 
F. Miller, dealership head. 

Ea * * 


Frykman Shop Expanded 


BOTTINEAU, N. D. — Frykman 
Motor Co. has enlarged its service 
department by building an addition 
on its garage. 

* * « 

Gregory Ford Is Building 

CAVALIER, N. D.—A new build- 
ing is being built here for Gregory 
Ford Co. Oliver Gregory is the 
dealer. 


a * 
Olds Outlet Expanding 
FOREST LAKE, Minn.—Benson 
& Peterson (Oldsmobile) here is 
building a 2,000-square-foot addi- 
tion on the end of its present struc- 


. ture. It will house two offices and 
































Edgren Motors Co. (Chrysler-Plymouth) has moved into its new building at 38383 


Fremont Blvd., Fremont, Calif. The sales and 


service plant, operated by Lloyd and John 


Edgren, is located on 1% acres. Here, W. H. Kough, Chrysler-Plymouth regional man- 


ager, congratulates Lloyd Edgren at the grand opening. 





increase the parts department area. 
* + +e 


Olds Dealer Expands 
PUEBLO, Colo. — Ground has 


#| been broken for a $225,000 service 
office and sales building for Vid- 
mar-Mathis Motor Co. (Oldsmobile) 
here, according to Jake T. Vidmar 


and Louis M. Mathis, owners. The 


new facility will cover an entire 
city block, 


* * * 


Import Motors to Expand 
WICHITA.—Import Motors, 516 


W. Douglas, has obtained a permit 
for construction of an addition at 
a cost of $15,000. 


Bartz Adds Two Lines 
DENVER.—Carl Bartz Motor Co. 


(Studebaker-Citroen) has added 
Renault and Peugeot, according to 
Carl Bartz, owner. 





Anglia Estate to Bow in Canada— 


The 1962 Anglia Estate is one of three new models to be added to the British Ford 
line in Canada. The car is designed to carry four people and is powered by the four- 
cylinder Anglia engine. It is scheduled to appear in dealer showrooms late in Sep- 


tember or early October. 





British Ford Expands Line .. . 


* * * 


3 Newcomers for Canada 


OAKVILLE, Ont.—There will be 
three additions to the British Ford 
family of cars in Canada in 1962— 
the Consul 315, the Anglia Estate 
and the Consul Capri. 

The Consul 315 is described by 
Ford Motor Co. of Canada, Ltd., 
as a four-door sedan that com- 
bines family-car features with 
sports-car performance. 

“While the Consul 315 responds 
to controls somewhat like a sports 
car, its wheelbase of 99 inches, 
front-wheel track of 49.5 inches, 
overall length of 170.77 inches and 
overall width of 65.2 inches clearly 
identify it as a family car,” said 

John D. King, marketing vice-pres- 
ident. 

Other features of the car are: 


A four-cylinder, 1,340 cubicécenti- 
meter engine developing 56.5 horse- 
power at 5,000 revolutions per min- 
ute; four-speed gearbox with col- 
umn shift lever; disc brakes on 
front wheels; combined arm rest 
and door handle to prevent acci- 
dental opening of doors; padded sun 
visors; extra large 21-cubic-foot 
trunk. 

The car will be available in 12 
standard colors, King said, with 
seven two-tone alternatives for 
the Deluxe model. All headlinings 
are of washable white sequin 
fabric. 

The Anglia Estate is designed to 
carry four people and is powered 
by the Anglia four-cylinder engine. 

The four-cylinder Consul Capri 
has bucket seats for two persons, 
plus space in the rear for an addi- 
tional passenger or luggage that 
can’t be stored in the 22-cubic-foot 
trunk. 

The Anglia Estate has a single 
dry-plate clutch, floor-mounted gear 
lever, four forward speeds and re- 





$6,000 Suggestion— 


First aid for machines is available from 
this radio-dispatched ‘welding buggy” at 
Ford Motor Co.'s Dearborn stamping plant. 
Suggesting the buggy brought a $6,000 
award to James Stasie, general welder, 
shown driving the unit. Each of the six 
“welding buggies’ now in the plant has 
welding equipment, grinders and other 
tools to handle any on-the-spot die re- 
Pairs. Stasie plans to use most of the prize 
money for the education of his three 
children. 


verse, with synchromesh on sec- 
ond, third and fourth. 


Up front, the car has McPherson- 
type independent coils mounted on 
hydraulic double-acting ‘shock ab- 
sorbers, with antiroll torsion bar. In 
the rear, there is a live axle located 
by two longitudinal assymetrical 
semielliptic leaf springs with zinc 
interleaf liners. There are lever- 
arm-type shock absorbers. 


The Capri has a hydraulically 
operated single dry-plate clutch, 
four forward speeds and reverse 
with blocker-type synchromesh 
on second, third and fourth. 


It has built-in independent coil 
suspension up front, hydraulic 
double-acting shock absorbers and 
antiroll torsion bar. In the rear, 
it has longitudinal assymetrical 
semielliptic leaf springs with taper- 
ed ends and zinc interleaf liners, 
plus hydraulic double-acting shocks. 


Nichols Urges 


Uniform Laws 


For Truckers 


DETROIT.—“Checkerboard legal 
patterns” are costing the American 
trucking industry millions of dol- 
lars annually, according to Byron 
J. Nichols, Dodge general manager. 


Urging uniform minimum na- 
tiona] length and weight standards 
that would apply to interstate high- 
ways in every state, Nichols term- 
ed the present situation “grossly 
unfair” to truck operators. 


“We hear a lot these days about 
how the trucking industry is not 
paying its fair share of the Fed- 
eral interstate highway program,” 
Nichols said. “The Congress has 
just enacted increased taxes on 
commercial vehicles, particularly 
those in the high-tonnage classes. 


“Whether trucks already are 
paying their fair share or not is 
debatable. The trucking industry, 
which constitutes 15.7 percent of 
all motor vehicles, already is con- 
tributing approximately 36 percent 
of the trust fund taxes for the Fed- 
eral highway program. The truck- 
ing industry certainly considers this 
a ‘fair’ share. 


“Meanwhile, although they are 
paying taxes for an interstate high- 
way program, truck operators are 
restricted by the actions of state 
legislatures in reaping full benefits 
of the program—limited ag it is at 
present,” said Nichols. 

“Because each state legislature 
sets its own weight and length reg- 
ulations, we have a hodge-podge, 
checkerboard pattern, with each 
state deciding what maximum 
weights and lengths will be,” he 
continued. 

“This means just one thing to 
the long-haul trucker: He must 
load his truck for the state with 
the tightest restrictions, thus rais- 
ing the cost-per-ton-mile of the 
goods he carries. The high cost of 
labor makes it prohibitively expen- 
sive to load and unload trailers at 
state lines so as to comply with 
each state’s weight and length 
limitations.” 








idea for tomorrow ...in steel 
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1. Tighten that last screw and you can take it for a ride, flat out. There’s yield point of 50,000 psi, gives strength as well as economy. The body « 
no break-in period because the lightweight engines are machined to shell is also formed completely of USS High-Strength Low-Alloy Stee! " 
extremely close tolerances. They won’t warp or wear, even at top speed with a minimum yield point of 50,000 psi. The floor is COR-TEN High. S 
all day. An ultra rigid frame, made of USS High-Strength Low-Alloy Steel, Strength Steel formed into a light, strong sandwich structure. te 
surrounds and protects the driver. This versatile steel, with a minimum Ss 
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ch) Use modern, dependable steels for modern, dependable automobiles. te 








No, because the design utilizes all the strength, 
formability and weldability that only steel de- 
livers. Here’s how some of today’s USS Steels 
could put this two-place pacer on the road. 


After the finishing touches, the open road. Any 
road .. . because this car is built from the 
ground up for extra strength. Strength without 
excess weight. Hard to make a car that way? 
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2. Style combines with strength in the Stainless Steel air intake grills 
where impact air pressures could cause pressure deformation. The 
Stainless Steel multi-channel exhaust manifold is virtually impervious 
to the hot, corrosive engine exhaust gases. Molded vinyl coated steel 
seats with built-in automatic heating pads assure driver comfort. Whip- 


These are but a few of the imaginative uses of today’s steel in this car 
of tomorrow, and in addition you would find dozens of other Stainless, 
alloy, high strength and carbon steels. Today, there are over 160 differ- 
ent steels used in. automobiles—but thousands more are available to the 
designer. There is a steel for practically any combination of properties 
the designer can dream up... strength for lightness, toughness for 
durability, surface finish for style. When you want steels that will match 
your imagination, write United States Steel, Room 6342, 525 William 
Penn Place, Pittsburgh 30, Pennsylvania. USS and COR-TEN are regis- 
tered trademarks. 
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lash injuries are prevented by spring loaded head rests. Wide swinging 
doors stay in alignment on special contour-section hardened steel 
hinges with adjustable alloy steel bearings. Interior accents are Stain- 
less Steel, textured for extra scuff resistance. Capping it all is the 
Stainless Steel cockpit canopy... lightweight, strong, forever lustrous. 


United States Steel Corporation - American Steel and Wire Division - 
Columbia-Geneva Steel Division - National Tube Division - Tennessee 
Coal and Iron Division - United States Steel Supply Division - United 
States Steel Export Company 


United States Steel 
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AUTOMOTIVE NEWS PLATFORM 


¥ 1. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 


{ 3. Guard the precepts of individual freedom, which made the U, S, A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


Accent the Stable Aspects 
Of the Auto Business 


see most people we are intrigued by gimmicks, gadgets, 
novelties and fast conversation. We are always looking 
for a magic way of doing things. 


In the long run, though, if you are getting out a trade 
publication, selling cars or engaging in any business, you 
always get back to this formula: 


Hard work to produce and sell a better product at a 
profit, combined with integrity in doing what you say you 
will do. 


There is no other way, unless, like the May fly, you are 
just going to live it up for a day. 


Auto dealers are engaged in a team effort to improve 
the conditions of the business. This, we think, is a fine thing, 
as long as they do not lose sight of the fact that there must 
be individual effort as well as united effort. 


In spite of anything the National Automobile Dealers 
Assn. can do, there always will be dealers reaching a little 
bit farther than the next, there will be sales and distress 
merchandise, there will be advertising that upsets other 
dealers, there will be hot cars and cold dogs. 


And there will be dealers who will go along making 
money in the midst of whatever happens. These will be 
the dealers who recognize that new cars represent the shift- 
ing, uncertain aspects of the auto business, while used cars 
and service represent more stable aspects. 


Ii they gear their business to stability, they will be able 
to meet the uncertainties and the profit opportunities of the 
less stable new-car business. 


AUTOMOTIVE 
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Coming 
Events 


%& Enrror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used, 


Dealer Conventions 


Sept. 1I&6— Maine Automobile Dealers 
Assn., Poland Springs Hotel, Poland 
Springs, Me. ; 

Sept. 18-19—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 

Sept. 19-20 — Federation of Automobile 
ealer. Assns. of Canada, Queen Eliz- 
abeth Hotel, Montreal. 

Oct, 2-4—I4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn.> 
Hotel Sherman, Chicago. 

Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte addon-Hall Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 


Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Nov. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 
Nov. 27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 
Dec. 4—Utah Automobile Dealers Assn., 

Hotel Utah, Salt Lake City. 

Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 

Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 


Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 


egas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 

April 8-10—Automobile Dealers Assn, of 
Alabama, Montgomery, Ala. 

May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, Ill, 

May 16-17—Missouri Automobile Dealers 
Assn., Elms Hotel, Excelsior Springs, 


°. 
May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Portland Hotel, Portland. 


* * * 


Auto Shows 


Sept. 21-Oct. 1 — Frankfurt International 
Auto Show, Frankfurt, West Germany. 
Oct. 5-I5—Paris Auto Show, Paris, France. 

Oct. 14-18—Milwaukee Auto Show, Arena, 
Exhibit Hall and Market and Mechanics 
Halls, Milwaukee, 

Oct. 18-22—New England International 
Auto Show, Commonwealth Armory, 
Boston. 

Oct. 18-28—London Auto Show, London, 
England. 

Oct. 26-Nov. 5—Los Angeles Automobile 
Show, Pan Pacific Auditorium, Los An- 


eles. 
oct? 28-Nov. 5—Southern Automobile Ex- 
— Merchandise Mart, Charlotte, 


Oct: 28-Nov.8—Turin Auto Show, Turin, 


Italy. 

Nov. Yi-18—Philadelphia Auto Show, Grand 
Exhibition Hall of the Trade and Con- 
vention Center, Philadelphia. 

Nov. I1-18—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Nov. 13-18—Denver Auto Show, Denver 

Coliseum, Denver. 

Nov. 21-26 — 4th Annual Imported Car 

Show, Brooks Hall, San Francisco. 


1962 
Jan. 26-28—Birmingham Auto Show, Muni- 
cipal Auditorium, Birmingham, Ala. 
Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 
Feb. 28-March 3—International Automotive 
Service Industries Show, Navy Pier, Chi- 


cago. 

March 22-25— Pacific Automotive Show, 
Memorial Coliseum, Portland. 

April 11-13—Canadian Automotive Service 
Show, Canadian National Exhibition 
Grounds, Toronto. 

Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 


ee 
General 
Sept. II-I4—SAE, Vehicle Meeting and 
Display, Milwaukee Auditorium, Méil- 


waukee. 

Sept. 14-15—9th Annual Joint Engineering 
Management Conference, Hotel Roose- 
velt, New York. 

Sept. 16—Quality Control Forum, Angell 
Hall, University of Michigan, Ann Arbor. 

Oct. 1-5—National Truck Leasing System, 
Edgewater Beach Hotel, Chicago. 

Oct. 1-5—I4th annual convention and ex- 
hibition, Truck Body and Equipment 
Assn., Hotel Sherman, Chicago. 

Oct. 8-13—American Trucking Assn. An- 
nual Convention, Statler and Mayflower 
Hotels, Washington, D. C, 

Oct. 23-26—Fleet Maintenance Exposition, 
Private Truck Council of America, Inc., 
New York Coliseum, New York. 

29-Nov. | National Lubricating 
Grease Institute, Rice Hotel, Houston. 






The Big Stories 


36 Years Ago—1925 


Automotive News published its first edition this week on Aug. 27. 


20 Years Ago—1941 
In order to conserve material for the defense effort, the government 
imposed a 26.6 percent cut for August, September, October and 
November automobile production. The government also issued a 
regulation limiting the period for payment on used and new cars to 
18 months. The regulation also required a one-third downpayment. 


10 Years Ago—1951 
The average new-car dealer took a $49 loss on each used car he 
took in trade during the second quarter of 1951, as compared with a 
$59 profit per unit in the first quarter, according to a survey by the 
National Automobile Dealers Assn. 

























































1 Gen Bel Gare. 6.64? 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 

















for the car—just like we automo- 
bile people pay the price for the 
many products he has helped to 
success, And, of course, he should 
sell his own old car to whomever 
he wishes—just to be real certain 
that he gets every cent it’s worth, 

Then, too, I wonder if he would 
like to put in the hours we do 
(salesmen—and most dealers, too) 
trying to keep our regular custom- 
ers happy, hoping to win a new one 
over now and then, and giving our 
time away day in and day out to 
9/10 of the people we talk to — 
many of whom are insincere in 
their intentions to buy—completely 
lacking in common courtesy — and 
absolutely unreliable in keeping 
promises they make to us. (Of 
course, our promises to them—are 
never forgiven if we unintention- 
ally forget one.) 

Let’s face it. Kohn didn’t really 
want to buy a car very badly—and 
I’m a darn poor prospect for any 
marketing counsel. The fact re- 
mains, however, that I can sell cars 
(and do) to a lot of nice folks when 
they’re ready to buy one. — Ox 
READER. 






























He Should Know... 


In regard to Walter F. Kohn’s 
article, please be advised that he 
has just moved into first place on 
my “People-we-don’t-care-to-sell-to 
List” and last place on my “People- 
we'd-like-to-know-better List.” 

As a marketing consultant he 
should have been aware that the 
billboard advertisements urging 
him to “Go Get That New Car 
Now” were not factory promoted— 
and neither were they dealer pro- 
moted. They were a promotion of 
the billboard advertising companies 
(gratis) to help a lagging economy 
get rolling again. 

As a marketing consultant he 
should be aware that offering 
“cash” in payment for a car doesn’t 
set him aside as heaven-sent in re- 
gard to the purchase of a new car. 
Dealers have to—and do—get their 
payment in cash either from the 
customer or the financial institution 
to which the contract is sold. 

As a marketing consultant he 
should know that the demonstra- 
tion of sewing machines and vac- 
uum cleaners is usually made “by 
appointment”—and when a pros- 
pect for a new automobile shows 
sufficient, courteous interest he, too, 
will likely get a demonstration, (I 
like to include the wife in this 
part of the sale.) The day of letting 
a stranger “take off” in a $3,500 au- 
tomobile to “try it out” is over (be- 
sides it’s illegal in some states). 

As a marketing consultant he 
should be aware that the current 
push for mandatory seat belts in 
cars is not something the automo- 
bile manufacturers are doing. This 
push is by a national women’s or- 
ganization who are in no way con- 
nected with the building or selling 
of automobiles. 

As a marketing consultant he 
should know pretty well what he 
wants in a new car without having 
to “shop” 17 dealers. Moreover, 
with his background, he, should be 
willing to pay the full asking price 


* * * 


Identifying Autolite 


Your cooperation will be appre- 
ciated in assisting Electric Autolite 
Co. and Ford Motor Co. in their 
efforts to properly identify them- 
selves with the public and trade in 
future news stories and editorials. 

Ford Motor Co. now owns and is 
using the “Autolite” trade name for 
certain of its products. Consequent- 
ly, it is incorrect to use the contrac- 
tion “Autolite” in domestic an- 
nouncements dealing with Electric 
Autolite Co.—Dona.p E. Dosss, pub- 
lic relations, Electric Autolite Co. 


Toledo. 
ak * + 


He’d Post Taxes on Cars 


In view of the many increased 
taxes on the local, state and Fed- 
eral level in addition to the present 
taxes such as excise, etc., we sug- 
gest the following: 

NADA should supply all fran- 
chised dealers holding membership 
an easel-type sign to be placed in 
the showroom indicating the vari- 
ous taxes applied against a new 
car, including an example of a spe- 
cific car indicating the list price of 
the car and the amount of taxes 
applied against it. The dealer 
should be permitted to purchase 
this sign at cost. 

We are confronted with continual 
price reaction from our customers 
and we suggest that a sign of this 
sort should help us explain away 
a good portion of the cost of the 
car.— A. H. Wuson, president, Al 
Wilson, Inc. (Pontiac-Rambler), 
224 S. York Rd., Hatboro, Pa. 
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: limited slip differentials on 
| all our 62 demonstrators. 
3 This year we'll be prepared.” 


@® Fao 


To demonstrate a limited slip differential is to sell it. So, be doubly 
sure you order it on all your ’62 demonstrators. 

A limited slip differential directs power to the rear wheel that has the 
greater traction—helps prevent getting stuck in mud, sand and snow. 

And so many people need it . . . doctors, veterinarians, salesmen, 
housewives, rural mail carriers, police, taxi drivers, utility companies, 
contractors! Some of your customers know about limited slip differen- 
tial, but others don’t. Tell °em, show ’em—and you'll sell ’em. 





ORDER LIMITED SLIP DIFFERENTIALS ON ALL YOUR ’62 DEMONSTRATORS! 


HERE’S HOW TO DEMONSTRATE LIMITED SLIP DIFFERENTIAL... 
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se Stop your right rear wheel on a pile of wet leaves which Use your gravel drive or a grassy strip where you can Dirt really flies when a car with a conventional diffe- In the winter, if you’re where the temperature goes 
Enon place at the curb yourself, then demonstrate run one rear wheel off into soft soil. You can put on a rential starts with one wheel in the mud. You can below freezing, put one rear wheel on a patch of ice or 

al limited slip differential lets you start up smoothly werful demonstration of how easy it is to get going make a mud puddle in your used car lot or in a field— packed down snow and show your customer how 

rs § and with no wheel spin—because the power goes to instantly—with limited slip differential. and show how limited slip differential insures a quick, limited slip differential lets you start up instantly. 

is § the whee! with the traction. clean take-off. 

ay 
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by Joseph M. Callahan 





One-Piece Gas Pedal 
Slowly Making the Grade 


a. one-piece polypropylene gas 
pedal, like the heroes of Hora- 
tio Alger’s novels, has had some 
tough sledding, but it’s probably 
going to make the grade anyway. 
This pedal has several advant- 
ages. Besides being lighter than 
the traditional pedal, it costs less 
than half as much, largely be- 
cause it’s completely made by 
one shot in a plastics molding 
machine. The current pedal is 
usually a two-piece rubber unit 
with a metal hinge joining the 
two parts. 

After being partly developed and, 
subsequently, approved by the ma- 
terials department of Ford Motor 
Co.’s Advanced Study Group, the 
one-piece pedal was turned over to 
the company’s product engineers 
for inclusion in one or more car 
lines. Early last spring it was an- 
nounced as an innovation of the 
1962 Mercury. 

Because of the unusual timing of 
this announcement, some observers 
said the Mercury people were using 
the polypropylene pedal to stomp 
on rumors that Mercury was fading 
from the automotive scene, elimi- 
nating the need for a painful de- 
nial. But that’s neither here nor 
there. 


Suddenly, somebody jumped on 
(Continued on Page 20, Col. 4) 





E auto industry’s use of beryl- 

lium, a relatively costly and 
rare metal, has tripled in the last 
three years and its usage is expect- 
ed to multiply several times more 
in the near future. 

Pure beryllium, which may cost 
up to $150 a pound, is not used 
as yet by the auto makers, but 
beryllium, alloyed with copper, is 
making great inroads, both as a 
part for autos and for factory 
equipment. 

A small amount of beryllium, 
when alloyed with copper, gives the 
copper much greater strength and 
wear resistance, while retaining the 
copper’s original property of good 
electrical conductivity. Beryllium’s 
forte is that it makes copper heat- 
treatable. All the beryllium copper 
used by the auto industry is heat- 
treated or, technically speaking, 
precipitation age hardened. 

The combination of good electri- 
cal conductivity, strength and wear 
resistance makes -beryllium copper 
an ideal metal for small springs 
which also must carry electricity. 

Among the present car applica- 
tions are power-seat contact 
springs, window-regulator springs, 
starter-motor springs (on Fords), 
electrical windshield wiper springs 
(on Fords), distributor break-point 
backing stripes, headlamp and 
dome switches (on Fords) and di- 




























Automation’s Growth Big Factor... 


Use of Beryllium Soars 


By Joseph M. Callahan 

Engineering Editor 
ago front transverse leaf spring, 

after an absence of 14 years on 

new American cars, will reappear 
next year on the domestic scene on 
Ford Motor Co.’s junior-compact 
Cardinal. 

This spring, also called the 
transverse elliptical spring, con- 
sists of a single multileaf assem- 
bly which runs across the front 
of a car, more or less linking up 
the two front wheels. 

Seemingly a new and simple sus- 
pension, the front transverse leaf 
spring has had a long history at 
Ford Motor Co. Henry Ford relied 
on it in his earliest days; all the 
Model Ts and Model As had it, and 
it was continued on practically all 
Ford Motor Co. cars until 1948, 

At that time Ford joined the rest 
of the industry by adopting two 
front coil springs. Front coils have 
become the standard front suspen- 
sion on every United States car 
made since, except for those luck- 
less cars equipped with optional air 
suspension during the late 1950s. 

* * * 
ANY other American cars used 
transverse leaf springs in the 
early days. At least eight current 
European cars are still using them 
in the front. They are the Fiat 600, 




































HERE is the adventure story of 
a Detroit patent licensor, who 
made almost $1 million on a 39-day 
trip around the world this summer 
by selling patents to automotive 
firms in eight countries. 

The licensor is Joseph J. Weyn, 
president of Thornton Products 









rectional-signal switch springs (on 
all cars). 
* * * 

paeritiwx copper is used pri- 

marily in the auto plants for 
the electrodes on resistance welding 
machines, electrodes on portable 
resistance welding guns, molds for 
injection-molded plastic parts, the 
metal rams in aluminum die-cast- 
ing machines and for some of the 
coring in permanent mold-casting 
equipment. 

Copper, when impregnated with 

(Continued on Page 20, Col. 3) 


* * * 


Revived for Cardinal Suspension ... | 


Transverse Leaf Spring Returns 








Beryllium Part— 


The headlamp ‘and domelight switch on 
a 1961 Ford which employs a beryllium 
copper contact spring (part in black box 
with hole in middle) to connect the switch 
box with the rheostat (white, circular part). 
Beryllium copper was chosen for this part 
because it can withstand high tempera- 
tures without losing its spring properties. 





Auto-Union 1000, Fiat-Abarth and 
AC Ace. In addition, the Auto- 
Union, Fiat 500, AC Ace, AC Bristol 
and Lancia Flaminia have them in 
the rear. 

According to Ford suspension en- 
gineers, the front transverse leaf 
spring was discarded in 1948 be- 
cause of the need for a softer ride 
and for independent front suspen- 
sion. 

This spring has always had 
many advantages, but a soft ride 
was not always one of them. As 
the cars got larger and as the 
demands for a soft Fide became 

+ *~ 


A Transverse Leaf Spring— 


more insistent, Ford continued 
to add leaves to its transverse 
spring until there were about a 
dozen leaves in the late 1940s. 

One veteran Ford official said, 
“It was estimated in 1948 that if 
we were to get the ride needed for 
that time, we would have required 
25 to 30 thin leaves in the front 
spring. This was far too costly to 
be practical. 

“The problem in making trans- 
verse leaf springs softer is that 
you’re limited to the space between 
the wheels, With longitudinal leaf 


springs, you merely make them 
* * * 


A drawing showing how a transverse leaf spring operates on a front-wheel-drive 
car. The forthcoming Cardinal will have a suspension similar to this one. Above: The 


Panhard, DAF, Peugeot 403, D-B, | suspension of the Auto Union 1000. 


One Million Dollars in 39 Days 


Co. of Dearborn, which controls 
the patents on the Thornton 
Hydro-Lock locking differential, 
the Rzeppa constant velocity uni- 
versal roller joint and other auto- 
motive devices. 

(An earlier Rzeppa joint, which 
uses a ball joint instead of rollers, 
now is produced by the Con-Vel 
Division of Dana Corp.) 

The details of Weyn’s trip are 
interesting and possibly significant 
because he is just one of scores of 
Americans who are finding a ready 
market in Europe and in the 
Orient for U. S. patents and tech- 
nological knowhow. 

* * ok 

AQORDING to Weyn, the grow- 

ing practice of foreign manu- 
facturers to buy licenses to manu- 
facture U. S.-developed automotive 
components is due to the fact that 
American producers are pricing 
themselves out of the market and 
to the increasing emphasis on mass 
transportation in these countries. 

At the moment, Weyn has com- 
pleted licensing arrangements with 
two Japanese companies for the 
Hydro-Lock and Rzeppa roller 
joint. In a couple of weeks he will 
return to Europe to conclude li- 
censing arrangements in Sweden, 
England, West Germany, France, 
Italy, Russia, Yugoslavia and 
Czechoslovakia. 

Throughout the negotiations, 
the European and Japanese of- 
ficials showed the utmost intelli- 
gence and honesty. Weyn was 
particularly impressed with the 
business-like astuteness and ag- 
gressiveness of the Russians and 
the Japanese. 

A basic question is “Why do 
these foreign companies pay royal- 
ties for the right to manufacture 
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items developed in the U. S., rather 
than merely copying them?” 
* * * 


Courts Back Patents 


= reason is that most coun- 
tries in the world, with the 
exception of Russia and the other 
Soviet countries, honor the patents 
of other countries and the courts 
in these countries vigorously en- 
force any proven infringement of 
these patents. 

The principal requirement is 
that the patent also may be filed 
in these countries within one year 
after it has been filed in the U.S. 

Legal basis for this arrangement 
is the international patent conven- 
tions that have been held in The 
Hague, Paris and London over the 
last half century. 

In contrast, the Soviets do not 
honor the patents of other coun- 
tries, nor will they pay royalties 
for the license to produce an item 
developed by others. 

However, they will pay a lump 
sum to buy the “technology” for a 
certain part and this is often more 

(Continued on Page 22, Col. 3) 


Engineer's 





longer when you have more weight 
or want a better ride.” 
* cg cs 


Improvements Noted 


s the Cardinal transverse leaf 
spring of 1962 is a vast im. 
provement over the one discarded 
in 1948. For one thing, it’s integrat. 
ed with an independent front sug. 
pension system. 

In appearance, it will resemble 
the currently used longitudinal leaf 
spring, except that it will be short. 
er (less than four feet long), have 
more leaves (seven to nine leaves) 
and have thinner leaves. 


A major problem of the trang- 
verse leaf spring is that all the 
deflection or bounce in a wheel] 
must be handled by half the 
spring (from one end to the cen- 
ter). This short “effective arm’ 
has traditionally been compen- 
sated for by using more and 
thinner leaves. 

Unlike conventional leaf springs, 
the Cardinal will not have curled. 
up eyes at its ends. Instead, there 

will be a hole at each end to which 
will be attached a ball joint which 
will hook on to the spring shackle, 

Because these leaves are only 
about two-thirds as thick as nor 
mal spring leaves, there are two 
identical “main plates” in the Car. 
dinal spring. The ends of the leaves 
are tapered and a center bolt fits 
through a hole in each leaf to lo- 
cate and hold the leaves together, 

* * * 


TS transverse leaf spring has 
several advantages, but it’s 
probable that the feature that 
made it most attractive to Ford’s 
engineers is its small space re- 
quirements—of great importance in 
a front-wheel-drive car such as the 
Cardinal which must have its en- 
gine, transmission, differential and 
driving axles all riding on the front 
wheels. Weight saving is also a de- 
sirable feature of this Spring. 

Said one engineer, “With coil 
springs, you have to find a height 
pocket or column to fit them in 
and this becomes increasingly 
difficult when you want a low 
hood line. Also, the coil spring 
requires auxiliary hardware ad- 
jacent to it.” 

The transverse spring also is less 
expensive than other springs. This 
advantage is one that should cer- 
tainly be exploited in a car such as 
the Cardinal because it will be a 
light car and a car with a relatively 
low purchase price, 

Several suspension engineers said 
that the transverse leaf spring on 
the front of a small car need not 
have any inherent disadvantages. 
This means that whether it gives a 
satisfactory ride and satisfactory 

(Continued on Page 36, Col. 1) 


Showcase 


@ Buick, Cadillac, Chrysler, Imperial, Oldsmobile and Pontiac are 
running experimental hydraulic wipers connected to their power 
steering pumps, just as the 1961 Lincoln is using. For cars with 
power steering, this unit offers savings of $1-$3 per car, plus 
greater power, infinitely variable speed and other advantages. 


* * * 


* * * 


Chevrolet’s purchasing department :has sent letters to a num- 


ber of suppliers complaining 


about the premature release of 


information on the single-leaf spring now being installed on 
the new«senior compact being readied for the 1962 model year. 


* * * 


ee 


A 38 percent increase in shipments of galvanized steel to auto- 
mobile, truck and bus manufacturers and their suppliers helped 
establish a record of 218,964 tons in 1960. This was six times the 
tonnage recorded in 1948, It’s estimated that the average com- 
pact uses 100 pounds of this zinc-coated steel. 
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e 
ey to| Detroit, Feb.24—American | 
rust| automobile makers will add |24 

lict-| seat belt attachments as 
standard equipment on 1962 
es| Models,it was announced to- 


be day. 
en.| This will enable buyers to 
A to| attach the safety belts easily 
who and economically. Previously, | 
con-| drilling and other labor costs 
the | 'an the price of seat belts up Ss 
to $20 each. Now, the only | sig 
cost will be the price of the | ca} 
belts themselves. Vo 
ends} Actionbytheindustrycame |alun 
or| after a group of New York !wer 
to} State officials, most of whom | ernf 
bm-| are members of theStateLeg-| T 
ner| islature, conferred with auto 'pora 
pree| executives in Detroit. of 
en- New York State Sen. Ed-|cg9m 
ms| ward J. Speno, leader of the! n 
ined| New York delegation, lauded Ma 
n in| the manufacturers’ move. He 
the| said it would provide car own- 
yuip-| ers with a cheaper and easier 
| way for installing the belts. | ; 
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cor-/891 on Dec. 31. This is an}. 
rted/increase of 71,397,247, or|| 
mper cent, from the total 
Ading at the beginnj 


The seat belt market is booming! And, as the news story above attests, the time to 
stock is now. Take full advantage of this new profit opportunity by selling the seat belt 
that gives you more to sell—easy-to-install seat belts of durable, lightweight Caprolan® 
nylon. The largest selection of styles by famous-name manufacturers. An eye-catching 


_ array of deep-dyed colors to complement all car interiors. And for added salability —the 


Caprolan label—nationally advertised from coast to coast as the symbol of top-quality 


nylon. Be ready! Write for sources... today! 
caprolan 


NYLON FOR THE 60's 
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FIBER MARKETING DEPARTMENT, 261 MADISON AVENUE, NEW YORK 16, N.Y. 









% of one percent to 2 percent 
beryllium, becomes a much more 
dependable metal. This doubles or 
triples the cost of the metal per 
pound, although the cost penalty 
isn’t quite this great because 
beryllium copper makes possiblé 
some miniaturization, 

To a large extent the rise in the 
popularity of beryllium copper in 
the auto industry is due to the in- 
creased use of resistance welding 
which is traceable to the makers’ 
swinging more toward automated 
—- and toward unitized bod- 
es. 

Unitized construction has been a 
particularly strong factor because 
it involves the welding of galvan- 
ized steel and heavier gauge steel 
which require higher current and 
higher pressures to achieve strong 
welds. 

* * * 


Demand Is Growing 
E metal’s boosters say that as 
the auto industry becomes more 
automated, there is more demand 
and more willingness to pay for a 
higher level of reliability and that 
resistance welding (with beryllium 
copper electrodes) provides more 
troublefree service. 

Beryllium Corp., Reading, Pa., 
is working with General Motors, 
Ford and Chrysler Corp, in the 
development of- improved beryl- 
lium copper manufacturing and 
car parts. Budd Co. also is doing 





HERE’S WHAT IT MEANS TO DEALERS 


High Profits are yours with the Toyota Land Cruiser because its extra 
Horse Power and other advanced features bring Hot rospects to your 
showroom. Compare the facts of the Land Cruiser with its competitors: 





































LAND CRUISER JEEP SCOUT extensive research in all forms of 
beryllium welding. 

Horsepower 135 72 93 Dr. Thomas J. Hughel, supervisor 
Engine S-cylinder 4-cylinder  A-cylinder | Metallurgical ‘Engineering, Depart. 
237.3 cu. in. 134.2 cu. in. 152 cu. in. ment at the GAf Research Labore- 

Torque (ft. Ibs.) 217 114 135 tories, has done considerable funda- 
———q—“— mental research on beryllium, al- 
Max. Speed (MPH) 85 75 89 went his primary interest is pos- 

. sible defense applications. 

; ; growth in the last 10 years, with 
Turning Radius (ft.) 17.0 18.0 21.5 total sales mounting from $6.6 mil- 





lion in 1949 to $37 million in 1959. 
The spurt was caused by the United 
States Atomic Energy Commission, 
which first established facilities to 
produce beryllium in volume in 
1951, boosting production from sev- 





Land Cruiser has more pluses that help clinch sales: more rugged chassis, 
responsive transmission (6 forward speeds, 2 reverse), heavier clutch, 
more standard equipment, bigger fuel tank, up-to-28 MPG gas economy, 
7 upholstered seats, hardtop and soft top models. Even with all these 
features, which make the Land Cruiser the best vehicle and the best value 
in the 4-wheel drive field, it’s still competitively priced! That’s why the 
Toyota Land Cruiser gives you an easy and profitable sale. 


Intensive Local Advertising: Toyota supports its dealers by supplying free 
showroom materials; magazine advertising and an intensive localized 
newspaper advertising campaign, all paid for by the factory. 


Get High Profits from the Toyota Land Cruiser—the Hot Package of 
the 4-wheel drive field. 


Call or write: 
TOYOTA MOTOR DISTRIBUTORS, INC. TOYOTA MOTOR DISTRIBUTORS, INC. 
World Trade Center, Rm. 205 


8701 Beverly Bivd. 
San Francisco, California 


Los Angeles 48, Calif. 
TOYOTA MOTOR DISTRIBUTORS TOYOTA MOTOR DISTRIBUTORS 
OF NEW JERSEY, INC. 


OF NEW JERSEY, INC. 
114 North Chester Ave. 


231 Johnson Ave. 
Newark, New Jersey Park Ridge, Illinois 


TOYOTA /LAND CRUISER 
Ta a a a ee ROMA. 
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Coverages vailable 


AUTOMOBILE PHYSICAL DAMAGE 
MOBILE HOME COVERAGES 
CREDIT LIFE, DISABILITY 










2 European Firms 


Licensed to Make 
AMP Bearings 


DETROIT.—To hasten the advent 
of greaseless bearings on cars, 
American Metal Products Co. here 
has licensed two European automo- 
tive suppliers to make its product, 
Frederick C. Matthaei jr., executive 
vice-president, announced. 

Licensed as exclusive manufac- 
turer of Fiberglide bearings for 
auto firms of the Common Market 
is Lemforder Metallwaren GmbH. 

The firm, located near Bremen, is 
the second largest supplier of steer- 
ing linkages in Germany. It makes 
linkages, suspension ball joints and 
other automotive parts for German, 
French, Italian and Swedish cars. 

Building grease-free bearings ex- 
clusively for cars of Great Britain 
and the European Free Trade Mar- 
ket will be Engineering Productions 
(Clevedon), Ltd., near Bristol, Eng- 
land. 

It is one of England’s leading 
manufacturers of steering linkages, 
suspension ball joints and other au- 
tomotive equipment for British 
cars. 

While AMP eyes grease-free sus- 
pension and steering systems for 
European cars, Matthaei said that 
his firm is confident that the bear- 
ings will be offered the American 
motorist in the not too distant 
future. 

AMP began developing the 
greaseless bearing in 1954, The firm 
has successfully built Fiberglide 
bearings for suspension ball joints, 
steering linkage, suspension arm 
AL etetnihe pivot bushings and spring pivot 

os bushings, Matthaei said. 
sie Mite? debe The AMP executive said that in- 
JAckson 2-6277 dividual vehicles equipped with 


RESOLUTE INSURANCE MTN Fiberglide bearings have withstood 


driving tests over various road haz- 
Hartford 3, Connecticut 


























os 


ards covering 115,000 miles. Total 
bearing tests run into millions of 


Resolute Building miles. 
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Automation’s Growth Big Factor... 
Use of Beryllium Soars 


(Continued from Page 18) 





eral hundred pounds a year to 40,- 
000 pounds in 1956. 

Beryllium, because of its high 
atomic density and low weight, is 
ideally suited for certain compon- 
ents in atomic reactors, space cap- 
sules and missiles. 


+ og aa 
oe beryllium, which weighs 

’ about % as much as aluminum 
and about the same as magnesium, 
has the strength of mild steel. It 
also looks like steel. However, cop- 
per with 2 percent beryllium re- 
sembles gold. Copper with % of one 
percent beryllium has a more red- 
dish look, although not as red as 
copper. 

Discovered in 1798 by a French 
chemist, Louis Vauquelin, beryl- 
lium was largely a laboratory 
metal until 1916, when Hugh S. 
Cooper, an American, made the 
first sizable ingot of it. In 1926 
Michael G. Corson discovered the 
hardening effect of beryllium on 
copper. 

At present, only two U. S. com- 
panies, Beryllium Corp, and Brush 
Beryllium Co., Cleveland, process 
beryl ore into beryllium metal prod- 
ucts. Beryllium Corp. is the largest 
producer in the world. 


Wider use of beryllium has been 


Colwell Honored 


CLEVELAND.—Arch T. Colwell 
has been elected a Fellow of the 
Royal Aeronautical Society of Eng- 
land. He recently retired as vice- 
president for engineering, research 
and development, Thompson Ramo 
Wooldridge, Inc. 


Turnings e © ce e > By Joe Callahan 


—.., 


restricted by its cost, the avaij- 
ability of beryl ore, its toxicity ang 
its brittleness or lack of ductility, 
In the 1940s it cost as much ag 
$150 a pound. Substantial price re. 
ductions followed the AEC’s entry 
into the field. It was priced at $71 
in 1959. Later, it sold for $47 a 
pound in large quantities and the 
price is even lower now. It’s been 
proven that beryllium’s price wil] 
come down as volume rises. 
There is sufficient beryl ore now 
available for the existing demands, 
although an explosive demand 
might produce a shortage. Current 
industry capacity of beryllium ig 
about 1.6 million pounds a year, 
while the market only amounts to 
500,000 pounds. st 
* 


Ore Mined in 22 Lands 


Lt ype ore now is mined in 22 
countries. The largest produc- 
ers are Brazil, Mozambique, Argen- 
tina, Belgian Congo, India and 
South Africa, The U. S. produced 
only 463 tons of beryl in 1958, less 
than 8 percent of total consump. 
tion. 

A serious problem with this 
metal is that some people are 
very allergic to beryllium dust— 
a few parts in a million can be 
fatal. Stringent safety measures 
must be taken in plants where 
beryllium is being worked. 

Considerable work now is being 
done to make beryllium less brittle, 
so that it can be permanently 
drawn or hammered thin. However, 
this lack of ductility is no handi- 
cap in many present applications. 

Whenever beryllium becomes suf- 
ficiently cheap, automotive engi- 
neers will be waiting with a mar- 
velous large-volume application — 
brake drums. The light weight and 
high heat conductivity of beryllium 
would solve several existing brake 


problems. 
—JosepH M. CALLAHAN 











(Continued from Page 18) 


the panic button with both feet. A 
couple of one-piece pedals broke 
off at the hinge, despite millions of 
flexing cycles in the laboratories by 
Ford researchers and vendor engi- 


neers. 
* * * 


FTER the usual number of 
frenzied meetings, the poly- 
propylene pedal was cancelled on 


the ’62 Mercury, even though sev- 


eral dozen other one-piece pedals 


had performed very well. 


A few weeks later it was dis- 
covered that the breakage was 
not due to the material, but to 
the molding technique used. To 
get the required flexing life in the 
critical hinge area of the pedal, 
it’s necessary to heat the molten 
polypropylene to a rather high 
temperature so that the plastic 
molecules will be lined up cor- 
rectly. This was not done, ap- 
parently. 

Although this was explained to 


the product engineers, they flatly 


refused to give their approval to 
* * oe 












One-Piece Pedal— 


A view of the back side of a new, one- 
piece plastic gas pedal. The 20 degrees 
of flexing required in this pedal is done 
entirely in the polypropylene plastic. A 
the conventional 


hinge is required on 


pedal. 


















the one-piece pedal until it was 
subjected to another lengthy qual- 
ity-control test program, 

The attitude was, “We think this 
pedal is OK, but we have practical- 
ly nothing to gain and quite a lot 
to lose if we approve it after these 
failures have occurred.” 

So, the pedal was sent back to 
the Advanced Study Group where 
it will be subjected to more millions 
of laboratory flexings. The normal 
life of a gas pedal is estimated at 
something less than a million flex- 
ings. In addition, another batch of 
test vehicles will be fitted with the 
pedal. 


* * * 


Midyear Adoption Seen 


oo is expected to take a couple 
of months and it’s confidently 
expected that the one-piece gas 
pedal will be a midyear change not 
only for the Mercury, but for every 
Ford Motor car except Lincoln and 
Thunderbird. 

Asked if the one-piece pedal 
wasn’t likely to get a permanent 
black eye, one proponent said: 
‘Normally, this would happen, 
but the savings here are too 
much for it to be even ignored 
for a full year. Savings of $500,- 
000 a year are expected.” 

In the meantime, the polypropy- 
lene pedal has been completely 
proved out by Chevrolet and it re- 
portedly will be on all 1962 stand- 
ard Chevrolets. Other auto makers 
are also considering it for midyear 
introduction or for 1963, 

Considerable testing also is being 
done on polypropylene glove boxes 
in which the box, door and hinge 
would be molded in a single piece, 
offering considerable savings. 
Although as many as two million 

opening cycles on these plastic 
glove box doors have been made, 
there is no approval as yet because 
the door has to open at least 90 
degrees, compared with the 20-de- 
gree flexing required for the gas 
pedal. 

Polypropylene also is being con- 
sidered for map boxes on buses. It 
currently is in use as a one-piece 
portable typewriter case (including 
the top), as a one-piece container 
by the packaging industry and as 
a one-piece case for phonograph 
records. 








Heavy-duty beauty... 
Nickel-Chrome Plating Over Steel 


The bumper .on this bus looks brand 
new. But it isn’t. 

It’s a veteran of the recent, record- 
breaking winter in New York City— 
snow, salt, slush, heavy traffic and all. 
The reason it still looks so good is it’s 
made of Nickel-Chrome Plating over 
Steel. 

Steel provides strength to withstand 
severe impact. A thick layer of nickel 
over the steel guards against corrosion, 


and forms a durable base for the final 
thin layer of brilliant chromium. 

The result is an unbeatable combina- 
tion of strength and lasting beauty that 
meets the high standards of today’s 
quality-conscious customers. 

For more information about the per- 
formance of Nickel-Chrome Plating 


over Steel, write for the booklet, 
“Bright Metal Trim On Automobiles 
Evaluated.” A copy is yours for the 
asking. 


THE INTERNATIONAL NICKEL COMPANY, INC. 
f 4 or 
67 Wall Street ANCO, New York 5, N.Y. 


I hnco N ickel makes plating perform better longer 
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attractive to the inventor or patent 
holder. 
ck * * 

A RUSSIAN told Weyn that it’s 

often easier and cheaper to buy 
the technology on a certain com- 
ponent than it is to steal it or 
copy it. Furthermore, there is a 
good deal of information — manu- 
facturing methods, heat-treat proc- 
ess and other facts—that are not 
obtainable by merely copying the 
part. You can copy a lot of things, 
but you can't always make them 
work, he said. 

Another difference in the Rus- 
sian negotiations is that all final 
arrangements are made with the 
College of Science & Industry 
representing the Russian govern- 
ment. 

Said Weyn, “They pay a lump 
sum of cold American cash, and 





Signing a License Agreement— 

Officials of Nissan Motors Co., Japan, and Thornton Products Co., Dearborn, Mich., 
sign an agreement authorizing Nissan, producer of the Datsun car, to make the Hydro- 
Lock locking differential. Seated, from left, are Riichi Maeda, Nissan research director; 
Katsuji Kawamata, Nissan president; Joseph J. Weyn, Thornton president, and Albert 
C. Dames, Thornton vice-president. 


imagi neer t nt g is the bold new look at Screw & Bolt that says 


“infinite design capability.” Imagination, coupled with engineering, 
has led to endless new product design developments in fasteners and 


other threaded parts. Mi Need a new design fastener or 


where standard shelf items just won’t fit? Clip this ad to your letterhead 
and Screw & Bolt’s sales engineers will put imagineering to work for you. 


SCREW AND BOLT CORPORATION 








OF AMERICA - P.0. BOX 1708, PITTSBURGH 30, PA. 
Plants: Pittsburgh, Pa. Gary, Ind. Southington, Conn. Norristown, Pa. e Warehouses: Portland, Ore. Denver, Colo. Atlanta, Ga. 


Imagineering... for greater fastener progress 
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For Manufacturing Rights 


39-Day Trip Brings 
Million-Dollar Sales 


(Continued from Page 18) 


there’s no taxes or anything else 
withheld.” 

Because both of his products 
have possible military value to the 
U. S., Weyn took the precaution 
of clearing with all interested U.S. 
agencies, 


* 
Well Received 


B* THE same token, the Hydro- 
Lock differential and the 
Rzeppa roller joint were considered 
to be extremely valuable in the 
foreign countries. As a conse- 
quence, Weyn was treated with 
considerable deference. 


The first step by Thornton Prod- 
ucts Co. in setting up the license 
agreements was to get clearance 
to make the agreements from the 
U. S. Defense, State and Commerce 
Departments and from the National 


* * 


threaded part 


VMA 9397 






Aeronautics & Space Agency. Spe. 
cial permission was requested for 
dealing with the Russians. 
The next move was to locate 
the finest hydraulic engineer 
available who would understand 
the products and their potentia] 
and who would know whom the 
key people were in each country 
in regard to these products. 
Then Weyn wrote these key peo. 
ple, sending them brochures on 
each device and telling them that 
an agent for Thornton Products 
would soon contact them. 
+ * * 

PAVaRtAseyY, the foreign busj- 

nessmen wanted to contact the 
principals—the inventors or patent 
holders. Weyn then notified hig 
agents in each country and let them 
set up meetings for the period he 
would be in each country. He allo. 
cated three-to-seven days per coun. 
try for the negotiations. 

Commenting that this wasn’t suf. 
ficient time, he said, “If I were to 
do this again, I'd take about six 
months for the whole trip. J] 
wouldn’t schedule those meetingy 
so tightly. Instead, I'd take enough 
time in each country to completely 
close each deal, before moving on 
to the next country. This would 
make this return trip unnecessary,” 

Negotiations with the Russiang 
were handled differently. Weyn 
contacted the Soviet consulate in 
Washington, Subsequently, a 
meeting was arranged for Weyn 
with seven Russian engineers in 
Paris. After a very short meeting, 
a tentative agreement wag 
reached. 

Accompanying Weyn on the trip 
was Albert C. Dames, vice-presgj- 
dent of Thornton Products, They 
hired a patent attorney in each 
country. To hold down weight, they 
took along an aluminum model of 
the Hydro-Lock, a small prototype 
of the Rzeppa joint, detailed draw- 
ings of each product and a com- 
plete description of the manufac. 


turing processes. 
* * * 


Spirited Competition 


Ts receptions were extremely 
e 


ordial, with the peak being 
reached in Japan where 27 men— 
at least one from each major com- 
pany—met them at the airport, 
Some very spirited competition for 
manufacturing rights to Weyn’s 
products soon ensued. 

When the smoke cleared, the 
Hydro-Lock was licensed to Nissan 
Motor Co. of Yokohama, Japan, 
producer of the Datsun. The 
Rzeppa joint was exclusively li- 
censed in Japan to Atsugi Motor 
Parts Co. of Atsuge, Japan, for all 
applications except helicopter and 
VTOL (vertical take-off) aircraft. 

The general procedure in Japan 
and most other countries was to 
grant an exclusive license to one 
company for a rather short, stip- 
ulated time. 

Then, because both of these com- 
ponents were considered to have a 
national value, the governments 
generally required that the patents 
be made available to al] other in- 
terested companies in the country. 
These sublicensees will pay the reg- 
ular royalties to the licensee who 
will forward the royalties to Thorn- 
ton Products. The licensee makes 
a full accounting to Thornton in 


these cases. 
* A + 


AM: of the license agreements 


contain a “technology clause” 
whereby Thornton Products be 
comes the owner of all improve- 
ments in the products made by any 
licensee. Thornton, which also re- 
portedly continues an engineering 
improvement program for all its 
products, then acts as a clearing 
house, making available to all li- 
censees around the world all the 
improvements. This is a free serv- 
ice and it sometimes makes & 
licensing agreement worthwhile 
even after a conventional 17-year 
patent has died. 

For the license and the subse- 
quent improvements, each licen- 
see and sublicensee must pay 
royalties. These vary, depending 
on the firms’ plans and prefer- 
ences. / 
The most common procedure 18 

to. take the license for five years, 
10 years or the life of the patent, 
for which the licensee pays either 
5 percent, 4 percent or 3 percent, 
respectively, of the licensee’s selling 
price for the product. If there 1s 
sufficient volume, royalties are 
sometimes set at 2% percent. 


On some occasions, a unit price 
(Continued on Page 26, Col. 3) 
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To get the full story on 
Hardware Mutuals 
“best deal for the dealer” 
call the office nearest you: 
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Geo. G. Poole, Inc., Arlington Heights, lil. Ford dealer, tells Lloyd Schaffhausen, Hardware 





so well that they now gef all of my business and personal insurance,” says Mr. Poole. 


Hardware Mutuals Dealer Plan 
boosts leased fleet profits 


Now you can lease autos with maximum cost-profit 
control, and minimum risk. Hardware Mutuals new 
leased auto insurance program helps you eliminate 
guesswork from fleet operations. Meet any competi- 
tion with confidence in your profits. 


Competitive Rates, Fast Service 


Many auto dealers have changed their leased fleet 
insurance from other companies. They say, “Hardware 
Mutuals have the best deal for the dealer.” Here’s why: 


® Our rates are very favorable. Your premium is based 
on your own experience. 


@ Where permitted, we make blanket filings with state 
and local authorities covering your liability insurance 
requirements; makes “next day”’ delivery easy. 


® We rate each driver by residence and occupation; 
pass savings on to you. 


Hardware Mutuals ° Sentry Life 


e Our selective underwriting helps you choose good 
risks, gain maximum resale values. 


@ We give leased car drivers fast, fair claims service in 
every county of every state. Our teletype network 
speeds out-of-state claims handling. 


@ You deal directly with nearest Hardware Mutuals- 
Sentry Life representative. Nearest branch office makes 
underwriting, claims decisions. You get monthly state- 
ments, pay monthly. 


@ You get rate books, issue certificates and travel kits. 
Any typist can handle simple forms. 


Your customers, banks and finance companies know 
and approve Hardware Mutuals policies. Get cost- 
profit control in your own leased fleet operation. Phone 
the Hardware Mutuals-Sentry Life representative in 
our nearest branch, today. Planning insurance to help 
guarantee your business survival is his full-time job. 


INSURANCE: AUTO * HOME « BUSINESS * HEALTH « LIFE 
STEVENS POINT, WISCONSIN * OFFICES COAST TO COAST 
HARDWARE MUTUAL CASUALTY COMPANY + HARDWARE DEALERS MUTUAL FIRE INSURANCE COMPANY « SENTRY LiFE INSURANCE COMPANY 


. 
. 
* 
. 
7 
* 
- 
* 
* 
* 
- 
” 
. 
. 
o 
. 
> 
. 
. 
~ 
. 
. 
o 
* 
. 
* 
. 
* 
. 
7 
° 
* 
. 
* 
7 
. 
. 
. 
* 
. 
. 
o 
. 
© 
. 
© 
. 
. 
. 
e 
* 
oe 
. 
7 
. 
. 
. 
* 
- 
° 
° 
° 
. 
- 
. 
. 
. 
* 
e 
. 
+ 
+ 
« 
* 
. 
. 
. 
. 
. 
. 
. 
7 
* 
- 
7 
* 
. 
. 
. 
© 
. 
. 
. 
> 
* 
. 
. 
+ 
* 
. 
* 
° 
” 
. 
© 
* 
. 
. 
- 
° 
+ 
. 
+. 
. 
w 
- 
2 
. 
° 
. 
. 
. 
+ 
° 
. 
. 
. 
. 
© 
° 
* 
+ 
. 
« 
a 
. 
© 
+ 
* 
. 
* 
. 
a“ 
7 
. 
. 
. 
. 
. 
© 
. 
. 
. 
~ 
+ 
. 
* 
+ 
e 
o 






Appleton, Wis. 
REgent 4-2668 
Atlanta, Ga. 
TRinity 5-4711 
Boston, Mass. 
HUbbard 2-1360 
Brockton, Mass. 
JUniper 6-0102 
Buffalo, N. Y. 
TL 2-7229 
Chicago, Ill. 
FRanklin 2-7230 
Cincinnati, Ohio 
GArfield 1-4722 
Cleveland, Ohio 
TOwer 1-2161 
Dallas, Texas 
MElrose 1-1600 
Detroit, Mich 
BRoadway 3-8450 
Fitchburg, Mass. 
Diamond 5-5016 


Glendale 6-9633 
Houston, Texas 
JAckson 8-0541 

Indianapolis, Ind. 
MElrose 5-7538 

Kansas City, Mo. 
SKyline 1-1300 

Los Angeles, Calif. 

MAdison 5-577 1 
Madison, Wis. 
Alpine 6-9026 
Malden, Mass. 

DAvenport 4-9101 
Milwaukee, Wis. 
Division 2-9090 


Grand Rapids, Mich. 


FEderal 2-8231 
Newark, N. J. 
Mitchell 2-8383 


New Orleans, La. 
UNiversity 6-3653 
New York, N. Y. 


PEnnsylvania 6-6343 


CEntral 5-5345 


: “ee % Omaha, Nebr. 

34 1-3136 
"Realistic rating, simplified operation and customer acceptance helped sell me on Mutuals leased fleet specialist. Mr. Poole bought his first Hardware Mutuals policy when Philadelphia, Pa. 

Hardware Mutuals leased fleet insurance program,” George Poole (right), president, he opened up his Ford agency in 1940. “I like Hardware Mutuals way of doing business WaAilnut 5-0130 


Pittsburgh, Pa. 

GRant 1-5441 
Portland, Ore. 
CApital 6-6291 
Providence, R. I. 

UNion 1-2929 
Richmond, Va. 
ATlantic 8-2878 


Rochester, N. Y. 
LOcust 2-3599 


St. Louis, Mo. 
PArkview 6-2750 
St. Paul, Minn.” 
CApitol 4-3818 


San Diego, Calif. 
BElmont 4-3366 


YUkon 2-0180 


WOodland 5-5271 
Seattle, Wash. 
MAin 3-8800 
Springfield, lil. 
LAkeside 8-2543 
Springfield, Mass. 
REpublic 3-7855 


Oklahoma City, Okla. 


San Francisco, Calif. 


Santa Barbara, Calif. 


Stevens Point, Wis. 


Diamond 4-2345 
Syracuse, N. Y. 
HArrison 2-2201 
Tampa, Fia. 
2-4741 
Washington, D. C. 
EXecutive 3-2812 
Worcester, Mass. 
Pleasant 6-4623 


in other areas, look for 


Hardware Mutuals 


Looks out 
for you 


in the yeliow pages. 
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Deep-dish steering wheel is a sturdy, impact- 
absorbing wheel that bends under pressure; 
reduces chest injuries by protecting the driver 
from the steering post. 


Safety door latches = interlocking device 
that holds door and pillar more securely together. 
Tests show they hold doors closed under three 
times as much impact as conventional latches. 
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Seat belts, a safety feature pioneered by Ford 
Motor Company, reduce the chance of fatalities 
and injuries. They also minimize fatigue and 
improve posture. 


ae 


Lifeguard body frame and unitized bodies 
used in our Falcon, Thunderbird and Lincoln 
Continental flare out to form a “Safety Zone” 
around passengers. 


Laminated safety glass in windshields and tempered solid safety 
glass in side and rear windows provide all-around protection for 
driver and passengers. Ford Motor ae. makes its own glass; 


controls production and processing for the 








nefit of its customers. 











plus in Ford Motor Company Cars 


Literally millions of Americans today are driving cars and 
trucks that are safer and more reliable—thanks to the 
many safety-first features in the Ford Family of Fine Cars. 


Safety-first design is the result of years of effort by Ford 
Motor Company to provide more safeguards for the car 
owner. It is design characterized by deliberate efforts to 
make every part of our vehicles stronger and more 
durable. It is design that considers not only ways of pre- 
yenting accidents but also more effective means of reduc- 
ing injury when mishaps occur. 


Many Ford Motor Company safety-first features are built 
right into our products, For example: Lifeguard frame 
construction, safety steering wheel design, safety door 
latches, and for 1962, front seat belt attaching equipment. 
Other features available as optional equipment include 


e : 
seat belts, safety-padded dash and sun visors, speed 
warning devices, etc. 


All these safety-first features add up to a big plus in Ford 
Motor Company cars—a plus that can mean extra sales 
and profits for your dealership. Another reason why it’s 
great to be a dealer in the Ford Family of Fine Cars. 


Ford Motor Company Award-Winning Safety 
Films Available to Dealers 


Ford Motor Company dealers can create goodwill and help 
promote safety on our highways by using the Company’s 
award-winning motion pictures on driver education. 
Recognized by the National Safety Council for their 
excellence, the three new 16-mm. films are available from 
Ford film libraries in Dearborn, New York City and 
Oakland, California. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY Ford «+ Falcon + Thunderbird * Comet «+ Mercury 


Lincoln Continental « English Ford Line 


Ford Trucks « Industrial Engines *« Farm and Industrial Tractors 


and Equipment «+ Special Military Vehicles * Aeronutronic—Products for the Space Age «+ The American Road 


Insurance Company « Ford Motor Credit Company 


MOTOR COMPANY 
THE AMERICAN ROAD, DEARBORN, MICHIGAN 
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the May total but little changed 
Sales by D ealer Ss from the total for June, 1960, 


A Million Dollars 









. June sales of tire, battery and ac- 
Tr ail 1960 r ace cessory dealers were $245 million, a I 39 D T . 
gain of 11 percent from May and an n ay rip 
By 3 Percent increase of 2 percent from June of 
last year. 


Industrialist Sells 
Licenses Abroad 


(Continued from Page 22) 


WASHINGTON. — New-car deal- Service-station volume in June 
ers’ sales in June amounted to| reached $1,573 million, up 3 percent 
$2,780 million, little changed from| over the totals for May and June 
the May total but 8 percent under| of last year. 
the figure for June of last year, the Sales of automotive wholesalers 
Commerce Department reported. in June totalled $694 million, up 3 

Total retail sales in June were| percent from May but off 3 percent 
$18,978 million, up 2 percent from | from June of last year. 


of 10-25 cents per copy is agreed 

on. Most U.S. auto makers prefer 

to pay an annual fee for a license. 
ok * ok 


Minimum Payment 


T° MAKE sure that the licensee 
doesn’t put the product on the 
shelf or to prevent a licensee from 
buying a license just to keep the 
product off the market, there ~is 
usually a guaranteed annual mini- 
mum payment clause in each 
agreement. 

Although all such cash payments 
to outsiders must be approved by 
each government’s minister of fi- 
nance, Weyn had no trouble in 
promptly collecting all money due 
him in American currency. 

Weyn said he always insisted 
in taking quite a bit of his pay- 
: ment in stock of the licensees’ 

a companies because (1) ie stock 

~~ is usually easily negotiable in 

What do they New York, because (2) the stock 
P usually rises in value after the 
a ave in common rg licensing is arranged and because 

(3) he likes to set up a close 
relationship with his licensees, 

He commented, “The stock of 
one of our licensees went up 20 
percent in 13 days after we com- 
pleted a licensing agreement. Even 
if they don’t pay us in stock, we 
take the cash and invest it in the 
company’s stock.” 

ok * + 

_— these royalties, Thornton 

gives the licensee detailed 
prints of the product, the exact 
type of machine that must be used 
for each production step, a de- 
tailed explanation of each produc- 
tion step, a set of production sched- 
ules and anything else they may 
require. 

‘To conclude a license arrange- 
ment, it’s necessary for the Ameri- 
can licensor to get certification of 
his signature from the local U. S. 
consulate, to get an official govern- 
ment seal on each document and to 
get an export license for each prod- 
uct. 

But the royalties aren’t 100 
percent profit. The license agree- 
ments must be policed. Every 
agreement authorizes Thornton 
to completely audit the books of 
the licensee or his sublicensee to 
determine exactly how many 
copies of each product have been 
made. The company employs an 
international auditing firm to do 
this job. 

Also, as part of the service to the 
licensee, the licensor must follow 
up and prosecute all “John Does” 
who are found to be illegally copy- 


‘ 


the uncommon 
motor oil! 


















Motorists who care for their cars . . . and serv- ing any of its products. 
; h f hei Weyn said, “There are a lot of 
icemen who care for their customers . . . agree pitfalls in this licensing business. 


But we’ve sold every license avail- 
able. Our travel expenses only came 
to $4,700 and we will make a profit 
of close to $1 million.” 
—JosePpH M. CALLAHAN 

(This is the first of two articles 
on Weyn’s experiences overseas. 
Next week he will compare Euro- 
pean and Asian auto officials 
with their American counter- 
parts.) 


that WoLF’s HEap Oil is truly the finest of the 
fine. There’s a reason—WoLF’s HEap is 100% 
Pure Pennsyivania, Tri-Ex refined three im- 
portant extra steps and scientifically fortified for 
the. finest engine protection. The result is un- 
common lubrication . . . uncommonly low op- 
erating and upkeep costs . . . truly uncommon 
quality. That’s why many motorists who care 
for their cars insist on WOLF’s HEAD. Keep your 
customers coming back with WoLF’s HEAD... 
the motor oil that commands uncommon cus- 
tomer loyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 
OiL CITY, PA. 


NSU PRINZ 
NSU SPORT PRINZ 


IS HERE TO STAY 





Triumph Agrees 
To Halt Gas Claim 


WASHINGTON. — The Federal 
Trade Commission has announced 
that Standard-Triumph Motor Co., 


practices considered illegal by the 
FTC. However, the agreement does 
not constitute an admission of vio- 
lation by the firm, the agency said. 





ard-Triumph agreed to stop claim- 
ing that the Triumph Herald auto 





lon of gasoline at speeds of 70 or 






The company also must not rep- 
resent the gasoline mileage of any 
Triumph auto in a manner “not in 
accordance with the facts,” the 
spokesman said. 





U. S. IMPORTER 
TRANSCONTINENTAL MOTORS, INC. 
230 Park Avenue 

New York 17, N. Y. 


SPARE PARTS CENTER: 









The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION, Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 






LUDWIG MOTOR CORP. 
421 East 91st Street 
New York 28, N. Y. 








An FTC spokesman said Stand-| Company: 


will deliver up to 40 miles per gal-| Address: 


Benmatt license frames and name 
plates are constant reminders 
for your sales and service 
customers and prospects. 
Working continuously to build 
traffic for your dealership. 
Use Benmatt dealer identification 
items for increased sales! 


BENMATT 


ORGANIZATION, INC. 


1259 ASHLAND AVENUE, CHICAGO 272, ILLINOIS 
Los Angeles 23, California ® Philadelphia 45, Pa. 




















FOR ANYTHING AUTOMOTIVE 
FROM MANPOWER TO MANIFOLDS — 
FROM PARTS TO PARTNERS — 

FROM CARS TO CAREERS — 


AUTOMOTIVE NEWS CLASSIFIED SECTION 
IS THE MARKET PLACE OF THE AUTO INDUSTRY 





CLASSIFIED RATES: 22c per word for each insertion. Minimum 15 words. 
Position Wanted: 11c per word. Add $1 per insertion for use of box num- 
ber. Contract rates available on request. 


DISPLAY CLASSIFIED RATES: $12.30 per column inch for each insertion, 
Minimum one inch—maximum ten inches. Contract rates available on 
request. 


Closing Deadline: Six days in advance of publication date. Advance pay- 
ment required. 


Use this space for your classified advertising message. Indicate size 
desired if display. 




















Inc., has agreed to discontinue | Number of Insertions:________—=—s Amount Enclosed $s 








80 miles per hour. Clip and Mail This Form To: 


WANT AD DEPARTMENT 


Automatiue News 


965 East Jefferson Avenue, Detroit 7, Michigan 








a 


wsee 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


59 760 59 


59 =°60 
Sept. Oct. 


Aug. 


Prices of ’61s added and ’53s dropped in November, 1960. Prices of '60s and '52s dropped in December, 1959. 
Figures alongside bars represent dollars, 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. sys «© 
FARGO, N. D. 


Tri-State Auto Auction. Sale every Thurs- 
day. Prices are for sale of August 17. Good 
on clean, sharp units, very good. Sold 138 
cars from 194 consignments, 

BUICK—’ 60 LeSabre 4-dr., $2,030* (ps), 
$1,860*; Invicta 4-dr., $1,845*. 

59 Electra 4-dr., $1,605* (ps); LeSabre 
4-dr., $1,475*, $1,470* (ps), $1,530*. 

57 RM 4-dr., $885* (ps). 

54 Special 2-dr. Riviera, $135*. 
ILLAC—’59 (60) Special 4-dr. hardtop, 
$3,230* (ps); (62) 2-dr. hardtop, $2,- 
g80* (ps); de Ville 4-dr. hardtop, $2,- 
860* (ps). 

VROLET—’ 61 Impala (8) sport coupe, 
$2,460* (ps); 4-dr., $2,280* (ps), $2,- 
250* (ps), $2,085* (ps); Bel Air (8) 
4-dr., $2,150*, $1,805; Corvair Monza 
2-dr., 2 at $1,945; Biscayne (6) 4-dr., 


1,830, 

00 Corvette (8) 2-dr., $2,670; Impala (8) 
sport coupe, $2,150* (ps), $2,075* (ps); 
Bel Air (8) 2-dr., $1,975; 4-dr., $1,- 
650* (ps), $1,625* (ps); Kingswood (8) 
4-dr., $1,875; Corvair (6) 4-dr., $1,- 
210*. 

59 Impala (8) 2-dr., $1,510* (ps); 4-dr., 
$1,405*; Impala (6) 4-dr., $1,100; 
Parkwood (8) 4-dr., $1,135; Biscayne 
(8) 2-dr., $1,030. 

58 Bel Air (8) 4-dr., $920*; Delray (8) 
4-dr., $635. 

‘57 Bel Air (8) 4-dr., $880*, $810*; Two- 
ten (8) 4-dr., $800, $710; station wag- 


on 4-dr., $705*, $660*; Two-ten (6) 
4-dr., $675. . 
56 Two-ten (6) 4-dr., $495*; 2-dr., 
$370*. 

‘55 Bel Air (8) 4-dr., $375; Two-ten (8) 
2-dr., $305; Two-ten (6) 2-dr., $260, 
$245. 


DODGE—’61 Lancer (6) 4-dr., $1,725*. 
60 Pioneer (8) 2-dr., $1,585, $1,455. 
FORD—’61 Galaxie (8) 4-dr. Victoria, $2,- 
185*; 4-dr., $2,100* (ps); Falcon (6) 

4-dr., $1,675*. 

60 Galaxie (8) Starliner, $1,650*; 4-dr., 
$1,525; Fairlane 500 (8) 4-dr., $1,550* 
(ps), $1,510* (ps), $1,500* (ps), 2 at 

$1,475* (ps); Falcon (6) 2-dr., $1,- 
155. 

59 Galaxie (8) 4-dr., $1,430* (ps); 
Fairlane 500 (8) 4-dr., $995, $850*; 
Fairlane (6) 4-dr., $955*. 

‘58 Country Sedan (8) 4-dr., $845* (ps); 
Custom 300 (6) 4-dr., $700; Custom 
300 (8) 2-dr., $570; Fairlane (8) 4-dr., 
$650**. 

‘57 Country Sedan (8) 4-dr., $765* (ps), 
$685* (ps), $550*; Custom (8) 4-dr., 
645*, $500*; 2-dr., $430, $340*; Cus- 
tom 300 (8) 4-dr., $605*, $530*; Fair- 
lane (8) 4-dr., $565* (ps), 

‘56 Country Squire (8) 4-dr., $550*; Cus- 
tom (8) 4-dr., $425, $380, $345*; Cus- 
tom (6) 2-dr., $290. 

‘655 Custom (8) 2-dr., $200; 

(8) 4-dr., $145*. 

"34 Custom (8) 2-dr., $175, $120; Crest 
(8) 4-dr., $155. 

‘53 Custom (8) 4-dr., $120. 

LINCOLN—’58 Continental Mark III 4-dr., 
$1,415* (ps), 

"53 Capri 4-dr., $100. 

MERCURY—’58 Park Lane 4-dr. hardtop, 
$900* (ps). 

’57 Monterey 4-dr, hardtop, $595*. 

OLDSMOBILE—’60 (98) 4-dr., $2,350* (ps). 

"59 (88) Super 4-dr., $1,595* (ps). 

58 (88) Super 4-dr., $1,045* (ps). 

BT (98) 4-dr, Holiday $795; 4-dr., $725*; 
(88) Super 4-dr., $790* (ps), $575* 


(ps). 
56 (88) 4-dr, Holiday, $550*; 2-dr. Holi- 
day, $475*, $340*. 
PLYMOUTH—'60 Belvedere (8) 4-dr., $1,- 
095*, $1,030*, 
59 Savoy 8) 4-dr., $865. 
"58 Savoy (8) 2-dr., $450. 
'57 Belvedere (8) 4-dr., $720%; Savoy (6) 
2-dr., $450. 


Fairlane 


PONTIAC—’61 Tempest (4) 4-dr., $1,660. 


‘59 Catalina Safari 4-dr., $1,950* (ps), 
$1,900* (ps), $1,645* (ps); 4-dr., 
$1,565* (ps), $1,490* (ps). 


55 Chieftain 2-dr., $425. 
RAMBLER—’59 Super (6) Cross Country 
4-dr., $980. 
STUDEBAKER—’59 Lark (6) 4-dr., $865. 
58 President (8) 4-dr., $565. 
ST Scotsman (6) 2-dr., $230. 
55 Champion (6) 4-dr., $160. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Tues- 
day, Prices are for sale of Aug. 15, Good 
Sale. Demand strong. Prices firm. Cleaner 
Offerings being snapped up eagerly, Sold 

cars from 263 consignments. 
BUICK—'59 LeSabre 4-dr. hardtop, $1,600* 
(ps); 2-dr. hardtop, $1,570* (ps). 


"59 °60 
Nov. 


"60 61 
Jan. 


"59 =°60 
Dec. 





58 Century 4-dr. Riviera, $950* (ps); 
Special 4-dr. Riviera, $790* (ps); 4-dr., 
$610* (ps); 2-dr. Riviera, $785*, $725*. 

’57 Special 2-dr. Riviera, $690* (ps); 2- 
dr., $280*; Century 4-dr., $630*. 

’56 Special conv., $385* (ps). 

’55 Special 2-dr. Riviera, $285*, $170* 
(ps), $160* (ps), $100*; Super 2-dr. 
Riviera, $145* (ps). 

CADILLAC—’60 (62) conv., $3,400* (ps). 

’59 (62) conv., $2,875* (ps). 

’58 (62) 4-dr. hardtop, $1,925* 
4-dr., $1,925* (ps). 

"57 (62) 2-dr. hardtop, $1,050* (ps). 

’56 (62) 2-dr. hardtop, $950* (ps). 

’55 (62) conv., $550* (ps); (75) 4-dr., 
$435* (ps). 

$2,- 
(ps) ; 


(ps) ; 


CHEVROLET—’60 Impala (8) conv., 
005* (ps); sport coupe, $1,875* 


"60 


’55 Windsor 2-dr. hardtop, $100* (ps). 


’54 Windsor 4-dr., $220* (ps). 
DeSOTO—’58 Firesweep 4-dr., $570* (ps). 
’57 Fireflite conv., $550* (ps); 2-dr., 
$430* (ps). 
DODGE—’59 Coronet (8) 4-dr., $1,170* 
(ps); 4-dr. hardtop, $900* (ps). 
’57 Coronet (8) 4-dr. hardtop, $500* 


(ps). 
FORD—’61 Galaxie (8) 4-dr., $2,175* 


(ps). 

’60 Thunderbird (8) 2-dr, hardtop, $2,- 
505* (ps); Galaxie (8) conv., $1,620* 
(ps); Fairlane 500 (8) 4-dr., $1,385*; 
Country Sedan (8) 4-dr., $1,370*; Fair- 
lane (8) 4-dr., $1,230, $1,170. 

’59 Fairlane 500 (8) Skyliner, $1,460* 
(ps); conv., $1,210* (ps); Galaxie (8) 


conv., $1,430*; 2-dr., $1,310*; Fair- 
lane (6) 2-dr., $930. 

‘58 Fairlane (8) 4-dr., $950*; Fairlane 
(6) 2-dr., $660. 

57 Country Sedan (8) 4-dr., $625*, 


$575; Fairlane (8) conv., $550* (ps), 
$520* (ps); 2-dr. Victoria, $480*, 
$350*; Custom (8) 2-dr., $325; Custom 
300 (8) 2-dr, Victoria, $250*. 

’56 Custom (8) 4-dr., $435*, $435* (ps); 


Fairlane (8) 2-dr. Victoria, $435* 
(ps); 4-dr., $300*, $200*. 

'55 Fairlane (8) 4-dr., $515* (ps), $280* 
(ps), $235*; 2-dr. Victoria, $280* 
(ps), $235*; Custom (8) 4-dr., $465* 


(ps); Country Sedan (8) 4-dr., $165*. 
’54 Crest (8) conv., $145*. 
me ’53 Custom (8) conv., $100*. 
: ~ = LINCOLN — ’58 Premiere 4-dr, 
» » > » 61 60 «7°61 760 «61 "60 «61 "60 -’61 ; $1,380* (ps), $1,370* (ps). 
a" eg y May June July Aug. 57 Premiere conv., $1,070* (ps), $725* 


(ps). 
to Bote 56 Capri 2-dr. hardtop, $535* (ps). 


MERCURY—’61 Meteor 2-dr. hardtop, $2,- 
245* (ps). 
*60 Monterey conv., $1,730* (ps); Comet 
(6) station wagon 2-dr., $1,425*. 


hardtop, 


@ 1961, by Automotive News 


Bel Air (8) 4-dr., $1,565*, $1,540*, ’57 Bel Air (8) 4-dr. hardtop, $775* 58 Park Lane conv., $670* (ps); Mon- 

$1,490*, $1,470*, $1,455*, $1,435*, $1,- (ps); 4-dr., $570* (ps); conv., $760*; terey 4-dr. hardtop, $450* (ps). 

400; Parkwood (8) 4-dr., $1,505*; 2-dr. hardtop, $700; One-fifty (6) 4- ’57 Montclair 4-dr. hardtop, $470* (ps); 

Brookwood (8) 4-dr., $1,425; Corvair dr., $370*, $325. 2-dr. hardtop, $440* (ps). 

500 (6) 2-dr., $1,000. "56 Two-ten (6) station wagon 4-dr., ’56 Medalist 4-dr., $310*; Montclair 2-dr. 
*59 Impala (8) conv., $1,645* (ps); $625*; Bel Air (8) 2-dr. hardtop, hardtop, $275* (ps); 4-dr, hardtop, 

sport coupe, $1,430*; Bel Air (8) 4- $535*; 2-dr., $515*; 4-dr., $360*, $190* (ps). 

dr., $1,260*, $1,145*, $1,130* (ps), $1,- $195*; One-fifty (6) 2-dr., $410, $290*; ’55 Monterey 4-dr., $345* (ps); conv., 

105*, $1,090*; Bel Air (6) 4-dr., $1,- 4-dr., $200. $285*, $250*; 2-dr. hardtop, $250*. 


OLDSMOBILE—’59 (88) 2-dr. Holiday, $1,- 


125*; $1,110, $1,060, $1,015, $980, $960; 
595* (ps), $1,325* (ps). 


2-dr., $1,090, $1,040*, $990; Parkwood 


’55 Two-ten (8) 4-dr., $515* (ps), $420*; 
Bel Air (8) 2-dr., $285*. 


(6) 4-dr., $1,205* (ps), $1,200* (ps), ’53 Bel Air 4-dr., $100*; 2-dr., $100. ’58 (98) 2-dr. Holiday, $1,190* (ps). 
$1,145* (ps); Brookwood (6) 4-dr., $1,- | CHRYSLER — ’58 Windsor 4-dr., $895* ’57 (88) Super 4-dr. Holiday, $630°* 
190* (ps), $1,125*. (ps), $870* (ps); 4-dr. hardtop, $705* (ps); (98) 4-dr., $485* (ps). 


’58 Impala (8) conv., $1,085* (ps); Bel (ps). ’56 (98) 4-dr. Holiday, $450* (ps); 4-dr., 


Air (8) sport sedan, $960* (ps), $850* 57 Windsor 4-dr. hardtop, $705* (ps), $300* (ps). 

(ps); Brookwood (8) 4-dr., $900; Bis- $685* (ps); Saratoga 4-dr, hardtop, | PACKARD—’55 Clipper 2-dr., $140* (ps), 
cayne (8) 4-dr., $895*; Biscayne (6) $785* (ps). $130* (ps). 

4-dr., $765*. ’56 Windsor 2-dr. hardtop, $505* (ps). (Continued on Page 28, Col. 1) 





ALABAMA 








JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU |-782/ 

SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 


Dealers Auto Exchange in our [5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, inc. 
Warehouse Point, Conn. 








FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 








MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947 





North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 





MICHIGAN NEW YORK 


Aptco 
DETROIT'S 


Oldest, Largest and Very Best 
Wednesday at Noon 


Vice 


19241 Dix—Toledo Highway—Route 25 
Just / mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Aptco 


NEW JERSEY 


N-A-D-E 
Pe 
OVER 


600 CARS|... 


EVERY WEEK LANES 


a: 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 





Aute 
Albany 5, N. Y. 


a Monday — II O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 








LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 





NORTH CAROLINA 
RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 








For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 





OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


PENNSYLVANIA 


aC Sr TN 


AT THE MANHEIM AUTO AUCTION 


ia a 
ey 


LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 











NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 
Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


18-ft. Seafair Sedan Cabin 
Cruiser by GLASSPAR 


% THOUSANDS OF DOLLARS IN CASH PRIZES 
% TONS OF FREE CHICKEN BARBEQUE 


Bring the whole family to the Manheim Auto Auction 16th Anniversary Sale 


MANHEIM AUTO AUCTION, INC. 
ROUTE 72 * MANHEIM, PA. « MOhawk 5-2401 


EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 
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PLYMOUTH—’60 Valiant (6) V-200 4-dr., 
$1,450* (ps), $1,375*. 
’59 Belvedere (8) 4-dr., $1,030*; 2-dr., 
$940*; Fury (8) 4-dr. hardtop, $810*; 


Savoy (8) 4-dr., $465* (ps). 
’58 Suburban (8) 4-dr., $560*. 
’57 Belvedere (8) 4-dr., $525*; 2-dr. 


hardtop, $210*; Suburban (8) Custom 
4-dr., $460*. 
’56 Belvedere 
hardtop, $495*; 

(8) Custom 4-dr., $160*. 

’55 Belvedere (8) conv., $145. 
PONTIAC — ’60 Catalina conv., $2,130* 
(ps), $2,050* (ps); 4-dr., $1,560*. 

’59 Bonneville 4-dr. Vista, $1,880* (ps); 


(8) 4-dr., $495*; 4-dr. 
2-dr., $110*; Suburban 


sport coupe, $1,865* (ps); Catalina 
conv., $1,600* (ps). 
’58 Chieftain Safari 4-dr., $825* (ps); 


4-dr. Catalina, $840*. 
’56 Chieftain 4-dr., $360*. 
’55 Star Chief 4-dr., $480*; Chieftain 4- 
dr., $425*. 
RAMBLER—’59 Super (6) 4-dr., $910*. 
’58 Super (6) 4-dr., $1,105*; American 
(6) Custom station wagon 4-dr., $875*. 
’56 Super (6) Cross Country 4-dr., $400*. 
MISCELLANEOUS—’59 Chevrolet (6) 1- 
ton stake, $860. 
'5b2 Dodge (6) %-ton pickup, $105. 


ALBANY 


Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Aug. 14. 
We flashed through the small consignment 
of cars here today in less than no time. 


Prices kept up there; Car quality much 
better than usual. Sold 104 cars from 128 
consignments. 

BUICK—’57 RM 4-dr. Riviera $670* (ps); 
Super 4-dr., $550* (ps); Special 4-dr. 
Riviera, $520*. 

’56 Special 4-dr. Riviera, $290*. 

'54 Century 4-dr., $160*. 

CADILLAC—’57 (62) Coupe de Ville, $1,- 
350* (ps); 2-dr. hardtop, $1,090* (ps). 

’56 (60) Special 4-dr. hardtop, $700*. 

CHEVROLET—’61 Impala (8) conv., $2,- 
525* (ps); 2-dr., $2,390* (ps); Bel 
Air (6) .4-dr., $2,345*. 

60 Bel Air (6) 4-dr., $1,575*; 
(8) 4-dr., $1,420. 

’59 Parkwood (8) 4-dr., $1,325* (ps); 
Biscayne (6) 2-dr., $1,300, $1,170*; 
Biscayne (8) 4-dr., $1,060*; Brookwood 
(6) 4-dr., $1,290*, $1,250* (ps); Bel 
Air (8) 2-dr., $1,200*; 4-dr., $1,175", 
$1,150*; Bel Air (6) 4-dr., $1,025. 

’58 Impala (8) sport coupe, $1,200* (ps); 
conv., $1,170* (ps); Bel Air (8) sport 
coupe, $1,100*; 4-dr., $925*; Biscayne 
(8) 4-dr., $1,020*, $860; Biscayne (6) 
4-dr., $1,000; 2-dr., $950*. 

’57 Bel Air (8) sport coupe, $975*; Two- 
ten (6) station wagon 4-dr., $950*, 
$700; 4-dr., $480*; Two-ten (8) station 
wagon 4-dr., $560*. 

’56 Two-ten (8) station wagon 4-dr., 
$550*; 4-dr., $400*; sport coupe, $370; 
Two-ten (6) sport coupe, $535*; 4-dr., 
$500; 2-dr., $400, $300*, $290; Bel Air 
(8) 4-dr., $530*, $505*; Bel Air (6) 4- 
dr., $530; One-fifty (6) 4-dr., $425. 


Bel Air 


’55 Bel Air (6) sport coupe, $510*, $390; 
4-dr., $375*; 2-dr., $350; Two-ten (6) 
4-dr., $375*. 

’54 Bel Air 2-dr., $150*. 

CHRYSLER—’61 Windsor 4-dr., $2,400* 

(ps). 
DeSOTO—’57 Fireflite 2-dr. hardtop, $675* 
(ps). 

’55 Firedome 2-dr., $280* (ps). 

DODGE—’60 Pioneer (8) 4-dr., $1,275. 
’57 Coronet (8) 2-dr. hardtop, $450* (ps). 
’55 Royal (8) 4-dr., $235*. 

FORD—’61 Galaxie (8) 4-dr., $2,175*. 
60 Galaxie (8) 2-dr., $1,410*. 
'59 Galaxie (8) conv., $1,470*; 

(8) 4-dr., $1,180, $935* (ps); 
300 (8) 2-dr., $890* (ps). 
’58 Fairlane 500 (8) 4-dr., $690* 


Fairlane 
Custom 


(ps) ; 


conv., $530; Custom (8) 2-dr., $600* 
(ps), $450. 

’57 Fairlane 500 (8) conv., $740*; 4-dr. 
Victoria, $625* (ps); 4-dr., $510*; 


2-dr., $490*; 2-dr. Victoria, $475* (ps); 
Fairlane (8) 2-dr. Victoria, $575; Cus- 
tom (6) 2-dr., $390. 

’56 Fairlane (8) 2-dr., $440*. 


’55 Fairlane (6) 2-dr., $290*; Country 
Squire (6) 4-dr., $270*. 
LINCOLN—’59 Capri 2-dr., $1,600* (ps). 
‘58 Continental Mark III 4-dr, hardtop, 
$1,375* (ps). 
MERCURY — '57 Montclair 4-dr., $575* 


(ps). 
OLDSMOBILE—’ 61 (88) 2-dr, Holiday, $2,- 
620* (ps). 
’57 (88) 4-dr., $725*; 2-dr. 
$630* (ps). 
5S (88) Super 2-dr. Holiday, $180*. 
PLYMOUTH—’5S8 Belvedere (8) 4-dr. hard- 
top, $810* (ps); Plaza (6) 2-dr., 
$620*. 
’57 Savoy (8) 4-dr. hardtop, $510*; 4-dr., 
$460*; Plaza (6) 2-dr., $440. 
’56 Belvedere (8) conv., $340*. 
PONTIAC—’55 Chieftain station wagon 4- 
dr., $300*. 
RAMBLER—’60 American (6) station wag- 
on 2-dr., $1,045, 


Holiday, 


pcan 


ee 





Model Breakdown 
Of Auction Averages 











Aug., 1961 July, June, 

Model To Date 1961 1961 
$2,366 $2,360 
1,846 1,887 
1,457 1,444 
958 983 
650 662 
422 422 
300 330 
212 200 
Average $1,027 $1,026 $1,036 





’59 Super (6) 4-dr., $1,000. 
’58 Super (6) 4-dr., $700. 
MISCELLANEOUS—’60 Ford %-ton pick- 
up, $1,180. 
’55 Chevrolet %-ton pickup, $360. 


MELVINDALE, MICH. 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for the sale of August 16, 


BUICK—’61 LeSabre 2-dr. hardtop, $2,- 
685* (ps). 

’60 LeSabre 2-dr., $2,325* (ps). 

’57 Special 2-dr. Riviera, $770*. 

’56 Special 4-dr. Riviera, $360*. 

’55 Century 4-dr. Riviera, $335* (ps. 

’54 RM 4-dr., $375* (ps). 

CHEVROLET—’61 Impala (8) conv., $2,- 
560* (ps); Brookwood (8) 4-dr., $2,- 
510*; Corvair Monza (6) 2-dr., $2,025*; 
Corvair 500 (6) 2-dr., $1,620. 

"60 Bel Air (8) 4-dr., $1,550*%; Corvair 
(6) 4-dr., $1,215, $1,200*; Biscayne (8) 
2-dr., $1,050. 

’59 Impala (8) sport sedan, $1,570* (ps), 





Combined in the world’s Safest Seat Belts! 


A chain is no stronger than its weakest link . . . and neither is a seat belt. That’s 
why the webbing of Auto-crat seat belts are manufactured from super-strong 
genuine DuPont fibers, to provide maximum strength for your customers’ protection. 








Auto-crat webbing equals or exceeds the strength requirements of every 
specifying safety agency. 


The buckle and attaching hardware are engineered and manufactured by Auto-crat 
to match the safety and protection provided by the webbing. The Auto-crat buckle 
is “human-engineered” for fast, easy use. It is easily operated with one hand; 

a flick of the fingers permits almost instant fastening, loosening or adjustment. 


Auto-crat attaching hardware is designed to swivel with the direction of pull, 
virtually eliminating the possibility of webbing tear, with forged eye-bolts 
constructed to withstand nearly five tons body load stress. The webbing is fully 


adjustable at both ends to fit all cars. Auto-crat pioneered and leads the industry 


Not this! 





-s 


Charter 
Member 
American 
Seat Belt 
Council 


futo-ceaf. 


MANUFACTURING COMPANY 
2425 San Fernando Road, Los Angeles 65, California * 2850 Tyler Road, Ypsilanti, Michigan 


in the engineering and development of modern, effective attaching hardware 
for maximum safety. The Auto-crat swivel type attachment has become the 
standard for all 1962 cars. 


Despite their unequalled quality, Auto-crat seat belts are competitively priced. 
Available in either metal-to-webbing (Model 100) or metal-to-metal (Model 200) 
buckle construction. Nine attractive colors—grey, tan, dark brown, green, 

red, dark blue (Air Force), light blue, black, and white—harmonize with the 
interior of any vehicle. 






Mr. Dealer: seat belts save lives! It is your responsibility to provide 
your customers with the safest and easiest-to-use seat belts . . . AUTO-CRAT! 


$1,565* (ps); sport coupe, $1,535, $1. 
520*, $1,360*; conv., $1,515*, $1,509e 
(ps), $1,425*; 4-dr., $1,515* (ps): Be 
Air (8) 2-dr., $1,210*; Bel Air (6) 
2-dr., $1,200*. 

"57 Bel Air (8) sport coupe, $950*, $650; 
4-dr., $850*; 2-dr., $750*; Bel Air (g} 
2-dr., $575; Two-ten (6) sport coupe, 
$725*; 2-dr., $670*; Two-ten (8) 4-dr,, 


$675. 

’56 Bel Air (6) 4-dr., $560*; Bel Air (8) 

2-dr., $535*, 
COMET—’60 Comet 4-dr., $1,275*. 
DeSOTO—’59 Firesweep 2-dr. hardtop, $1,. 
410* (ps). 4 
DODGE—’57 Coronet (8) 4-dr., $365*, 
EDSEL—’59 Ranger 2-dr., $850. 
FORD—’61 Thunderbird (8) 2-dr, hardtop, 
$3,500* (ps); Falcon (6) 2-dr., $1,670, 

’°60 Thunderbird (8) 2-dr. hardtop,’ $2- 
635* (ps); Fairlane (8) 4-dr., $1,450¢: 
Fairlane 500 (6) 2-dr., $1,300*; Gus. 
tom 300 (8) 2-dr., $1,275; Falcon (6) 
2-dr., $1,225. 

*59 Thunderbird (8) 2-dr. hardtop, $2. 
285* (ps); Ranch Wagon (8) 4-ar. 
$1,310*; Galaxie (8) 2-dr., $1,269: 
Fairlane (8) 2-dr., $1,090*; Custom 
300 (8) 2-dr., $1,020*. 

*58 Thunderbird (8) 2-dr. hardtop, gj. 
880*; Fairlane 500 (8) 2-dr., $915: 3. 
dr. Victoria, $785*; 4-dr. Victoria 
$660*; conv., $640*, , 

’57 Fairlane 500 (8) conv., $750*, $7398. 
Country Sedan (8) 4-dr., $600; Fair. 
lane (8) 2-dr., $600. 

’56 Country Sedan (8) 4-dr., $335; Cug. 
tom (8) 2-dr., $300*. 

’54 Custom (8) 2-dr., $265. 

’53 Crest (8) 2-dr. Victoria, $300*, 

LINCOLN—’59 Capri 4-dr. hardtop, $1,775 
(ps). 
’55 Custom sport coupe, $300*. 
MERCURY—’58 Park Lane (8) 4-dr. hard. 
top, $900* (ps). 

’57 Montclair conv., $660* (ps); Com. 
muter 2-dr., $550* (ps); Monterey 92. 
dr. hardtop, $550* (ps). 

’56 Monterey 2-dr., $145*. 

’55 Montclair 4-dr., $230*. 

OLDSMOBILE—’60 (88) 2-dr., $2,250", 

759 (88) 2-dr., $1,700*; 4-dr., $1,355, 

’56 (88) Super conv., $405* (ps); (88) 4. 
dr., $290*. 

PLYMOUTH—’60 Valiant (6) station wag. 
on 4-dr., $1,450; 4-dr., $1,150; Savoy 


(6) 2-dr., $650, 10 at $640. 
"59 Fury (8) conv., $1,310*; Savoy (6) 
2-dr., $635. 


‘58 Suburban (8) Custom 4-dr., $1,000. 

’57 Plaza (6) 4-dr., $295. 
PONTIAC—’61 Catalina 2-dr., $2,325* (ps), 

’60 Bonneville sport coupe, $2,460* (ps); 
Catalina Safari 4-dr., $2,280* (ps); 
Star Chief 4-dr., $2,065* (ps). 

’59 Bonneville sport coupe, $1,900* (ps), 
$1,580*; Catalina Safari 4-dr., $1,705* 
(ps). 

’58 Chieftain 4-dr., $1,050. 

’57 Chieftain 2-dr. Catalina $725* 

’54 Chieftain (870) 2-dr. Catalina, $195*, 

RAMBLER—’60 American (6) Deluxe 4. 
dr., $1,310*; Rebel (8) Super station 
wagon 4-dr., $1,025. 

’58 American (8) 2-dr., $430. 
STUDEBAKER—’59 Lark (6) 2-dr., $680, 
MISCELLANEOUS—’60 Ford F-100 pick- 

up, $1,100. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are for 
sale of Aug. 15. 

BUICK—’60 Electra 2-dr. hardtop, $2,405* 
(ps); LeSabre 4-dr. hardtop, $2,125* 


(ps). 
’59 Electra 4-dr. hardtop, $1,895* (ps). 
’58 Super 2-dr. Riviera, $1,205* (ps). 
’57 Century Estate Wagon, $985*; Special 
2-dr. Riviera, $725*, $665*; 4-dr. Rivi- 
era, $695*, $640* (ps); conv., $665* 
(ps); Super 2-dr. Riviera, $700* (ps), 
’56 Century 2-dr. Riviera, $575* (ps). 
’55 Century 2-dr. Riviera, $435*, $305* 
(ps), $160* (ps); 4-dr. Riviera, $325* 
(ps); Special 4-dr. Riviera, $425* (ps), 


$300*; 2-dr, Riviera, $285* (ps); RM 
2-dr. Riviera, $215* (ps). 

753 RM 4-dr., $195* (ps). 

CADILLAC—’60 de Ville 2-dr. hardtop, 

$4,300* (ps), $4,100* (ps), $3,975" 
(ps); 4-dr. hardtop, $4,250* (ps); (62) 
4-dr. hardtop, $4,100* (ps), $3,765* 
(ps). 

’59 (60) Special 4-dr. hardtop, $3,600* 


(ps), $3,410* (ps); de Ville 4-dr. hard- 
top, $3,410* (ps); 2-dr. hardtop, §$3,- 
400* (ps). 

’58 Eldorado conv., $4,250* (ps); (60) 
Special 4-dr. hardtop, $2,435* (ps), 
$2,400* (ps); (62) 2-dr. hardtop, §2,- 
250* (ps); conv., $2,155* (ps), $1,950* 
(ps); 4-dr. hardtop, $2,050* (ps). 

’57 (62) 4-dr. hardtop, $1,805* (ps), $1,- 
425* (ps); Sedan de Ville, $1,785* (ps), 
$1,615* (ps); 2-dr. hardtop, $1,775* 
(ps), $1,660* (ps), $1,625* (ps), $1, 
495* (ps), $1,200* (ps); (60) Special 
4-dr. hardtop, $1,685* (ps). 

’56 (62) Sedan de Ville, $1,100* 
$840* (ps); conv., $985* (ps); 
rado Seville, $910* (ps). 

’55 (62) 2-dr. hardtop, $840* (ps); Coupe 
de Ville, $720* (ps), $550* (ps); conv., 
$520* (ps); 4-dr., $485* (ps); Eldo- 
rado cony., $585* (ps). 

’54 (60) Special 4-dr., $800* (ps); (62) 
Coupe de Ville, $780* (ps), $635* (ps); 
conv., $725* (ps); 4-dr., $605* (ps). 

’53 (62) 4-dr., $350, $260. 

’52 (62) 4-dr., $175. 

'49 (62) 4-dr., $170. 

CHEV ROLET—’61 Impala (8) sport coupe, 
$2,585* (ps), $2,485; sport sedan, §2,- 
385* (ps); Corvair Monza (6) 2-dr., 
$1,960. 

’60 Impala (8) sport sedan, $2,150* (ps), 
$2,140*, $2,125* (ps); sport coupe, 
$2,145, $2,135, $2,075* (ps), $2,060*, 
$1,985, $1,800; Parkwood (8) 4-dr., 
$2,115* (ps); Biscayne (8) 4-dr., $1, 
610* (ps), $1,525*; Bel Air (8) 4-dr., 
$1,540*; Corvair 700 (6) 2-dr., $1, 
525*; Corvair 500 (6) 4-dr., $1,350. 

’59 Kingswood (8) 4-dr. (9 pass.), $2,- 
065* (ps); Impala (8) sport coupe, 
$1,780* (ps), $1,735; sport sedan, $1,- 
710* (ps); conv., $1,685* (ps); 4-dr., 
$1,680* (ps), $1,350*; Impala (6) 
sport coupe, $1,415; Parkwood (8) 4 
dr., $1,605*; Brookwood (6) 4-dr., 
$1,425; Brookwood (8) 4-dr., $1,405; 
Bel Air (8) 4-dr., $1,400* (ps), $1,265", 
$1,250. 

’58 Corvette (8) conv., $1,845; Impala 
(8) sport coupe, $1,355* (ps), $1,315*; 
conv., $1,275* (ps); Bel Air (8) sport 
sedan, $1,050* (ps); Yeoman (6) 4-dr., 
$1,000*; Delray (8) 2-dr., $890 (ps); 
Delray (6) utility sedan, $700, $580; 
Biscayne (8) 4-dr., $860; Biscayne (6) 
2-dr., $835. 

°57 Corvette (8) conv., $1,435, $1,100; 
Bel Air (8) conv., $1,010* (ps); sport 
coupe, $970*; Two-ten (8) station was- 
on, $885* (ps); 2-dr., $750*; Two-ten 

(Continued on Page 30, Col. 3) 
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Detroit to Cleveland 


$.60 LESS detritte cieve ¥.60 LESS cnsine to chicag $2.13 LESS ponte’ bates 


¥.60 LESS chicago to cra ¥.73 LESS jitwauiee to Boston 7 LESS st'touis to omana 


Chicago to Grand Rapids 


Newark, Del. to New York 


$70 LESS wewari: bento 41.24 LESS Beitinore to Pittsburgh ¥.40 LESS sew vor to columbus 


| REA EXPRESS is on the move with new low charges 
for automotive parts—less than motor carrier! 


Now REA EXPRESS slashes shipping costs to the AUTOMOTIVE PARTS 
lowest point in automotive history! New rates on MOTOR REA CHARGES SAVINGS 
thous ve . TRUCK —————————————_ BY REA 

ousands of commodities now let you ship at costs FROM TO MIN. CHARGE 80Lbs. 100Lbs. 120Lbs. 
that are lower than motor carrier for specified Pontiac, Mich. Dallas, Tex. $7.88 $5.75 - - $2.13 fo Ae 
weights and destinations. St. Louis, Mo. Omaha, Neb. $4.87 - — $4.30 $ .57 € 1S 8 ee ee yy 


And, of course, you still get R EA EXPRESS single- Newark, Del. New York, N. Y. $4.50 ~ — $3.80 $ .70 ~ * r A EXPRESS y 
carrier responsibility, nationwide coverage and Baltimore, Md. Pittsburgh, Pa. $5.05 $3.81 om * $1.24 % TRUCK f 


door-to-door delivery at no extra cost (within pub- Milwaukee, Wisc. Boston, Mass. $6.65 —- $5.92 - $ .73 
Lansing, Mich. Chicago, Ill. $4.41 _ $3.81 a $ .60 


lished limits in the U. S.). Why not call your local ; 
° REA rates and charges shown include free valuation of $50.00 for any shipment of 
REA EXPRESS representative today ... and save! 100 pounds or less or 50 cents per pound for any shipment in excess of 100 pounds. 
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sport coupe, $790* (ps); station wagon, 


650° (ps); Bel Air (8) sport sedan 
$1,635; 4-dr., $1,485, $1,375*; Big. 
cayne (6) 2-dr., $1,230*. 

"59 Corvette (8) conv., $2,100; Impalg 
(8) sport coupe, 2 at $1,550* (Ps) 
$1,480* (ps); conv., $1,530* (ps), $1: 
395* (ps); Bel Air (6) 2-dr., $1,490%- 
Bel Air (8) 4-dr., $985*; Biscayne (6) 
2-dr., $700. 


’58 Impala (8) sport coupe, $1,285 


1,040", 1,030* (ps), 965* ° 

(6) sport sedan, $710; 2-dr., $690*; (ps); Custom 300 (8) 4-dr., $700*, Seoumeeed (6) one soese, Brook? 

One-fifty (6) 2-dr., $560; utility sedan, $385*; 2-dr., $485*; Custom 300 (6) wood (8) 4-dr., $690* (ps); Delra 

$505; One-fifty (8) 4-dr., $550*. 4-dr., $540; 2-dr., $485; Fairlane (8) (6) 4-dr., $780; 4-dr., 2 at $575. 

Y ° bad . Z ’56 Bel Air (8) sport coupe, $805*, $685*, 2-dr. Victoria, $620*; Custom (6) 4-dr., Delray (8) 4-dr., $425*; Bel Air (g} 

our air-conditioned room is handsomely furnished. $600*; conv., $585* (ps); Two-ten (8) $570* (ps). sport coupe, $700* (ps); Kingswood 
’56 Thunderbird (8) conv., $1,410* (ps); 


(6) 4-dr., $475* (ps). 


Personal service and attention assure you that the fine $690*, $600; Two-ten (6) 2-dr., $515; Country Sedan (8) 4-dr. (9 pass.),| °57 Bel Air (8) sport coupe, $1,010%. 
traditions of innkeeping are séi/l in keeping. You’re just an Late | Ree eee a ee ee, $950°, $795*, $685*; Two-ten (6) 4-dr,, 
° + 45.5 P55 ; 2-dr., . Ps) ; rlane -dr., , ; 4-dr., *, r 
elevator-ride from the seafood-specializing Cape Cod Room, YSLER—’59 Windsor 2-dr. hardtop, $450* (ps), $440* (ps), $385* (ps) :] +56 Two-ten” 6) Gaeon wage. $545¢ 
the exquisite Camellia House, and the Drake’s splendid $1,750* (ps); 4-dr., $1,650* (ps).‘ 2-dr, Victoria, $500*, '$485*, $475*, $500; Bel Air (8) 4-dr., $450°. ‘ 
lulew sh You’ d ; ’58 NY 4-dr. hardtop, $1,380* (ps). $460*; conv., $430* (ps), $390*; Cus- | CHRYSLER—'57 NY 4-dr. hardtop, $1. 
specialty s. ops. You re next door to Chicago s near-north ’57 NY 2-dr. hardtop, $1,010* (ps); Sar- tom (8) 4-dr., $385; Ranch Wagon (8) 050* (ps); Windsor 2-dr hardtop 
atoga 2-dr. hardtop, $850* (ps); Wind- 2-dr., $345%, $295*. $725* (ps). Tee a: . 


fashion salons and cabarets—and 9 quick minutes from the 
Loop or Chicago’s new lakeside Convention Hall.-You’re at 
the Drake! No wonder the nicest way to “do” Chicago is to (ps) 
make this Distinguished Hotel your personal headquarters! 


CHICAGO 
MORE 
STAY 


AT THE 
DRAKE 


sor 2-dr. hardtop, $745* (ps). 
COMET—’60 Comet 2-dr., $1,660*, $1,535. 
DeSOTO — '60 Adventurer 4-dr., $2,225* 


’59 Fireflite 4-dr. hardtop, $1,600* (ps). 
’57 Firesweep 4-dr. hardtop, $610* (ps). 
DODGE—’60 Seneca (6) 4-dr., $1,685. 


IMPERIAL—’57 Imperial 4-dr. 


hardtop, 
$1,375* (ps). 


LINCOLN—’59 Continental Mark IV 2-dr. 


hardtop, $2,235* (ps). 
’58 Premiere 4-dr. hardtop, $1,650* (ps). 
’57 Premiere 2-dr. hardtop, $1,280* (ps); 
4-dr. hardtop, $975*. 


COMET—’61 Comet 2-dr., $1,675, $1,675* 
DeSOTO—'59 Fireflite conv., $1,375* (pg): 
’58 Fireflite 2-dr. hardtop, $1,100* (ps), 
‘57 Firesweep 2-dr. hardtop, $610* (ps), 
DODGE—’61 Lancer (6) station wagon 
$1,900*. F 

’60 Pioneer (8) station wagon, $1,739* 


"59 Sierra (8) 4-dr. (9 pass.), $1,780* ’56 Premiere 4-dr., $425* (ps); conv., (ps); Seneca (6) 2-dr., $1,075. 
(ps); Coronet (8) conv., $1,570* (ps); $255* (ps). ’59 Sierra (8) 4-dr., $1,625* (ps). 
2-dr., $1,570* (ps). MERCURY—’61 Meteor 800 4-dr., $2,335* ’57 Coronet (8) 4-dr. hardtop, $639» 

°57 Royal (8) 4-dr. hardtop, $685* (ps). (ps). (ps). 

"56 Royal (8) Sierra 4-d., $585*; Coronet ’59 Monterey 2-dr., $1,500*; Montclair| EDSEL—’58 Villager 4-dr., $620*. 

(8) 4-dr. hardtop, $300*; 4-dr., $215*. 4-dr., $1,500* (ps). FORD—’61 Galaxie (8) 2-dr. Victo 


EDSEL—’59 Corsair conv., $1,285* (ps); 
2-dr. hardtop, $400* (ps); Ranger 2- 


’58 Monterey 4-dr. hardtop, $725*. 
"56 Monterey station wagon 4-dr. (9 


$2,265* (ps); 4-dr, Victoria, $2,109" 


(ps). 
’60 Thunderbird (8) 2-dr, hardtop, §2,. 


oS hen a te > eneeee ereet,'ge8o ¢ ns 2-dr. hardtop, ; 

, rmuda 4-dr. pass.), ’ , $460* (ps). 900* (ps), $2,700* (ps); Galaxi 

(ps); Roundup 2-dr., $860* (ps); | OLDSMOBILE—’61 (88) Super 4-dr. Holi- conv., BP so; eens 41,675"; Com 
Pacer 2-dr. hardtop, $775*; Corsair day, $3,435* (ps). try Sedan (8) 4-dr., $1,580; Fairlane 


4-dr. hardtop, $585*. 
FORD—’61 Thunderbird (8) conv., $4,175* 


"60 (88) Super 2-dr. Holiday, $2,500* 
(ps); (88) 2-dr. Holiday, $2,335* (ps). 


(8) 4-dr., $1,295*; Falcon (6) 2-dr,, 
$1,240*, $1,215. 


(ps). - 69 (88) Super 4-dr. Holiday, $1,735*| ‘59 Thunderbird (8) conv., $2,275* (ps); 
60 Thunderbird (8) conv., $2,935* (ps); (ps); (88) 4-dr., $1,320*. 2-dr, hardtop, $2,250* (ps), $2,100* 
2-dr, hardtop, $2,835* (ps); Country ’5S (88) Super 2-dr. Holiday, $1,265* (ps); Galaxie (8) 4-dr. Victoria, s. 


Sedan (8) 4-dr., $1,950* (ps); Galaxie 
(8) Starliner, $1,765* (ps), $1,715; 4- 
dr., $1,685* Fairlane 500 (8) 
4-dr., $1,640*; 
dr., $1,575; Fairlane (6) station wagon 


(ps); (88) 4-dr. Holiday, $1,010* (ps). 
’57 (98) 2-dr. Holiday, $925* (ps); (88) 
Super 2-dr. Holiday, $785* (ps); 4-dr. 
Holiday, $715* (ps). 
’56 (88) 2-dr. Holiday, $590* (ps), $475* 


290* (ps); Ranch Wagon (6) 4-dr,, 
$1,210, $1,175*, $1,150*; Fairlane 55 
(8) 2-dr. Victoria, $1,040* (ps); Fair. 
lane 500 (6) 2-dr, Victoria, $950; 2. 
dr., $925; Custom 300 (6) 4-dr., $490*, 


2-dr., $1,500; 2-dr., $1,400, $1,350; (ps); 2-dr., $385*; (88) Super conv., ’58 Thunderbird (8) 2-dr. hardto * 

Luxury on the lake costs no more Fairlane (6) 2-dr., $1,385* (ps), $1,- $535* (ps); 4-dr. Holiday, $300*; (98) 800° (ps); Ranch Wagon (6). 4-ar 
285. 2-dr. Holiday, $470* (ps); 4-dr. Holi- $915*; Fairlane 500 (8) Skyliner, 

’59 Thunderbird (8) conv., $2,660* (ps); day, $385* (ps). $840*; conv., $810*; 4-dr. Victoria, 

2-dr. hardtop, $2,385* (ps); Country | PLYMOUTH—’60 Suburban (6) 2-dr., $1,- $800* (ps), $725* (ps), $655* : 


6 Sedan (8) 4-dr. (9 pass.), $1,700*; (6 
pass.), $1,650* (ps), $1,590*, $1,550*; 








535. 
59 Suburban (8) Sport 4-dr. (9 pass.), 


(ps) ; 
2-dr. hardtop, $745* (ps), $695* (ps), 
$495*; Custom 300 (6) 4-dr., 2 at 

70* 


Galaxie (8) Skyliner, $1,630*; 2-dr. $1,695* (ps); Custom 4-dr. (9 pass.), 5 
Victoria, $1,510* (ps), $1,470* (ps); $1,535; Savoy (6) 4-dr., $840*; Savoy ’57 Thunderbird (8) conv., $1,725* (ps); 
conv., $1,405* (ps); Custom 300 (8) (8) 4-dr., $810*. Fairlane 500 (8) conv., $750* (ps), 
4-dr., $1,135*, $895*; 2-dr., $1,090*, ’58 Suburban (8) Custom 4-dr. (6 pass.), $675* (ps); 4-dr. Victoria, $415*; 4. 
. $915* (ps), $785* (ps); (9 pass.), dr., $315*; Ranch Wagon (6) 2-dr,, 
*58 Country Sedan (8) 4-dr., $1,110* $850* (ps); Belvedere (8) 4-dr, hard- $550*; Custom 300 (8) 2-dr., $290*. 


LAKE SHORE DRIVE AND 
SUpenior 7-2200 ¢ CHICAGO 11, ILLINOIS 


UPPER MICHIGAN AVENUE 


(ps), $810, $625* (ps); Fairlane 500 
conv., $1,085* (ps); DelRio (8) 2-dr., 
$800*; Ranch Wagon (8) 4-dr., $760*; 
Ranch Wagon (6) 2-dr., $685; Fairlane 
(8) 4-dr., $735*%; Custom 300 (8) 
$730; Custom 300 (6) 4-dr., 


57 Country Sedan (8) 4-dr., $835* (ps), 









top, $885* (ps); Savoy (8) 2-dr., $610. 

’57 Suburban (8) Sport 4-dr. ,$825*, 
$460* (ps); Custom 4-dr., $740*, $510*; 
Belvedere (8) 2-dr., $675; 4-dr., $525*; 
Savoy (8) 2-dr. hardtop, $660*; Plaza 
(6) 2-dr., $265. 

56 Belvedere (8) 4-dr. hardtop, $350* 
(ps); Savoy (8) 4-dr., $290. 


’56 Thunderbird (8) conv., $1,325*; Cus- 
tom 300 (8) 4-dr., $300. 
IMPERIAL—’60 Crown 2-dr. hardtop, §$3,- 
385* (ps); LeBaron 4-dr. hardtop, §$3,- 
340* (ps). 
59 Crown 2-dr. hardtop, $2,150* (ps). 
’57 LeBaron 4-dr. hardtop, $1,150* (ps); 
Crown 2-dr, hardtop, $1,075* (ps). 
hardtop, $750* (ps), 


$750*; DelRio (8) 2-dr., $735* (ps); | PONTIAC—’60 Bonneville sport coupe, $2,- ’56 Imperial 4-dr. 

Fairlane 500 (8) 4-dr. Victoria, $725* 750* (ps); conv., $2,685* (ps), $2,600* | LEINCOLN—’57 Premiere conv., $795* (ps). 
(ps); Star Chief 4-dr. Vista, $2,435* | MERCURY—’'60 Monterey 2-dr. hardtop, 
(ps); Catalina 4-dr. Vista, $2,400* $1,650* (ps). 
(ps); Ventura sport coupe, $2,370* ’59 Montclair 2-dr. hardtop, $1,355* 
(ps). (ps), $1,205* (ps); Park Lane 4-dr. 


59 Bonneville sport coupe, $2,135* (ps); 
4-dr. Vista, $2,020* (ps); Catalina Sa- 
fari 4-dr. (9 pass.), $2,050* (ps); 
conv., $1,815* (ps); sport coupe, $1,- 
735* (ps), $1,695*; 2-dr., $1,665*, $1,- 


635* (ps). 
’58 Star Chief 2-dr. Catalina, $1,360* 


hardtop, $1,135* (ps). 
’58 Monterey 4-dr., $645* (ps), $390*. 
’57 Monterey 4-dr., $650* (ps), $395*; 
Montclair 4-dr., $495* (ps); Turnpike 
Cruiser 2-dr. hardtop, $420* (ps). 
’56 Monterey 2-dr. hardtop, $400*. 
OLDSMOBILE — ’61 (98) 2-dr. Holiday, 


(ps); Chieftain 4-dr. Catalina, $1,130*, $3,150* (ps); (88) 2-dr. Holiday, §$2,- 
, 8f chicftat 4-dr. Catalina, $745*; Super ye $2,450 
° eftain 4-dr. Cata * ; "60 (98) 4-dr. Holiday, $2, * (ps); (88) 
Here’s what Chief 4-dr, Catalina, $625°. 4-dr, Holiday, $2,300° (ps), $2,190" 


’56 Chieftain 2-dr., $350*. 


(ps); 2-dr. Holiday, $2,300* (ps), §$2,- 


RAMBLER—’60 Deluxe (6) station wagon, 165* (ps). 
Quality-Contr olled $1,645. '59 (88) 4-dr. Holiday, $1,600* (ps), 
ARERR CERIO AREAS FA AERA NA 59 Super (6) Cross Country, $1,440; $1,500* (ps), $1,450* (ps); (98) conv., 

American (6) 2-dr., $810. $1,750* (ps). 


PALNUT Lock nuts 


can do 


for YOUR Assemblies! 









’58 American (6) Super 2-dr., $585, $500. 
’57 Super (6) Cross Country, $635. 


STUDEBAKER—’59 Lark (6) 4-dr., $800*. 


$1,485; (6) %-ton Fleetside pickup, 
$865; Ford (8) 1-ton flatbed, $1,450; 
(8) Ranchero, $1,390* (ps); (8) %-ton 
pickup, $950; (6) %-ton pickup, $895. 

"58 Ford (8) F-850 Stake, $1,135*; 
Dodge (6) %-ton pickup, $710. 

’57 Ford (8) %-ton pickup, $885, $795, 
$730; (6) %-ton pickup, $735, $535; 
(8) Ranchero, $600*; Chevrolet (6) 
%-ton pickup, $670; Dodge (8) %-ton 
pickup, $415. 

°56 Chevrolet (6) %-ton pickup, $690, 
$625, $580; (8) %-ton pickup, $550; 
Ford (6) %-ton pickup, $685. 


CHICAGO 


’57 (88) Super Fiesta 4-dr., $1,075* (ps); 
(98) 4-dr. Holiday, $1,035* (ps), $925* 
(ps); conv., $830* (ps); 2-dr. Holiday, 


MISCELLANEOUS — ’60 Ford (8) %-ton $765* (ps); (88) 2-dr. Holiday, $865* 
LWB pickup, $1,335, $1,295. (ps), $650* (ps); 4-dr. Holiday, $725*, 
*59 Chevrolet (8) El Camino, $1,650*, $725* (ps); 4-dr., $700* (ps), $610* 


(ps). 

"56 (88) 4-dr. Holiday, $500* (ps); 2-dr, 
Holiday, $450* (ps); (98) 4-dr. Holi- 
day, $380* (ps). 

PLYMOUTH—’60 Valiant (6) 4-dr., $1,- 
290, $1,205. 

’59 Suburban (8) Custom 4-dr., $1,165; 
Belvedere (6) 2-dr. hardtop, $840* 
(ps); 2-dr., $775. 

’58 Fury (8) 2-dr. hardtop, $1,210* (ps); 
Suburban (8) Deluxe 4-dr., $675* (ps); 
Belvedere (8) conv., $630* (ps). 

’57 Belvedere (8) 4-dr., $500*; Belvedere 
(6) 4-dr. hardtop, $465*; Suburban (6) 
Custom 2-dr., $295*. 

’56 Belvedere (6) 4-dr., $320*. 


PONTIAC—’60 Bonneville conv., $2,400* 





Bia ; : : : F A ee ——— ae a. ef (ps), $2,385* (ps); Ventura sport 
° ursday. Prices are for sale of Aug, 17. , $2,185* (ps); Catalina sport 
Rigid inspection — uniform quality — dependable deliveries aaa coupe, saes* (pe; adr S20i 
t a “3 a fapahne Sort. aor ED: (ps), $1,895* (ps); Safari 4-dr., $1,- 
: 8); 2-dr. hardtop, $2, *’ (ps). 
assure fast, uninterrupted assembly line production. gS a papier 
(ps). a a te $1,625* (ps), $1,550*; Star Chief 4-dr. 
. es s - : *: 
It took much more than low price _ rate hex forms—precision thread fits— ar hardtop’ $Lbeer’ (pa), $1,200" caer aeeees feat) eae en ae 
to place billions of PALNUT Lock uniform dimensions. You avoid assem- (ps); Electra 225 conv., $1,560* (ps); 465* (ps). 
LeSabre conv., $1,540* (ps); 4-dr.| 58 Bonneville conv., $1,300* (ps), $1,- 


Nuts on automotive assemblies during 
the past 35 years, with an outstand- 
ing record of savings, service and 
satisfaction. 

PALNUT Lock Nuts are volume-pro- 
duced to highest precision standards 
in a big, modern plant. Quality and 
uniformity are safeguarded by dozens 
of checks, gaugings, inspections and 
performance-testing. 

Result: You eliminate assembly rejects 
because every PALNUT provides accu- 


THE PALNUT COMPANY 


DIVISION OF UNITED-CARR FASTENER CORPORATION 
47 Glen Road, Mountainside, N. J. 


District Office: 730 W. Eight Mile Rd., Detroit 20, Mich. 


YN IVY Lock NUTS 


C7 


Quick, secure fastening at low cost 


bly line downtime because you get 
on-schedule (and emergency ) deliveries 
from huge stocks at the PALNUT 
home plant and Detroit warehouse. 
Serviceability is assured because every 
PALNUT has unfailing spring locking 
action and durable plating and 
finishing. 

WRITE for detailed catalog giving 
engineering data, dimensions, load rat- 
ings of all types of PALNUT Lock Nuts. 
Describe application for free samples. 


PALNUT LOCK NUTS 
e Reduce costs 

e Reduce parts 

e Speed assembly 
e Hold securely 

e Save space 

e Save weight 








hardtop, $1,530* (ps), $1,525* (ps). 
’58 Super conv., $1,340* (ps); 4-dr. Rivi- 
era, $820* (ps), $600* (ps); Special 
conv., $1,020* (ps); 4-dr., $900* (ps). 
’57 Super 2-dr. Riviera, $625* (ps); Spe- 
cial conv., $600* (ps), $395* (ps); 
4-dr. Riviera, $600* (ps). 


CADILLAC—’61 (62) conv., $4,850* (ps); 


hardtop, $4,250* (ps), $4,200* 

$4,150* (ps), $4,100* (ps); de 

hardtop, $4,800* (ps). 

"60 (62) 2-dr. hardtop, $3,900* (ps), 
$3,435* (ps); conv., $3,615* (ps); 4- 
dr. hardtop, $3,535* (ps), $3,375* (ps). 

’59 Eldorado conv., $3,205* (ps), $3,050*° 
(ps); de Ville 4-dr, hardtop, $3,175* 
(ps), $2,980* (ps); (60) Special 4-dr. 
hardtop, $3,160* (ps); (62) 4-dr. hard- 
top, $2,960* (ps), $2,850* (ps), $2,- 
800* (ps), $2,710* (ps), $2,660* (ps), 
$2,570* (ps), $2,500* (ps); 2-dr. hard- 
top, $2,880* (ps). 

*58 (62) Sedan de Ville, $2,075* (ps); 
4-dr. hardtop, $1,995* (ps); 2-dr. hard- 
top, $1,655* (ps); (60) Special 4-dr. 
hardtop, $1,995* (ps). 

’57 (62) Coupe de Ville, $1,470* (ps), 
$1,200* (ps); Coupe de Ville, $1,210* 
(ps); 2-dr. hardtop, $970* (ps), $875* 
(ps), $750* (ps). 

’56 (62) conv., $1,050* (ps). 


2-dr. 
(ps), 
Ville 4-dr. 


OHEVROLET—’61 Corvette (8) conv., $3,- 


545; Impala (6) 4-dr., $2,135*; sport 
coupe, $2,030* (ps). 

760 Impala (8) conv., $2,030* (ps), $1,- 
930* (ps), $1,910* (ps); sport coupe, 
$1,880* (ps); Bel Air (6) 4-dr., $1,- 


225* (ps). 
’57 Chieftain 2-dr. Catalina, $575* (ps). 
RAMBLER—’60 Custom (8) 4-dr., $1,400*; 
Custom (6) 4-dr., $1,150. 

59 Ambassador (8) Super Cross Coun- 
try, $1,195; Custom (8) Cross Country, 
$1,140*; Super (8) 4-dr., $950; Super 
(6) 4-dr., $455. 

’58 Custom (8) 4-dr., $800*%; Super (8) 
4-dr., $760. 

STUDEBAKER—’60 Lark (8) 2-dr., $1,- 
175; Lark (6) station wagon, $1,135. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction, Sale 
every Thursday. Prices are for sale of Aug. 
17. Nice selection of clean cars, but buy- 
ers were selective and cautious in their 
bidding. Prices are softer on late models. 
BUICK—’60 Electra 4-dr., $2,050* (ps). 


(Continued on Page 32, Col. 1) 
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Checker dealers have territories large enough to 
operate without unprofitable discounting. 


There’s a virtually untapped market for this unique 
car. It fills a definite need for comfort, convenience, 
economy and freedom from obsolescence. 


Checker dealers have no huge, expensive inven- 
tories to force them into quick, unprofitable deals. 


Today, Checker dealers have found 
that the Checker franchise gives 
them a gross profit almost unbeliev- 
able in today’s market .. . 3 and 4 
times more per new car than the in- 
dustry average. 

Checker has been building auto- 
mobiles since 1922. Today, Checker 
passenger cars give the consumer all 
the comfort, economy, convenience 


and superb riding qualities of an 
expensive limousine, plus all the 
long life and safety features of the 
famed Checker Cab. 

If you want to learn more about 
the Checker franchise, return the 
coupon or contact us directly by 
phone or wire. We'll be happy to 
discuss our complete merchandising 
program. 


CHECKER 


MOTORS CORPORATION 


2142 NORTH PITCHER STREET 
KALAMAZOO, MIGHIGAN 
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Here’s what CHECKER dealers 
say about the Checker Deal 


e “... Gross profits of about $375 to $475 on the Checker; 
also showing good profit on the used cars...” 
Buffalo, New York 
@“... More profits than we thought possible in view of 
today’s automobile trend .. .” 







Evergreen Park, Ill. 






e“...Am handling two of the “big four” and Checker has 
consistently showed two to three times the gross profit 

per unit... and the service on these units is nil...” 
Newtown Square, Pa. 








e“... Based on Per-New-Unit-Retailed, the gross is sub- 
stantially better than for the “big three” line... have 
shown steady sales increase on Checker...” 

Baltimore, Md. 
e“...Checker has brought me more clean deals ... and 
more commercial sales ... than I ever had before.” 

Chicago, Illinois 











R. G. Hudson, Vice President, Sales 
CHECKER MOTORS CORPORATION 
2142 North Pitcher Street, Kalamazoo, Michigan 


We are interested in the sales and profit opportunity in the 
Checker franchise. Please send us full information. 


Name_ 





Company Name_ a 
Address = 


City deed State 


Telephone Number 


Makes of cars currently handled 
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$1,455, $1,450; Biscayne (6) 2-dr., $1,- ’57 Fairlane 500 (8) 2-dr., $670*; 4-dr., hardtop, $227* (ps). 
455, $1,450, $1,340; 4-dr., $1,390; Bis- $585*; conv., $490* (ps); Fairlane (8) | FORD—’61 Thunderbird (8) 2-dr. hardtop, 
cayne (8) 4-dr., $1,410; Corvair 700 4-dr., $450; Custom (8) 4-dr., $330. $3,685* (ps). 

60 Thunderbird (8) 2-dr, hardtop, $2,. 


* e 
p (6) 4-dr., $1,360*; 2-dr., $1,350. ‘56 Fairlane (8) 2-dr., $420; Fairlane 
U d-Ca A t on "59 Impala (8) 2-dr. hardtop, $1,500* 500 (8) 4-dr, Victoria, $355* (ps); 
se r uc ! rices (ps); conv., $1,465* (ps); 4-dr. hard- Custom (8) 4-dr., $300, $175. 


top, $1, 455*; Impala (6) 4-dr. hardtop, | IMPERIAL — ’57 Imperial 4-dr. hardtop, 


925* (ps), $2,717*; Ranch Wagon (@) 
4-dr., $1,250; Falcon (6) 2-dr., $*,237. 
eg 500 (8) 4-dr., $1,555° 7° 
137*. r 


















































$1,180*; Kingswood (8) 4-dr., $1,495*; $1,140* (ps). ; 
Bel Air (6) 4-dr. hardtop, $1,435*; LIN —" — ’57 Premiere 4-dr., $1,140* 59 Galaxie (8) 4-dr. Victoria, $1,417¢, 
(Continued from Page 30) Biscayne (6) 4-dr., $1,120*; 2-dr., $1,- ps). $1,300*; 4-dr., $1,282*; 2-dr. Victoria, 
035, $960, $765. MERCURY—'58 Montclair 2-dr., $1,300*, $1,205* (ps); Fairlane 500 (8) 2-ar,, 
’59 Invicta 4-dr. hardtop, $1,110* (ps). (ps); Invicta 4-dr. hardtop, $2,875* ’58 Impala (8) conv., $1,255* (ps), $1,- $665. $1,235*, $1,095*; Fairlane (8) 4-ar, 
’58 Special conv., $950* (ps); 2-dr., (ps); LeSabre 4-dr, hardtop, $2,725* 250; Bel Air (8) 4-dr, hardtop, $990* | OLDSMOBILE — ’60 (88) 4-dr., $2,350* $1,085*; Custom (8) 2-dr., $990", $905, 
$685". (ps), $2,705* (ps), (ps); Biscayne (8) 4-dr., $730*; Delray (ps), $2,250* (ps). $725; 4-dr., $927*. 
’57 Special 4-dr. Riviera, $615* (ps); 2- ’60 Electra 225 4-dr, hordtop, $2,350* (6) 2-dr., $725. ’59 (98) 4-dr. Holiday, $1,905* (ps); '58 Fairlane 500 (8) 2-dr. Victoria, $785; 
r., $590*, 2 at $510*; Century conv., (ps). ’57 Bel Air (8) 4-dr. hardtop, $725; 2-dr. (88) 4-dr., $1,700* (ps), $1,385*. 2-dr., $775*; Custom (6) 4-dr., $759; 
$390* (ps). ’59 LeSabre 2-dr. hardtop, $1,800; 4-dr., hardtop, $840*; station wagon 4-dr., ’5S (88) 2-dr. Holiday, $965*, Custom (8) 4-dr., $692*. 
756 Century 4-dr., $555; 2-dr. Riviera, $1,690* (ps), $1,610* (ps), $1,440*, $650* (ps); Nomad (8) 4-dr., $830*. ’57 (88) Super 4-dr. Holiday, $655* (ps); ’57 Custom (8) 4-dr., $700*, $445*; 9. 
$540*; RM 4-dr. Riviera, $460* (ps), $1,435*; Invicta 4-dr., $1,460* (ps). ’56 Two-ten (8) 2-dr., $275*. 4-dr., $585* (ps); (88) 2°ar, Holiday, dr., $515; Fairlane 500 (8) 4-dr., 
2 at $425* (ps). ’58 Century Estate Wagon 4-dr., $1,200* | CHRYSLER—’55 Windsor 2-dr., $130. $630* (ps). $670*, $645* (ps); 2-dr. Victoria $655, 
'55 Special conv., $375*; 2-dr. Riviera, (ps); Super 4-dr. Riviera, $1,115* | nesoTo — ’60 Adventurer 2-dr. hardtop, ’56 (88) 2-dr. Holiday, $315*, $575* (ps); Ranch Wagon (6) 4-dr,, 
$320*; 4-dr., $300*, 2 at $190* (ps). (ps); RM conv., $925* (ps). $2,105* (ps). PLYMOUTH—’60 Fury (8) 4-dr., $1,500*; $675; Country Sedan (8) 4-dr., $610°. 
’54 Century 4-dr., $200* (ps); 2-dr. Rivi- ’57 Special 4-dr, Riviera, $685* (ps); 2- | poODGE—’58 Coronet (8) 2-dr., $725* (ps). Valiant (6) V-200 4-dr., $1,365. 56 Fairlane (8) conv., $495, $472*: 2-dr. 
era, $200*; RM 2-dr. Riviera, $200* dr., $530; Super 4-dr, Riviera, $650* ’57 Suburban (8) 4-dr., $765*; Coronet ’59 Belvedere (8) 4-dr., $875*; Savoy (8) Victoria, $465* (ps); Ranch Wazon (8) 
(ps); Special 4-dr., $125* (ps). (ps). (8) 4-dr., $415*, 2-dr., $780. 4-dr., $450; Custom (8) 2-dr. $440*, 
CADILLAC—’61 de Ville 2-dr, hardtop, be eg eae teas (ps); Super 4-| roRD—’61 Falcon (6) station wagon 2-dr., "58 Belvedere (8) 4-dr, hardtop, $590*; pi 4-dr., $400*; Main (6) 4- -dr., 
4,760* (ps). . ra, . $1,290. 4-dr., $485*. sn 
‘60 (62) eer, hardtop, $3,560* (ps). CADILLAC—’60 (62) conv., $3,700* (ps).| ’60 Ranch Wagon (8) 4-dr., $1,645* (ps),| 57 Savoy (8) 2-dr. hardtop, $330; Plaza | HUDSON—"'54 Hornet 4-dr., $182*. 
59 de Ville 4-dr. hardtop, $2,750* (ps).| ’58 (62) conv., $1,475* (ps). $1,550*; Ranch Wagon (6) 2-dr., $1,- (8) 4-dr., $205. MERCURY—’58 Monterey 4-dr., $700*; 2. 
’57 (62) 4-dr, hardtop, $1,260* (ps); 2- | CHEVROLET—’61 Impala (8) conv., $2,- 500; Galaxie (8) conv., $1,600; ‘Fair- ’56 Savoy (6) 2-dr., $165; Suburban (8) meee $537. " 
dr. hardtop, $1,080* (ps). 565* (ps), $2,435* (ps); Parkwood (8) lane 500 (8) 2-dr., $1,400* (ps); 4-dr., 4-dr., $100*. 56 Montclair 4-dr., $487*, 
’56 (60) Special 4-dr., $920* (ps); El- 4-dr., $2,405*; Bel Air (8) sport coupe, $1,015; Falcon (6) station wagon 4-dr., | PONTIAC—’61 Tempest 4-dr., $1,850*. OLDSMOBILE — 59 (88) 4-dr. Holiday, 
dorado Seville, $900* (ps); (62) conv., $2,275* (ps); Corvair (6) Monza 2-dr., $1,335; 4-dr., $1,325*, $1,305; 2-dr., 60 Bonneville conv., $2,500* (ps); 4-dr. s $1,600* (ps). 
$790* (ps), $775* (ps); 2-dr. hardtop, $2,150, $2,100, $2,090*, $2,015, $1,950; $1,265, $1,155, $1,150, $1,125. Vista, $2,365* (ps); Ventura sport| 58 (88) Super 4-dr. Holiday, $945* (pg), 
$725* (ps). 700 station wagon 2-dr., $1,985*; Bis- ’59 Fairlane 500 (8) 4-dr. Victoria, $1,- coupe, $2,110* (ps); Star Chief 4-dr., ’57 (98) 4-dr., $837* (ps), $682* (ps), 
55 (60) Special 4-dr., $575*, 2 at $490*; cayne (6) 2-dr., $1,750. 335* (ps); 4-dr., $1,325* (ps); 2-dr., $1,980* (ps); Catalina 2-dr., $1,725. 56 (88) 4-dr., $415°. | 
(75) limousine 4-dr., $550* (ps). ’60 Impala (8) sport coupe, $2,050* (ps), $1,260*, $1,160* (ps); Galaxie (8) 4- 59 Star Chief 4-dr., $1,650* (ps); Cata- | PLYMOUTH— 60 Valiant (6) 4- dr., Gig . 
CHEVROLET—’61 Impala (8) 4-dr., $1,- $1,950*, $1,890*, $1,835*, aoe 2-dr., dr., $1,270; 2-dr. Victoria, $1,270; Cus- lina sport coupe, $1,625*, DOD: 
900* (ps). $1,890, $1,765; conv., $1,990, $1,900*, tom 300 (8) 4-dr., $1,115*; Custom ’58 Chieftain 4-dr., $615*. 58 genres 2 4-dr,, $672*; Savoy (g) i 
*60 Impala (8) sport sedan, $1,900* (ps); $1,840*; sport ‘sedan, "$1, 990* (ps); Bel 300 (6) 2-dr., $970; 4-dr., $950, $825. ’57 Chieftain 4-dr. Catalina, $615*; Sa- : 2-dr., $577*; Plaza (6) 2-dr., $550, 
Biscayne (6) 2-dr., $1,065. Air (8) 4-dr., $1,690* (ps); 2-dr., $1,-| °58 Fairlane 500 (8) ‘conv., $815* (ps); fari 4-dr., $550*, 57 Suburban (8) Custom 4-dr., $629¢ | 
’59 Impala (8) conv., $1,600* (ps); 4- 450; Bel Air (6) 4-dr., $1,495; 2-dr., Ranch Wagon (6) 2-dr., $605, RAMBLER—’60 Super (6) station wagon (ps); Belvedere (8) 4-dr., $550, $442¢; 
4-dr., $1, 580; American (6) Deluxe 2- 4-dr, hardtop, $407* (ps); Savoy (6) 


dr., $1,345* (ps); sport sedan, $1,275* 
(ps); Brookwood (8) 2-dr., $1,100; Bel 
Air (8) 4-dr., $1,075* (ps); Bel Air (6) 
4-dr., $890; Biscayne (6) 2-dr., $1,040. 
*58 Impala (8) sport coupe, $1,010* (ps), 
$830; Bel Air (8) 4-dr., $975* (ps), 
$730*; sport coupe, $805 (ps); Delray 
(6) 4-dr., $790, $650; Brookwood (? 
bo ay $775; Yeoman (6) 2-dr., $690, 


4-dr., $445*; Plaza (6) 4-dr. , $397, 

"56 Suburban (6) Sport 4-dr., $462*; Be}. 
vedere (8) 2-dr, hardtop, $352; Plaza 
(8) 4-dr., $282*; Savoy (6) 4-dr,, 
$227*. 

PONTIAC—’61 Bonneville conv., $3,250¢ 


df., $825. 
°59 Super (6) 4-dr., $1,145; station wag- 
on 4-dr., $1,025, $980. 


we 
’57 Super (6) 4- dr., $560* (ps). 
KY 1¢é. STUDEBAKER—’59 Lark (6) Deluxe 2-dr., 
$815. 
MISCELLANEOUS—’60 Chevrolet (6) %- 
ton pickup, $1,175. 
’58 Dodge (6) %-ton pickup, $500. 





(ps). 
’60 Catalina 4-dr. Vista, $1,837*. 
’59 Catalina 4-dr. Vista, $1,500*; 4-dr,, 





sereeumecenenae 








t $595* (ps), ; 

‘st oe Se wey... SFiS pee a Albany, N. ¥. 52 2- a, “330 = 158 fy ‘Dune 4: dr. Catalina, $1,235* 

~ fit t’ , a wGr., . ° ’ , 
‘2; bee. tate. 2-dr., $670; One Y | MG—’60 2-dr. hardtop, $1,325. Moreedee-Hens—'61 220 4-dr., $2,725. KANSAS CITY, MO. ive); pg oe 4-dr. Catalina, $950*; 

, . * : t "58 4-dr., $1,210. ion, ve 4-dr. iS). 
w$e00", $375°; 4dr, $575"; station wag- Bordentown, N. J. Metropolitan” 60 conv., $870. Wainesday. Prices are tor sale of Aug. 16,| ‘ST Star Chief 2-dr, Catalina, $627¢. 
on, $515* (ps); Bel Air (6) 2-dr., $465. Austin-Healey—’60 conv., $1,200. Porsche—’56 roadster, $1,350. BUICK—’60 Invicta 2-dr. hardtop, $2,105* ’56 Chieftain 4-dr. Catalina, $525; 4- -dr., 

CHRYSLER—'58 NY 4-dr., $1,075* (ps); | 91,50 Toadster, $645. |. Skoda—'60 2-dr., $350. (ps). ; 7 $392*. 
Saratoga 4-dr, hardtop, $1,050° (ps). | Hillman—'54 conv., $130. Taunus—’60 station wagon 2-dr., $720. 59 LeSabre 4-dr., $1,392* (ps), RAMBLER—’60 Super (6) 4-dr., $1,345; 

’57 Windsor 4-dr. hardtop, $540* (ps). MG— 60 MGA conv., $1,375; Volkswagen—’61 Karmann-Ghia 2-dr., $1,- °57 Super 4-dr ’ Riviera, $730*, $725* Ambassador (6), $865*, 

56 NY 4-dr., $480* (ps); Windsor 4-dr., | 9P¢!— 60 station wagon, $1,000. 850; 2-dr., $1,545, 2 at $1,540, $1,535, (ps). . ’59 American (6) 2-dr., $755, 
$285* (ps). ’ 59 station wagon 2-dr., $750, $1,455; Microbus, $1,160. 56 Special 4-dr. Riviera, $470* (ps); RM| 758 American (6) 2-dr., $525. 

DeSOTO—’57 Firedome 4-dr., $600*. Simea—’59 4-dr., $125. “9 '60 2-dr., $1,370, $1,350, $1,210, $1,200. conv. $442* (ps). ’56 Deluxe (6) 4-dr., $380. J 

52 4-dr., $115*. : Volkswagen—' 60 2-dr., $1,250, $1,200. *59 conv., $1,010, CADILLAC—’57 (60) Special 4-dr, hard- | STUDEBAKER—’59 Lark (6) Regal sta- 

DODGE—'59 Coronet (8) 4-dr. hardtop,| '57 2-ar., $600. 56 2-dr., $415. top, $1,617* (ps). tion wagor 2-dr., $845; Deluxe station 
$1,280". Volvo—’ 60 2-dr., $1,370. 56 Eldorado conv., $910* (ps) wagon 2-dr., $795, $702. I 

57 Coronet (8) conv., $675* (ps); Sierra Caldwell, N. J. CHEVROLET—’61 Impala (8) sport sedan, | MISCELLANEOUS—’57 International 4%- 

(8) 4-dr., geno (ps), Jaguar—’59 4-dr., $1,415. Sacramento, Calif. $2,330*; sport coupe, $2,150* (ps); Im-| , ct nae. Shee cttian ates ; 

’ 4-dr., $310°*. ; *; - , , 

FORD—"61 ‘Thunderbird és) 2-dr. hardtop, Chicago iT bos, ooee mation wagon, S50, 9620. eas ee -_ $1,975°; Biscayne ’51 Chevrolet %-ton pickup, $242. 9 
= a, = “1s eee wee Renault—’61 conv., oa a Goliath—’60 Hansa 1100 2-dr., $420 "60 Impala O) es uae’. s1,e00": i 
5 Ps), , Ps); Coun Volkswagen—’61 2-dr., $1,445. , to r sport coupe, ,925*; cayne ) 4 ° © : 
Sedan (8) 4-dr., $2,455* (ps); Faleon| 60 2-dr., $1,220. MG—'56 MGA roadster, $650. dr., $1,492; Bel Air (6) 2-dr., $1,437; — Auctions in Brief — 

naan antl ‘is oo Metropolitan—’58 2-dr’ hardtop, $530, Corvair (6) 4-dr., $1,192, $1,145, $1,- BORDENTOWN, N. J. I 
(ps); Fairlane 500 (8) 2-dr., $1,310; ytona Beach, bate 0g leat 59 Impala (8) sport coupe, $1,525, $1,-| .. National Auto Dealers Exchange. Sais 
Fairian, 500 (6) 2-dr., $1 180°: Ous- Austin-Healey—’60 Sprite 2-dr., $1,000. °58 4-dr., $°.65. ° P: 1 eae -’ Bel Ait 6) every Wednesday (Aug. 16), Market con- 
mmuante.ause” Volkswagen—'61 2-dr., $1,570. Vauxhall—’58 4-dr., $340. pal rises tel Ake igh d-de. $i| tinues to hold firm in ail years and models I 

"59 Galaxie @) far. Victoria, | $1,325 60 conv., $1,290; 2-dr., $1,185. ve5e 2-de $500. sunroof 2-dr., $675. 240°: Biscayne (8) 4dr. $1, .085¢; Bis. Sold 84 percent : = enone. 
Soi Se Staessen ne) “ea auoeetzeit Volvo 66! Sar, $1,060, $1,000 ae CHICAGO ] 
300 (6) 2-dr., $675. Porsche—’56 7 ee West Palm Beach, Fla. 58 Impala (8) conv., $1,272; Brookwood| Arena Auto Auction, Sale every Tu 

’58 Fairlane 500 (8) 2-dr. Victoria, $900* be pe yn sunroof 2-dr., $835. (8) 4-dr., $1,097, $895*; Biscayne (8) | (Aug. 15). Sharp cars still in demand. Sold 

‘it etme S00 (8) 2-dr. Vistects, $u20 -dr., $895. fans! "59 roadster, $1,370, $1,235; A55 4-dr., = S Pi. a wes 4 303 cars from om ones. b 

-ar. ’ ; -dr., le cayne -dr. ; r 

4-dr., $660*, 2 at $350* (ps); skyliner, Dyer, Ind. Fiat—’60 1100 4-dr., $635. pom tor coupe, $900*; 2-dr., $792*; Delray n 
$540* (ps); Country Squire (8) 4-dr., | Lioyd—'59 4-dr., $215. Ford (English)—’58 Prefect 4-dr., $355 (6) 2-dr., $767, $745. DYER, IND. 
$685* (ps); Country Squire (6) 4-dr.,| Renault—’59 4-dr., $245. Hiliman—’59 Husky station wagon, $475 ’57 Two-ten (6) station wagon 4-dr.,| Dyer Auto Auction. Sale every Friday Cc 
$560; Ranch Wagon (8) 2-dr., $575*; | Simca—’58 4-dr., $220. "58 Minx 4-dr., $410; Husky station wag- $972*; sport coupe, $865; 4-dr., $797*, | (Aug. 18), Market very good. Prices a 
aay bee’ (s) _ oo Pes (ps) ; Triumph—'59 4-dr., $315. 08, $405. $750, $565*; Two-ten (8) station wag- = Sold 284 cars from 372 consign- t 
(8) 2-dr., $480°; Custom (8) 2-dr., | © Kars E on Bt as 4. so 230 4-dr., $2,000. $885° (pa) $870° "or meat sme ; See b 
—., 2 ~. $465%; Custom (6) 2-dr., N. D. fa 390 4-@r.. 3925. ions oe" Bel Air (6) station wagon 4-dr., FONTANA, WIS. h 

® : ; . Goliath—’59 station wagon 2-dr., $500. orris— OF.» ° Fontana. Auto Auction, Sale every Thurs- 

" ae eae.’ jm oni — . Peugeot—’ 60 station wagon 4-dr., $910. "56 Two-ten (6) station wagon far. day (Aug. 17), Prices a little coche ae g 
Wasa. 8) 9dr. 0068; Country Flint ee aoe ee om © i eae an a 7. most models, Sold 167 cars from 238 con- P 
Squire (8) 4-dr., $420*; Fairlane (8) ee a a» Oe '58 Dauphine 4-dr., $380. 4-dr. $572*; sport sedan, $550°. er eae oe 

LINCOLN. it Colton adr, Sanaee Fe ee Sa MN 4-d ’59, Versailles ee ee ane oo Ro yal (8). oa ‘paras $1 PA. nr 
— -dr. s r. Oy: r. hardtop, $1,- 
$4,600* (ps). Kansas City, Mo. Taunus—’60 Deluxe 2-dr., $760. 427* (ps). Manheim Auto Auction, Sale every Fri- a 

*58 Premiere 2-dr. hardtop, $1,515* (ps). | Borgward—’58 2-dr., $625. Vauxhall—’59 station wagon 4-dr., $530. °57 Coronet (8) 4-dr. hardtop, $675*| day (Aug. 18). Clean cars continue in de- Ww 

*S7 Premiere 4-dr. hardtop, $900* (ps); | Ford (English)—’53 Zephyr 4-dr., $497. Volkswagen—’60 113 2-dr., $1,200; sun- (ps); Coronet (6) 4-dr., $675* (ps). mand, but fewer are available, Sold 72 is 
4-dr., $895* (ps); conv., $885* (ps). Renault—’59 4-dr., $492, $305. roof 2-dr., $1,150. *56 Coronet (8) 4-dr., 2 at $290*; 2-dr. percent of 781 consignments. te 


’55 Capri 2-dr. hardtop, $275* (ps). 
'URY — ’59 Monterey 4-dr., $1,275* 


(ps). 
55 Monterey 4-dr., $390*; Custom 4-dr., 
$210*, 2 at $175*. 
OBILE—’61 (88) conv., $2,750* 


(ps). 
"60 (88) Fiesta 4-dr., $2,005* (ps). 


—— conv., $1,230; roadster, $1,- 


uaa New Commercial-Car Registrations, i 


fein oie asl Five States for July, 1961-1960 " 




















= Big) 2-dr. Holiday, $1,725* (ps); 4- > # 
te cent oa). reward "50 2-dr., $660. G 
oS (98) 2-dr. Holiday, $1,185* (ps); Citroen—’58 4-dr 95. 
“gr ape ag Hillman—'58 Mink 4-dr., $355 st 
"BT (98) 4-dr. Holiday, $805* (ps), 2 at| “s57"trusky. $185 oa sk 
$770* (ps); 4-dr., $760* (ps); (88) 4- M . 59 2-dr $700. m 
dr. Holiday, $700* (ps), $625* (ps). "ST 2dr. $460. ” . 
"56 (98) 4-dr. Holiday, $740* (ps), $480*| 456 2Gr" “g436, gag5, 
Holtiay, $000""3 at $4b0) 's55*, conv | Renault—'61 Dauphine 4-dr., $950. Nebraska ‘st 3 371 71 ! 1 4 4 Ml k 
00° <, $500 $8259; | °56 CV 4-dr., $150. | a 4| 23): 279 107| 182 13 23| 16] 1037 
PACHARD™88 Ciipper 4-dr., $285° (ps). Simon —'OT Aronde ¢-dr.,_ $370. Rhode Island a |S a | so. ao ( 
’ -dr., : “? , . s 
PLYMOUTH —'61 Suburban (8) Custom 4-| voiyg gq 2-dr-° $1,280." West Virginia ‘sl 211 Tr 7 i i 
dr., $2,150* (ps). "59 2-dr., $1,065. | 187 3 172 ial re ial a 8 Fe tol § 
°60 Fury (8) 2-dr. hardtop, $1,700* (ps); eee - : 7 Sc 
gay de ssi: BA, i len, Wiconh 7 a ie 3 ee se ye Wy eee 
100 (6) 4-dr., $1,150 eim, Pa. |__51 i 
*59 Savoy (6) 4-dr., $785. BMW —'59 2-dr., $310. Wyoming ‘ot 159 Bi 124 x a Vl dl i 73 a ws § Ce 
’57 Belvedere p ae.. erate 7 oe ey wagon, $1,200. 22 88 43 48 2 is 22 8} 372 ce 
(ps); 2-dr., $475 urban ‘i i ® 
(oa 2a ures Subaman (0) Car | Sunt easint el Amaia 2ar., sigue. | epg, Raped | Ht aa) ae tol S|) lal | 
$410; Plaza (6) 2-dr., $310. ee ee ee Cane Oe. i a2 ras 19321 140919) 33330) 50898| 4381| 2857/6587) 13442] _16967| 437105 
Tae gees 0 Nee SENS: Piges (8) ) Tose, Ones, To Date 7 Boel 167e7e| _14ze| 20072| 147469] 41322] $8298] 9979| 29011 7991 | I4578| 29115] 493004 = 
PONTIAC—’61 Tempest (4) 4-dr., $1,700*, | Jaguar—’58 Mark VIII, $900* (ps). *—Connecticut not reported for second quarter. be 
’60 Ventura sport coupe, $2,200* (ps). € 
’58 Star Chief 4-dr. ee, _ (ps). e * e se) 
2 Se ees New P Car R Five States for July, 1961-1960 
3 ates Chil ae Cauann, san ew Fassenger-Car hegistrations, Five States for July, : i. 
RAMBLER—'61 American (6) 4-dr., $1,- thi 
650°. Cc 
"B® American, (0) 2-dr., $890, 2 at $850; eee ae : j ow. |552, - 
Super (8) 4-dr., $585°. ae i tiac [TOTAL . : 
57 Custom (6) 4-dr., $615. & Co, baker sib 
H STUDEBAKER—’ 60 Lark (6) 4-dr., $1,- 

100*, 2 at $985°. Nebraska el] 246 51 8 175] 236] 470) +1204 s| 108 104) 1424) 201 4) 1347 219 41} 251| 4506 bie 
59 Lark (6) station wagon 2-dr., $810. 60} 367 54 389] 293] 761] 966 107 gi} 116l] 139 13128 69} 184] 4633 I 
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State Laws Give Better Protection, Senate Group Told... 
ee eee eneneecmeseeneesaea 


CIT Raps Truth-in-Lending Bill 


WASHINGTON. — Universal CIT 
Credit Corp., in a statement op- 

ing the Douglas truth-in-lending 

pill, told the Senate Banking Com- 
mittee that some 35 states now 
have “regulatory laws that go much 
farther in protecting the consumer” 
than S. 1740. 

These state laws provide “ef- 
fective protection against abuses 
in credit sales,” said Universal 
OMT, adding that it is continuing 
to urge enactment in states which 
do not have such statutes. 

The finance company suggested 
that either the simple annual rate 
or the dollar amount be used as the 
requirement, but not both. 

CIT pointed out that some types 
of credit lend themselves to the 


—— 





A First for Holley— 


This is the new Model 1920 carburetor, 
Holley's first commercial application of a 
one-piece aluminum die-cast carburetor 
body. It will be used on six-cylinder en- 
gines for the ‘62 Valiant, Lancer, Plym- 
outh and Dodge | Dort, 


Holley Produces 


New Carburetor 


For Chrysler Use 


DETROIT.—A new Holley car- 
buretor will be introduced as origi- 
nal equipment on several Chrysler 
Corp. cars for the 1962 model year, 
according to John Nyland, automo- 
tive sales manager of Holley Car- 
buretor Co. 

He said Chrysler will use the 
Model 1920 with the six-cylinder en- 
gines for the Valiant, Lancer, 
Plymouth and Dodge Dart. 

Model 1920 is Holley’s first com- 
mercial application of a one-piece 
aluminum die-cast carburetor body 
with a removable zinc fuel bowl. It 
is a single-bore downdraft carbure- 
tor with divorced choke. 

Simplicity in servicing is regard- 
ed as one of the features of the 
Model 1920, Nyland said. Four gas- 
kets, a rubber grommet and five 
service assemblies are all the parts 
necessary for a complete overhaul. 
Gasket and repair kits for after- 
market sale will be made available 
shortly after the beginning of the 
model year. 


Ford Lab Awards 


Carbide License 


DETROIT. — Ford Motor Co.'s 
Scientific Laboratory hag an- 
nounced that Vascoloy- Ramet 
Corp., Waukegan, IIl., has been li- 
censed to produce titanium car- 
bides commercially. 

The Ford lab reported last March 
that it had perfected titanium-car- 
bide tool bits that far outwear the 
best tungsten-carbide grades for 
semifinish and finish machining. 

_ At the time, Dr. Michael Ference 
jr., the lab’s executive director, said 
the company had no plans to sell 
the new tool bits to outside firms, 
but said it would explore the pos- 
sibility of granting licenses to other 


concerns to produce titanium car- 
bides. 





Stainless Capacity Rises 
WEST LEECHBURG, Pa.—Alle- 
gheny Ludlum Steel Corp. is in- 
creasing its capacity to produce 


bright-annealed stainless steel strip 
with the addition of a second ver- 
tical continuous- -annealing furnace 
at its West Leechburg Works. The 
new furnace is scheduled for opera- 


| tion during the fourth quarter of 
1961, ’ 


simple-annual-rate expression 
(mortgages, for example) but 
others (installment contracts, for 
example) lend themselves to the 
dollar amount. 

“Since the major purpose of this 
bill, to wit, furnishing the debtor 
with the cost of credit, can be ac- 
complished by a change in the bill 
which would satisfy and silence the 
opponents of S. 1740, there would 
appear no justification for the in- 
sistence by the proponents of the 
provision for the dual statement, 
which, alone among all the provis- 
ions of the bill, has been found to 
be fundamentally obnoxious.” 

(What seems a simple change to 
CIT is, however, what Senator Paul 
Douglas, Illinois Democrat, has 
often called the “heart” of his bill.) 

Financial Publishing Co., pub- 
lishers of many varieties of rate 

charts, also filed with the com- 
mittee. The statement written by 
Charles H. Gusbee, president, 
— endorses nor opposes the 
However, he did urge that if the 


committee wants to require a rate 
statement, it should exempt small 
transactions, 

The principle here is that charges 
for small loans are comparatively 
high simply to cover overhead and 
bookkeeping costs, he said. 

Gusbee also recommended that 
the committee “permit a rough fig- 
ure. 

“Lenders are afraid of. a statute 
which would require great precision 
in a complex field,” he said, “But 
if, for example, the interest rate 
need only be stated within a toler- 
ance of one percent one way or the 
other, the lender would feel safer 
and the borrower would have a 
pretty good idea of where he stood.” 

In addition, he urged “a double 
standard. 

“A rate stated by either the 
constant ratio method or actu- 
arial method would be good 
enough for practical purposes,” 
he said. The first method, he 
added, has “great simplicity of 
calculation,” and although the 
second method involves fairly 


large and expensive tables, “it 
would be expected that smaller 
tables would appear if the need 
existed.” For simple rate add-on, 
discount or constant ratio, the 
rate is available in a free table. 
Gusbee also had a recommenda- 
tion for fees and other expenses. 


“The committee should indicate 
clearly the constituent elements of 
the loan,” he said. “Thus in auto 
finance it is customary to add the 
cost of collision or other insurance. 
As this is an expenditure for value 
received, it should rightly form part 
of the loan. The same would apply 
to the cost of credit life insurance 
or accident and health insurance. 

“The border-line area consists of 
recording fees, investigation fees, 
documentary stamps and similar 
expenses, It should be clearly in- 
dicated whether such fees are the 
obligation of the borrower and thus 
part of his loan; or whether they 
are the ordinary expense of the 
lender in conduct of his business, 
and thus come out of his interest 
earnings.” 

Gus bee’s final recommendation 
was for a postponed effective date. 

“It would be expected that in 
most cases the rate chart used by 
the lender could carry a statement 
of the effective interest rate for the 
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convenience of the lender,” he said. 
“If the effective date of any act 
were to be set for a future date far 
enough ahead, it would allow for 
the orderly preparation of needed 
figures and minimize confusion.” 
Meanwhile, on the Senate floor, 
Senator Joseph S. Clark, Penn- 
sylvania Democrat, criticized the 
American Bar Assn, for its op- 
position to the bill, of which he is 
co-sponsor. 

Clark rejected ABA’s opinion of 
the adequacy of state laws, and 
added that no state has a truth-in- 
lending law in effect. 

In the 12 states where such meas- 
ures were considered this year, 
Clark added, the bills were “killed 
after credit industry representa- 
tives testified that state action was 
unnecessary because a nationwide 
law was pending in Congress.” 

On the House side, Rep. Abraham 
J. Multer, New York Democrat and 
sponsor of a companion bill, has 
written to the chairman of the 
House Banking Committee urging 
early hearings ori the House bill. 

However, Chairman _ Brent 
Spence, Kentucky Democrat, is not 
thought to be sympathetic to the 
bill and is unlikely to agree to 
“early” hearings, if indeed to any at 
all, 
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* MEASURABLE EXCELLENCE = HARRISON RELIABILITY 


IN AUTOMOTIVE TEMPERATURE CONTROL EQUIPMENT 


From product planning to production, from materials to craftsmanship, from labo- 


ratory tests to the proving ground ... 
to achieve the highest degree of reliability. The result is 


Harrison employs precise scientific techniques 
**measurable excellence” — 


your assurance that Harrison products will do their job exactly right. So if you have 
temperature control problems—passenger comfort or vehicle efficiency—look to 
Harrison, leader in reliability. 
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HARRISON RADIATOR DIVISION, GENERAL MOTORS CORPORATION, LOCKPORT, NEW YORK 
AUTOMOTIVE RADIATORS « OIL COOLERS * THERMOSTATS « AIR CONDITIONERS * HEATERS ¢« DEFROSTERS 





This is it! The big tire news for ’€2 


The only all-new tire 
at the 62 auto shows! 


U.S.ROYAL 





afety-3800 


Brand-new and better in every wa 





22% more tread wear for extra mileage 

.»» 10,242 skid and traction gripping 

edges... and these two exclusives are 
just part of the story. 


What amazes everybody is the way this great new 
tire performs. It lets every car do its very best. Car 
buyers like it right away: they sense a brand-new 
feel. And automobile manufacturers like the new 
U.S. Royal so much, they're putting this new tire 
on 1 out of 4 new 1962 cars. 


a More Mileage (22% more than competi- 
tive tires) 


& New “Anchored Tread (for a higher safe- 
ty factor. Pressure-tempered sidewalls and 
body make a stronger tire for longer life) 


@ Superior Skid Resistance (thanks to 
deeper tread grooves and a unique tread 
design) 


@ Quieter, Cooler at High Speeds (with 
added safety “built in” to the “Low Profile” 
construction ) 


@ Increased Dependability (made with 
new high-strength bonded cords—and guar- 
anteed* for a full 2 years) 


No other tire made, new or old, high or low-priced, 
offers this extraordinary combination of advan- 
tages and improvements. No other tire in its field 
rides as well, lasts as long as this new U.S. Royal 
tire—the only all-new one at the 62 auto shows. 


Specify them for your new car or see your U.S. 
Royal Dealer. 


*Guaranteed against blowouts, cuts, impact breaks, etc.; puncture, abuse and 
consequential damage excepted; based on service rendered at list price. 


1 out of 4 new cars rides on 
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So new...so important...is the new U.S. Royal Safety-800, we’re backing it with the biggest 
advertising budget we’ve ever put behind a single tire. The first public announcement, below, 
will appear in The Saturday Evening Post, Life, Look, Newsweek, Time, U.S. News & 
World Report. Other big full-color ads will follow. Watch for them. Your customers will. 


| LOW PROFILE TIRES United = Rubber 


Rockefeller Center, N.Y. 20,N.Y. in Canada: Dominion Rubber Co., Ltd. 


**Low Profile’ is United States Rubber Company’s trademark for its lower, wider shape tire. 












Tire Mounter Designed 
For Car, Truck Plants 


Allied Steel 
Sparton Corp., Jackson, Mich., 


production line requirements. 


The Allied Automatic Tire Mounter con- 
sists of conveyors which receive wheels 
and tires automatically from storage areas. 
Soap is applied to the bead of tires and 
the tires are ejected onto a mounting 
conveyor where a mounting head firmly 
guides the tires over the rims. The mount- 
ing head is self-adjusting so that different 
sizes of wheels and tires can be assem- 
bled on the same line. Tires are auto- 
matically inflated to the desired pressure 
conveyed to the final cor assembly lines. 

Om 





High-Strength Adhesive Used 
To Bond Variety of Materials 


A high-strength, heat-resistant adhesive 
that can be spray applied in a relatively 
dry form and requires only contact pres- 
sure for bonding a variety of materials 


has been announced by the Adhesives, | . 


Coatings and Sealers Division, Minnesota 
Mining and Manufacturing Co., 900 Bush 
Ave., St. Paul 6, Minn. 

This synthetic rubber base adhesive, 
designated as EC-1828, can be used to 
bond all types of materials including 
Polystrene, sheet plastic, steel, aluminum, 
wood, particle board and foamed glass. 
Because of a new spray technique, ex- 
cellent filleting properties are said to be 
obtained; therefore, it is used extensively 
in the fabrication of honeycomb sandwich 
panels. Other applications include bond- 
ing building panels and mote assemblies. 


Dual Drive Develops 
Gear Differential 


A new differential has been designed 
and is being produced by Dual Drive, Inc., 
3597 Lee Rd., Cleveland 20, O., to pro- 
vide more efficient use of engine power. 

It consists of two basic operating parts, 


and Conveyors Division, 
has an- 
nounced tire mounting equipment for in- 
stallation in automotive and truck assem- 
bly plants to permit the mounting of dif- 
ferent sizes of tires at speeds geared to 















a balancing gear and a side gear. Worms 
on the axle shaft mesh with worm wheels 
to assure positive drive under all condi- 
tions, it is said, The worm wheels are in- 
terconnected by balancing gears for exact 
power division on turns permitting ease 
and safety on turns without the tendency 
to push a vehicle straight ahead, Dual 
Drive said. 


Production Glass Driller 


Gardner-Denver Co., Quincy, Ill., has 
announced an automatic production ma- 
chine designed for hole drilling in glass. 

* * 


Filament-Wound Parts 
Offered by Taylor Fibre 


Filament-wound reinforced plastic parts 
are offered by Taylor Fibre Co., Norris- 
town, Pa., manufacturer of laminated 
plastic and vulcanized fiber. 

The parts exploit the high strength of 
glass filaments in tension, Taylor said. 
They can be provided in straight tubes, 
closed-end pressure vessels and in taper- 
ed or other geometric shapes. 































Technical 


John R. Baker has been named 
quality control manager for Bendix 
Filter Division, Bendix Corp., Mad- 
ison Heights, Mich, 

* * x 
Braden Winch Appoints 
Engineering Vice-President 


E. W. Turnquist has been ap- 
pointed engineering vice-president 
at Braden Winch 
Division of Nau- 
tec Corp., Broken 
Arrow, Okla. He 
will be responsi- 
ble for the com- 
pany’s improved 
winch design and 
new product de- 
velopment pro- 
grams, 

Turnquist has 
been associated 
E. W. Turnquist with Braden 
Winch for 27 years. Prior to his 
current advancement he was chief 
engineer of the firm. | 


Fisher Body Prawuses 


Schamel in Development 


The appointment of Clyde H. 
Schamel as senior engineer-in- 
charge of Fisher Body’s experi- 
mental and development depart- 
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Engineering and Production 
New Products 





Brake Shoe Bonding Oven 
Announced by Bondomatic 

Bondomatic Corp., 1837 W. Gage St., 
Los Angeles 47, Calif., has introduced the 
new Hurricane No. 800 brake shoe bond- 
ing oven, 

The oven can produce 1,000 shoes an 
hour. It is equipped with full safety con- 
trols, automatic spark ignition, recirculat- 
ing heat. Other ovens range from 2,000 
to 8,000 an hour. s 

* * 


Redesigned Chuck Faceplate 
Offered by Erickson 


A redesigned faceplate mounting for 
using the '09 series collet chuck on boring 


Personnel 





ment was announced by Bart Cot- 
ter, chief engineer of Fisher Body 
Division. 

Schamel] started with Fisher Body 
in 1943 as a senior project engineer 
with Central Engineering in De- 
troit, He was transferred to the 
experimental and development de- 
partment in 1945 as general super- 
visor of product drafting. Promo- 
tions through engineer-in-charge 
and assistant senior engineer-in- 
charge led to his present appoint- 
ment. 

* ca * 


Sparton Names Woodford 
Sparton Electronics, division of 
Sparton Corp., has appointed Dale 
N. Woodford as chief controls en- 
gineer. 
* * * 


Engineering Society of Detroit 
Elects Palmer President 

Clyde L. Palmer, city engineer, 
City of Detroit has been elected 
president of the Engineering So- 
ciety of Detroit. 

Palmer is a charter member of 
ESD and has served as a director 
for five years, holding the offices of 
assistant treasurer, treasurer and 
second vice-president. 





Revived for Cardinal Suspension .. . 
Transverse Leaf Spring Returns 


(Continued from Page 18) 


performance depends on whether 
it’s engineered correctly. 
* ok 


Low Roll Rates 


eee reported several potential 
pitfalls. For one thing, the 
steering and handling problems will 
be greatly dependent on the extent 
that the transverse leaf spring is 
used as an arm to carry horizontal 
loads from the wheels, as well as 
vertical loads. Some European cars 
require the transverse spring to 
take excessive fore and aft loads 
with uphappy results. 

Pointing up another possible 
problem, a suspension engineer 
commented: “With a transverse 
spring, you get fairly low roll 
rates. This means that such a car 
has a tendency to roll excessively 
to the left on a left turn or to 
the right on a right turn, There’s 
not as much roll resistance be- 
cause the opposite side of the 
spring tends to increase this roll. 

“Of course, this can be compen- 
sated for on this car, as it is on 
most current cars, by using a sta- 
bilizer bar. The stabilizer does the 
job pretty well, but it’s not too de- 
sirable because it reduces the in- 





dependence of the front wheels and 
it sometimes introduces other 


things in a ride, such as harsh- 
ness.” 

Another source said that these 
cars often roll, but the cause is fre- 
quently to be found elsewhere, such 
as in a torsionally unrigid frame 
or insufficiently rigid spring 
mountings. Also, if the spring is 
close enough to the wheel, it can 
have an anti-roll affect. 

* 


oa ok 

A MAJOR nightmare, and one 

familiar to almost anyone who 
drove in the 1940s and before, was 
the front wheel “shimmy” in the 
transverse spring cars. This was 
generally blamed on the kingpin in 
the front suspension, but the Cardi- 
nal would be expected to avoid this 





Hupp to Acquire Hercules 


In Exchange of Stock 


CLEVELAND. Directors. of 
Hercules Motors Corp., Canton, O., 
have voted to sell assets of Hercu- 
les to Hupp Corp. 

Under terms of the agreement, 
2% shares of Hupp common stock 
will be exchanged for each share 
of Hercules common stock. The 
sale will be presented for approval 
to a special meeting of Hercules 
stockholders. Approval by Hupp 
stockholders is not required. 


condition because it has the ball 
joint instead of a kingpin. 

The blessing or the curse of all 
leaf springs (depending on whether 
you or your competition has them) 
is the interleaf friction. The Cardi- 
nal spring, like practically all leaf 
springs, will have plastic liners be- 
tween the leaves to reduce this 
friction, but a certain amount of 
friction remains to cause harshness 
and sometimes noise. 

On the other hand, this friction 
when controlled can be helpful in 
dissipating some of the energy 
that builds up in a spring that 
otherwise would have to be ab- 
sorbed by a shock absorber. 

As a rule, conventional shocks 
are used, although they require dif- 
ferent valving because the spring 
is a little stiffer. 

Asked if the net effect .of the 
transverse leaf spring might not 
mean a harder ride, the engineer 
said, “It’s not necessarily less soft. 
The ride in a small car with this 
spring is dependent upon the 
spring rates you design into it.” 

Among the factors that affect the 
transverse leaf spring’s rates are 
the normal rates of the spring, the 
position and length of the shackles, 
the camber of the spring and the 
load on the spring. 












mills, lathes, indexing plates and inspec- 
tion fixtures is announced by Erickson Tool 
Co., Solon, O. 

The new collet chuck speeds setup in 
many operations where machine tools and 
fixtures are equipped with permanent face 
plates, it is said. Eleven chuck sizes are 
available, spanning a range from 0.013 
through eight inches. The face-plate 
mounting has four bolt holes. 

oe ee 


RADAR DETECTOR —Electronic device 
for autos and other motor vehicles clips 
to sunvisor, “beeps” when within ¥-mile 
of radar zone. Driver can regulate sound 
of beep by turning knob. Called Radar- 
Gard, the instrument alerts driver to slow 
down in radar-patrolled zones. It oper- 
ates on two penlight batteries, good for 
35,000 miles of driving. Mortronic Radar 
Detection Devices, 2900 W. Peterson Ave., 
Chicago 45, Ill. 


Surface Coating Resin 


The availability of a surface coating 
resin, Cymel 255-10 isobutylated melamine 
formaldehyde resin, has been announced 
by American Cyanamid Co., Wallingford, 
Conn.. Cymel 255-10 is said to represent 
a@ major advance in amino-oxidizing alkyd 
resins for formulation of white and colored 


baking enamels. 
eae ae 


Needle Bearings 


Eight sizes of “off the shelf’ needle 
bearings have been announced by Kaydon 
Engineering Corp., Muskegon, Mich. Kay- 
don now offers these thin-shell bearings 
in 22 sizes with %-inch to 1%-inch bores, 
including 12 different bore sizes. 


Engineering Briefs 





NEW YORK.—The American 
Welding Society plans to move to 
its new home in the United Engi- 
neering Center, a 20-story all-weld- 
ed building facing the United Na- 
tions Plaza, early in September. 


The center will house 19 major 
engineering societies representing a 
combined membership of over 300,- 
000. The library, probably the most 
comprehensive engineering library 
in the world, will occupy the entire 
second floor with sub-floor areas 
for stacks. The library of nearly a 
quarter of a million technical books 
will be moved without any inter- 
ruption of service. 

* * * 


Firm Opens Laboratories 
To Use of Customers 


ASHTABULA, O. — Molded 
Fiber Glass Co., world’s largest 
molder of fiber glass,-announced 
that its research and testing lab- 
oratories here are available with- 
out charge to assist customers in 
materials selection, product de- 
sign and quality control. 

The facilities include a chem- 
istry laboratory for development 
of new resins, a physical lab for 
testing physical] properties of 
molded samples, an exposure lab 
to determine the effects of chem- 
icals, heat, humidity and other 
environmental factors on molded 
materials and an endurance lab 
to test long-time physical per- 
formance. 

* * * 


Scholarship Program Bared 


CHICAGO.—A new research 
scholarship program providing en- 











Magnetic Equipment Used 
For Conveying Parts 


Magna-Rax units, made by Eriez Mfg, 
Co., Erie 6, Pa., hold large or small parts 
without special positioning or attachments, 
Positive magnetic attraction, where there 
is a minimum of surface contact, prevents 
parts from falling or floating off during 
painting, degreasing, dipping or other 
operations, it is said. 

Each stainless steel cylinder contains g 
permanent, nonelectric Erium magnetic ele. 
ment. Magna-Rax units, available in stang. 
ard or custom-designed models, reduce 
rack inventory and eliminate work delays 
caused by parts falling off pin racks, jt 
is said. 









































Governor System Designed 
For Power Take-Off Control 


Holley Carburetor Co., 11955 E, Nine 
Mile Rd., Warren, Mich., has developed an 
auxiliary governor system to control the 
speed of power equipment with a wide 
variation in load requirements. 

The system is said to be the first prac. 
tical control to automatically adjust power 
supply to keep power take-off speed con- 
stant. The governor can be adapted to 
control the speed of any hydraulic or 
mechanical devices powered by gasoline 
engines, the manufacturer says. 




















































gineers with the opportunity for 
graduate study in metal cleaning 
operations and processes was an- 
nounced by its joint sponsors, Phil- 
lips Mfg. Co., Chicago, and Dia- 
mond Alkali Co., Cleveland. 


* * * 


Plant for Ring Industries 


MANSFIELD, O.—A new plant 
will be built here for Ring Indus- 
tries, Inc. which manufactures 
tools, dies, jigs and fixtures for the 
auto and aircraft industries. 

* * * 


Scott to Speak in Japan 


DETROIT.—Gifford G. Scott, re- 
search associate with the physics 
department of General Motors Re- 
search Laboratories, will present 4 
paper at the International Confer- 
ence on Magnetism and Crystallo- 
graphy at Kyoto, Japan, Sept. 25-30. 
He will appear on the Sept. 29 pro- 
gram with a presentation on “Mag- 
neto-mechanical Determination Gy- 
romagnetic Ratios.” 

ok * ok 


IH Nodular Iron Unit 
Opens in Memphis 

MEMPHIS. — International Har- 
vester Co. has opened its nodular 
iron foundry at its Memphis 
Works. 

The 196,000 - square - foot facility 
was converted from a grey iron 
works and has a capacity of 8,500 
sand molds and 135 tons of molten 
iron on each shift, It will produce 
castings for the company’s truck, 
farm equipment and construction 
equipment divisions. 
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If Tariff Barriers Fall... 
I< 


AUTOMOTIVE NEWS, AUGUST 28, 1961 


British Eye Gains in Europe 


By F. C. Livingston 
Special Correspondent 

LONDON. —As Britain’s leading 
exporter-—so far as earnings are 
concerned, the auto industry is 
more intimately affected than many 
others »y the proposed entry into 
the European Common Market. 

The Society of Motor Manufac- 
turers and Traders has 

carried out a detailed investiga- 
tion on the likely effects on the 
jndustry’s prosperity. So far, the 
general opinion is markedly in 
favor of the move, since it is be- 
lieved it will provide home buy- 
ers with a wider choice and, more 
importantly, give British export- 
ers a better chance in many con- 
tinental countries. 

At present, the British import 


price. So, every $100 of this price 
becomes $130 by the time it reaches 
the importer and the purchase tax 
(just boosted by the “little budget’) 
is based on this figure of $130. 

On the other hand, the present 
six Common Market countries have 
substantially reduced the duty on 
autos for trade between themselves, 
but not the duty on cars from out- 
side the Common Market, 

In an effort to balance the 
economy in Britain, the Chancel- 
lor of the Exchequer introduced a 
special budget at the end of July 
which swiped at practically every 
popular commodity. With a “reg- 
ulator,” as he called it, the Chan- 
cellor upped purchase tax by 10 
percent. 

The immediate effect was to in- 


duty on cars from Europe is 30/ crease the cost of all types of autos 


percen 


t on the basic manufacturer’s | and also make the terms for financ- 





Renault Shatters Tradition 


With Its New Light Car 


(Continued from Page 8) 


ex 
fight front fender and connected to 


the top of the radiator by a rubber 


hose. es 


S RISING engine temperature 
A causes the cooling liquid to ex- 
pand, internal pressure builds up 
and some of the liquid is forced 
into the expansion tank. 

When the engine cools, the 
liquid contracts, the pressure de- 
creases and the liquid previously 
expelled is drawn back into the 
radiator. 

The three-speed transmission is 
synchronized on the top two. Its 
housing, cast of light-weight alloy, 
also encloses the crown wheel, pin- 
ion and differential. 

Power is delivered to the front 
wheels by two shafts, each with 
two constant-speed universal] joints. 
The shafts slant toward the rear 
to permit maximum wheel lock for 
steering. 

ak * 

a independent suspension is 

by means of upper wishbones 
and lower transverse arms, with 
springing through a longitudinal 
torsion bar on each side. The tor- 
sion bar is anchored in the lower 
suspension arm and is adjustable 


sion tank located under the| by cranked arm on the chassis. 


Rear suspension ig by trailing 
arms and parallel transverse tor- 
sion bars. Shock absorbers in the 
rear are placed above the suspen- 
sion arms in nearly horizontal 
position to help provide a flat 
floor and increase ground clear- 
ance, 

Mounting all mechanical com- 
ponents at the front and abandon- 
ing the conventional separate lug- 
gage compartment has also helped 
to give the R4 a flat floor. 

As a touring car, with the rear 
bench seats in position, the R4 has 
17 cubic feet of luggage space 
available with eight square feet 
of floor space. 

With the rear seat removed, the 
car is a two-seater with 50 cubic 
feet of luggage space. The front 


seat can also be quickly removed 


for use outside the vehicle. The 


spare wheel is mounted beneath the 
floor of the luggage compartment. 
It can be reached without remov- 
ing the luggage. 


Seats are of tubular frame con- 


struction with synthetic foam over-| - 
laid on a sprung fabric-and-rubber 
base, 


* * * 


YDRAULICALLY actuated 
brakes use conventional drums 


. than comparable competitive tires. § 


and the mechanical handbrake op- 
erates on the front wheels. A spring 
valve in the hydraulic circuit sets 
a predetermined limit on the hy- 
draulic pressure. This prevents un- 
expected locking of the rear wheels 
in panic stops. 

Most moving parts of the chas- 
Sis are rubber-bushed, The re- 
maining ones are permanently 
greased and sealed, As a result, 
no lubrication is necessary. 

The body of the car can be easily 
dismantled. The four fenders and 
the body section in front of the 
windshield are bolted in position 
and the body itself is mounted to 
the platform-chassis by only 16 
bolts. All doors and the hood-and- 
grille are quickly removable. 

Clutch, brake and accelerator 
pedals are suspended, and the shift 

lever is mounted in the middle of 
the dashboard. 


New °62 Tire Has 
18 Improvements, 


U. S. Rubber Says 


NEW YORK.—A low-profile tire 
for the 1962 model cars incorporates 
more than 18 improvements for 
longer mileage and safer turnpike 
driving at high speeds, according 
to United States Rubber Co. 

The new tire, which is called the 
U. S. Royal Safety 800, will be 
available through the company’s 
30,000 independent tire dealers 
shortly after Labor Day, the firm 
said. 

The tire, according to G. Ray- 
mond Cuthbertson, general man- 
ager of the tire division, was select- 
ed as the most promising of 47 dif- 
ferent tire designs and subjected 
to more than 10 million miles of | 
testing on the road and on the com- 
pany’s high speed track at Lancas- 
ter, Calif. He cited four significant 
advantages to motorists: 

1. Fourteen percent more tread | 
mileage than the tire it replaces = 
and up to 25 percent more mileage 


2. A new adhesive for bonding 
the tire cord and the carcass rub- 
ber of the tire, making it one of 
the safest tires ever developed for 
turnpike speeds. 

3. A tread pattern built in five 
rows instead of seven with angular § 
slotting for greater road grip. The 
new tread makes the tire more re- 
sistant to skidding than any other 
comparable tire now on the market. 

4. A low-profile design which 
makes the tire wider than it is 
high. This makes it cool running, 
reduces its power consumption and 
Sives it added stability. 





Improved Royal Tire— 


Pamela Stone displays the new U. S. 
Royal Safety 800 for 1962 cars. United 
States Rubber Co. says it features 18 im- 
provements for longer mileage and a new 
five-row tread for greater road grip. 


ing them much tougher. Bigger 
downpayments and higher interest 
charges have been announced by 
the Finance Houses’ Assn, 

The association calls for a mini- 
mum downpayment of 25 percent, 
instead of 20 percent, on vehicles 
under three years old, and a mini- 
mum of 33% percent, instead of 25 
percent, on older vehicles. 

Interest rates go up by one per- 
cent, to a maximum of 10 percent 
for new vehicles, 11 percent on ve- 
hicles up to three years old and 13 
percent on those more than three 
years old. 

The Society of Motor Manufac- 


turers and Traders described the - 


moves as “another deterrent to 
home sales.” 

The biggest of the independent 
finance houses, United Dominions 
Trust, has taken a different line 
of action. It is not increasing its 
rates but it is refusing to touch 
any car over five years old. 

This announcement has hit the 
used-car market hard. Prices for 
cars in above-average condition 
have dropped by 10 to 15 percent. 
On the other hand, the level of 
sales has been remarkably high. 

By cutting the price of the Hill- 
man Minx by $168, the Rootes 
Group has essentially introduced a 
new model in the lower-medium- 
price range and there will be an- 
other and more expensive Minx to 
come soon—somewhat similar to 
the group’s new Singer Vogue. 

The new model is being added to 
the Singer range for 1962. In body 
styling, it is considerably different 
from that of the Gazelle and it is 
fitted with dual headlamps. Its 
overall length and width are great- 
er, but its height is less than the 
Gazelle. It weighs about 110 pounds 
more. The Gazelle is being contin- 
ued, but has had its basic price cut 
by $64. 

Both the Vogue and the Gazelle 
have the same new enlarged four- 
cylinder Rootes 1.6-liter motor 
which develops 56.5 horsepower 
and, While a manually operated 
transmission is standard, fully au- 
tomatic drive is available, or, al- 
ternatively, overdrive acting on 
third and top gears. 

Fitted with a more powerful 
and economical 1.6-liter motor is 
the new Hillman Minx deluxe. 
At the same time Rootes has cut 
the price by $168. Higher cruising 
speed and gas mileage are fea- 
tures of the new car, according 
to Rootes. A restyled Minx is also 
promised. 

Important changes in the war- 
ranty for new cars have been in- 
troduced by British Motor Corp. 
The new warranty provides for an 
independent referee to settle dis- 
agreements between BMC and car 
owners. The referee would be from 
a motoring organization or similar 
body. 

Labor charges, as well as the cost 
of replacement parts, will also be 
allowed in the new warranty. Com- 
ponents and accessories not made 
by BMC, which until now have 
been excluded from the general 
guarantee, will also be covered in 
future. Everything except tires is 
now covered. 

The new warranty will go with 
the car for 12 months, whether or 
not it is sold by its first owner dur- 
ing that time. It is expected that 
other British makers will shortly 
fall into line with similar modifica- 
tions to their guarantee forms. 

Donald Gresham Stokes, general 
sales and service manager of Ley- 
land Motors, Ltd., and managing 
director of Scammell Lorries, Ltd., 
has been elected president of the 
Society of Motor Manufacturers 
and Traders. 


Cleveland Auto Show 


Planned for November 


CLEVELAND.—Plans for a four- 
day auto show, Nov. 9-12, at the 
Public Hall here have been. an- 
nounced by International Auto- 
shows, Inc. 

The show, under the name Auto- 
world, would include 1962 models, 
antiques, experimentals, hotrods, 
racing cars, customs, imports and 
motorcycles. © 






New Singer— 


This is Singer's new Vogue for 1962. 
It is bigger and heavier than the Gazelle 
model and features dual headlights. The 
Vogue is powered by the Rootes Group's 
new four-cylinder, 56.5 horsepower en- 
gine. Automatic drive is available. 


Octogenarian a Dealer 50 Years... 
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Indiana Designs 
Decal Denoting 
Code Subscriber 


INDIANAPOLIS. — A _ window 
decal specifying that the dealer has 
subscribed to the new code of busi- 
ness standards has been designed 
for members of the Automobile 
Dealers Assn. of Indiana, according 
to Herman Schaefer, executive vice- 
president. 

At the bottom of the decal are the 
words: By invitation . . . subscrib- 


-|ing to the code of business stand- 


ards of the Automobile Dealers 
Assn. of Indiana, Inc. 
The top part of the decal states 


| that the dealer is a member of the 


association. 
Schaefer said that in cases where 


"| the dealer does not subscribe to the 


voluntary code, the bottom part of 
the decal is cut off. 

The code, which was adopted at 
the annual convention in June, has 
as its chief objective the “promotion 
and maintenance of honesty in and 
dependability in business operations 
and to avoid deception and fraud,” 
said Schaefer. 





Drennen Recalls Early Days 


BIRMINGHAM, Ala. — Hubert 
Drennen, who claims he introduced 
department-store methods in auto 
retailing, looked back on more than 
50 years in the business as he cele- 
brated his 85th birthday recently. 

Although he retired from active 
management about 10 years ago, 
he siill is chairman of Drennen 
Motor Car Co., which he opened 
in 1908. His son, Nab Drennen, 
now heads the firm. ‘ 

The elder Drennen’s father oper- 
ated a department store in Birm- 
ingham for many years, so he said 
it was only natural that he should 
incorporate some of his father’s 
methods in selling autos. 

Drennen got into the transporta- 


here's the key 


tion business by working for a time 
in the department of his father’s 
store that handled wagons and 
buggies. 

“I realized early in this business 
the advantages in departmental- 
izing sales, service, parts, tires 
and used cars,” he added. 

For a number of years, he said, 
the firm handled all General Motors 
makes. It now has Cadillac, Buick, 
Chevrolet and Opel franchises. 

In spite of his long experience in 
the business, Drennen wants no 
part of the highways today. “There 
are just too damn many cars on 
the road,” he said. 
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More Profit in “62 


Get Ready Now for New Car Announcement 


A SPECIAL 


University of Miami 


SPONSORED SEMINAR ON 


LEASING and FINANCING 


The Seminar will tell you about the VERY PROFITABLE 
Auto Rental and Leasing business and . . . How you 
can have the Prestige and Guidance of an Interna- 
tional System. 


The Seminar fee of $105.00 includes your Hotel, Meals, 
Seminar Materials and the University of Miami Certifi- 
cate on Leasing and Financing. 


Seminar Conducted at the Beautiful 


OCEAN MANOR HOTEL 


Fort Lauderdale, Fia. 


MONDAY AND TUESDAY 
SEPTEMBER 11th and 12th, 1961 
A PROFITABLE BUSINESS TRIP FOR YOU! 


Write or Phone TODAY for Your Reservation 
rn CARS RENTAL SYSTEM 


938 SUNRISE LANE—P. 0. BOX 7126 
FORT LAUDERDALE, FLORIDA 


An International Rental & Leasing Association 
of New Car Dealers 


PHONE LOgan 6-4321 
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Friedman Sells 4,000 Cars a Year... 


Miami Lot Enjoys Huge Growth 


cause we do our utmost to deliver 
cars in good running condition. 

“In the first place, we are very 
selective about our buying. About 
60 to 70 percent of our cars come 
from new-car dealers within 300 
miles. We never buy at auctions. 
Franchised dealers know we can 
absorb a substantial number of 
clean cars at a fair price for cash. 

“We never buy clunkers, and 
we usually prefer late models, al- 
though on our economy corner 
we will buy cars that can be thor- 
oughly reconditioned, These deal- 
ers are friendly and realize once 
we are stuck, and cars are not 
truthfully represented, our outlet 
is closed to them. 

“We do take some rental cars 
also, and let me tell you, rental cars 
are maintained in better condition 
than the ordinary private car. Not 
all, of course, but most of them.” 

Friedman continued, “From my 
experience, I'd say new-car dealers 
are not usually good merchandisers 
of used cars. Often it is a sideline 
with them. They have to take 





larger quarters and began an ex- 
pansion program. 

Today, Merrill Friedman’s Muni- 
cipal Auto Sales is one of the larg- 
est used-car operations in the 
South. It occupies two full blocks 
on both sides of the street for dis- 
play and the service shops cover 
another block. 

In 1960, Friedman sold more than 
4,000 units with a fraction over 3 
percent of post-delivery service. All 
this at a profit. 

Asked the reason for his growing 
success and high percentage of sat- 
isfied customers, Friedman replied: 
“Well, primarily, I suppose it’s be- 


By Trescot Goode 
Staff Correspondent 


MIAMI.—Early in 1953, Merrill 
Friedman, who had been selling 
used rental cars in Chicago, decid- 
ed to go into business for himself. 
He chose Miami and opened a small 
lot here. 

Friedman didn’t set the world 
on fire the first year, although he 
did sell 500 cars, and at a profit. 
He had visions of 500 units a 
month and a large organization 
embracing the thorough recondi- 
tioning of all merchandise in his 
own shops, 

He left his first location, found 














































Get Top Dollar for Your Trade-in 
Wagons! Recondition them with 


Ctation Wagon CARGO DECK MATS 
Exactly Like Original Equipment 


Precision die-cut to car manufacturer's specifications. 













TAILORED-TO-FIT Each set contains all components for 


complete replacement of mat panels 






COLOR-KEYED Available in colors and patterns oss 


to compliment interior trim. 







he said, “that the thing women 
objected to was synchronizing 
the foot clutch movement with 
the hand shift movement. 

“So I went all over the country 
buying up electric clutches. They 
are getting scarce now, but I found 
enough for my customers. Women 
don’t mind a bit if all they have to 
do is flick a lever.” 

* * 







Made from 
(Armstrong 


conn company 


Vinyl Automat 
ECONOMICAL 


Low in cost. Pre-cut to save 
costly labor charges. Quickly 
installed by anyone. 


— INDIVIDUALLY BOXED 
—— Complete with Clearly labeled for easy 
Adhesive & Applicator —_ identification. 


THE COMPLETE LINE 


for CAR RECONDITIONING 
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Sameness 


HERE seems to be a trend to- 

ward sameness among Euro- 
pean cars just as there is in the 
U. S. Many of the European mod- 
els are moving in the direction of 
the Pinin Farina square look. 

Bob Bickelhaupt, Clinton, Ia., 
notes that International Harves- 
ter is the only vehicle maker 
which still has not adopted the 
dealer council program. 

Some of the dealers used their 
sales ability to talk the travel 
agency into letting a bus go 
through the Grosslockner pass 
from Salzburg after the trip was 
cancelled bécause of snow and rain. 

Driving through a cloud on a 
mountain road we came upon a car 
stopped in the middle of the road, 
presumably because the driver 
could see no more than five feet 
in front and was worried about 
what lay beyond the five feet. 

“See,” said our guide, Herma, 
“that car is from Istanbul. If I 
were from Istanbul, I would not 
go on @ mountain pass on a day 
like this.” 

But no mountain goat could be 
more sure-footed than our driver 
in picking his way over the moun- 
tain. He gave us all a feeling of 
confidence, even when the front 
end of the bus seemed to go off 
into space on the hairpin curves. 

cod * 








Quantity 


PRODUCTION 
of 
GREY IRON CASTINGS 
+ 
ONE OF THE NATION'S 


LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 
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ESTABLISHED 1866 
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DIVISION OF GORDON STREET, INC. 


Selling the Dream 


(y= of the most interesting ex- 
periences was chatting with 
Mrs. Bruce McWilliams, an Eng- 
lishwoman with deep blue eyes that 
sparkle with wit. On a steamer on 
Lake Chiemsee, I suggested it was 
difficult to sell unusual automotive 
concepts to Americans. 

“And yet, you know,” she said, 
“that is the whole thing—finding 
something distinctive about your 
product, and then merchandising 
it to people so they see the value 
of having it.” 

At breakfast one morning we 
were talking of America and its 
customs, especially regarding water 
at the table. 

“Rusts the pistons,” 
McWilliams. 

“You mean pipes,” said Bruce. 

“Oh, well, seizes the pistons 
then,” said Mrs. McWilliams. 

ae *x ok 


Discount Talk 
ALKING about discounts, Mrs. 
Karl Hoston remarked to her 

husband: 

“You think as a dealer. Women 


said Mrs. 
MAIN OFFICE AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 
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plus 21 experienced men on such 
work as body shop, trim, Painting 
ignition, front-end and even glags 
work. It takes 18 porters to move 
cars, keep them polished and to be 
sure every battery is fully chargeg, 

“Our sales force consists of 2 
men, and they never use the go. 
called hard sell. We’re open from 
8 a.m, to midnight every night, anq 
approximately 17 percent of our 





trades and, at present anyway, the 
overallowance is a handicap. 
“They start with a sure loss, and 
they hesitate to put more money 
in them for necessary recondition- 
ing. Naturally this condition does 
not apply to all new-car dealers. 
“Here at Municipal, we do our ut- 
most to put every single car in good 
running condition,” he said. “In 
addition, every car on our lots must 






























be spic and span in appearance. | business is transacted on Sunday,” 
Appearance makes the first impres- Commenting on the use <-ca 
sion, an impression that continues market, Hauser said: “It’s tough 


despite other favorable factors. 

“When we sell a car, we want 

it to stay sold. We want satisfied 
customers, and we continue to 
service cars after the sale in 
order to keep ’em satisfied. We 
have learned the best way to do 
this is to perform all necessary 
service (reconditioning) BE- 

FORE we sell the car. 

“We have succeeded in bringing 
our post-delivery work down to 
about 3 percent, and I doubt if 
new-car dealers can boast as 
much.” 

William Hauser, Municipal Auto 
general manager, said, “It’s costly 
to do the reconditioning as thor- 
oughly as we do, but it’s really 
cheaper in the end on a production- 
line basis. 

“We have 27 expert mechanics, 


right now and has been ali year. 
There’s an apparent shortage, [ 
suppose because people either don’t 
have the money or are cautious 
about buying new units, 

“We have a regular staff of buy. 
ers who are continually searching 
for good, late-model cars. We go 
as far as 300 miles and at times 
have gone outside Florida for buys, 
We'll average about a car a day 
from private owners. 

“Air-conditioned cars go well 
here, and we often install air be- 
fore the car is offered for sale,” 
he said. “It’s a bit early to come 
to a firm conclusion on the com- 
pacts. The Buick compact goes 
well and, surprisingly enough, 
our best compact seller is the 
Corvair, even though new Fal- 
cons in this territory outsell Cor- 
vairs almost two to one.” 

Turning to imports, Hauser re. 

(Continued on Page 39, Col. 1) 
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LUGGAGE RACKS] 


FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 


think as buyers. And from the 
buyer’s standpoint, discounts are 
great.” 

Someone suggested that the fac- 
tories push out cars so fast that it 
is impossible to get full markup on 
cars. 

“I’m not so sure the factories 
aren’t right about that,” said Bill 
Smythe, San Jose. 

George Loeber, Chicago, noted 
that it is almost impossible these 
days for a dealer in a metropolitan 
area to make an honest living. Too 
many wheelers confusing the pub- 
lic. 

Someone mentioned warranties 
on U. S. cars, and Loeber, who once 
handled a Big Three make, noted 
that it is unbelievable the amount 
of irritation that is involved in col- 
lecting from factories on warran- 
ties. 

“Your employes spend hours 
filling out the forms,” he said, 
“and then the factory raises some 
technical objection and you have 
to go all through the red tape 
again.” 

The charming touch of the ap- 
prentices at the factory branch in 
Munich. At a signal from one, they 
greet visitors in unison, and, as you 
leave, they all say “Auf Wieder- 
sehen,” with a wave of the hand. 




















MODEL 75 GM SHOWN—44” x 75” 
List $96.50 @ Dealer $57.90 


INSTALLATION or 
DELIVERY 
Anywhere in U. S. 
Foreign Car Racks From $11.97 


Send for details on your make. 


CAMELL «>. 


HUbbard 9-9651 
63 So. State St., Hackensack, N. J. 
JOBBER INQUIRIES INVITED 






























































Inflates to 20-30 feet. Use vacuum cleaner 
or gas— fun at football rallies, all ath- 
letic events, parties. Visible for miles as 
adv. for car dealers, gas_ stations, new 
store openings. Cost U.S. Gov. $20. Gen- 
uine neoprene. While they last $2, plus 
50 cents post. and handling. 5 for $10, 
postpaid. Send check or M.O. to: 


PRESTON’S, 102-I Main St., Greenport, N. Y. 






City Parking Lots 
Get Dealer Vote in 
Philadelphia Poll 


PHILADELPHIA. — A majority 
of area auto dealers replying to a 
poll favor municipal parking facili- 
ties over Mayor Richardson Dil- 
worth’s $40-a-year on-street park- 
ing plan, the Automobile Trade 
Assn. of Greater Philadelphia re- 
ported. 

Thirty dealers answered the sur- 
vey. Two-thirds of them favored 
city-run parking areas, but most 
felt some charge should be im- 
posed. 

Twelve supported the*mayor’s 
program as presented, although 
some of these also favored the es- 
tablishment of municipal parking 
facilities. 

Suggestions for helping pay for 
public facilities included yearly fees 
of $10 to $40, meters and a special 
levy on commercial vehicles that 
park on the street. 

“Our chief purpose in making this 
survey,” said President Charles A. 
Bott, “was to try to come up with 
some constructive suggestions on 
an admittedly serious problem for 
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Why cut, sipe or buff 
“OUT OF ROUND” tires? 
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MEATY ! 


That's the word 
for Martin H. 





DEALER 












the motorist and the community in Bear ee Bury's updated 
aa“ i ee book, "The Auto- 
mobile Dealer.’ 







“The auto dealer is close to the 
motoring public and while the re- 
sponse to our poll is limited, it may 
give some indication of the public’s 
attitude.” 








320 pages, $6.30 p.p- 


Philpenn Publishing Co. 


1750 N. Broad. St. Phila, 21, Pa. 








mt © @ en oe of om 


— oo ey 


sw—H Oo COG Sm oO 


4! 


> UO >t 





r- 


Te- 





ee a A 


ul 


MN 








* here, died Aug, 12 in Hanover, N. 
* * 
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Friedman Operation Grows... 
ee 


Miami U. C. Lot Sells 


4,000 Cars 


a Year 


(Continued from Page 38) 


marked, “Well, you know the im- 
rt market in Miami has dropped 
tremendously. We have never ex- 
rienced what you might call a 
firm market for imports. 

“Once there was a fairly good 
demand but, in fact, it was so cost- 

to put them in shape, we couldn’t 
make any profit. Parts are fairly 
expensive and they’re not easy to 
work on. 

“We have just leased another ad- 
jacent corner and we expect to turn 
it exclusively to a Cadillac and 
Thunderbird lot shortly. These 
makes are in much demand in 
Miami.” 

Municipal Auto Sales relies al- 
most wholly on TV spots for adver- 
tising. The usual format is to have 
Jack O’Brien do the spots from the 
lot itself. About three cars are run 
into the picture, with O’Brien de- 
scribing them and stating the price 
in rapid-fire order. His delivery 
reaches about 325 words a minute. 

The offer to buy cars is made in 
small newspaper ads, and a num- 
per of Latin American papers are 
used for motorists from these 
countries. There are more than 





Obituaries 
E. N. Bunnell, 86; 


Pioneer Auto Dealer 


HAMMOND, Ind.—E. N. Bunnell, 
86, who once owned dealerships in 
Hammond, East Chicago and Gary, 
died Aug 22 in Chicago. 

He acquired the Ford dealership 
here in 1914 and began selling on 
time payments long before the 
practice became general. 

Over the years he also sold 
Dodge, Chevrolet, Hudson, Essex, 
Oldsmobile, Studebaker, Dort, Wil- 
lys-Knight, Stearns-Knight, Bris- 
coe, Overland, Velie, Reo, Oakland, 
Grant, Chandler, Scripps-Booth, 
Wills St. Clair, Stutz, Marmon, 
Hupmobile and Franklin. 

oe * oe 
Carl Leo Byrd 

HAGERSTOWN, Md.—Carl Leo Byrd, 

40, a used-car dealer here, was killed Aug. 


9 in an auto accident in Holbrook, Ariz. 
* * * 


Alfred H. Perlman 
CHICAGO.—Alfred H. Perlman, 65, pres- 
ident of Alfred H. Perlman, Inc., auto and 
truck supply firm, died Aug, 13. He for- 
merly was president of the National Tire 
Dealers and Retreaders Assn, and the Chi- 
cago Retail Tire Dealers Assn, 





Joseph Steinberg 
MILWAUKEE.—J oseph Steinberg, 53, 
owner of Mid-City Motor Sales, Inc., died 
Aug. 14. He was treasurer of the Badger 
State Auto Dealers Assn, 
* * 


Harold C. Rockwell 
GRAND RAPIDS, Mich. — Harold C. 
Rockwell, 63, president of Row Motor Sales 
and secretary-treasurer of Row Auto Leas- 
ing, died of a heart attack recently. 
* ok * 


Jay L. Brubaker 

LOS ANGELES.—Jay L. Brubaker, 57, 
owner of Virginia Motors, a used-car firm, 
and a former Studebaker dealer, died of a 
heart attack Aug. 11, He was with Gen- 
eral Tire & Rubber Co. in Texas before 
coming to California to work for a Chev- 
rolet dealer in 1935. He was with Chevro- 
let as a district manager and zone truck 

Manager from 1936 to 1943. 

* * oe 


Benjamin T. Wilson 
NACOGDOCHES, Tex. — Benjamin T. 
Wilson, 79, retired founder of Ben, T, Wil- 
son Chevrolet Co., died Aug. 12, 
* + of 


Abe Millman 
CHICAGO.—Abe Millman, 57, partner in 
Auto Lamp Mfg. Co, since 1945, died 
Aug. 8. 
Hf Bg * 


Merlin H. Blake 
BRADFORD, Vt.—Merlin H. Blake, 49, 
who was formerly associated with his fath- 
er and brother in Blake’s Chevrolet Co. 
H, 
* 


Gerald L. Butler 
BOSSIER CITY, La.—Gerald L. Butler, 
48, a used-car dealer here, died Aug. 12. 
Coe 


Louis I, Campbell 
FAIRMONT, N. C.—Louis I. Campbell, 
73, a dealer here for 30 years until he re- 
tired early this year, died Aug. 16. 
* * * 


A, T. Hodge 

FRESNO, Calif.—A. T. Hodge, 60, man- 
ager of the Frontier Chevrolet lease de- 
Partment, died of a heart attack Aug. 2. 
A former Studebaker dealer in Fresno and 
onetime San Francisco regional manager 
for Studebaker-Packard, he was a past 
eet of the Fresno Motor Car Dealers 


a dozen radio stations in Miami, 
and these are used sparingly at 
times. TV commercials cost up to 
$90 per minute, and Municipal 
uses all channels. 

“The reason for our success and 
expansion?” concluded Friedman, 
“Giving our clientele good running 
cars at a fair price and standing 
back of them. Isn’t that what spells 
success in any business?” 





U.S. Apportions 
$3.1 Billion for 
Highway Projects 


WASHINGTON. — Secretary of 
Commerce Luther H. Hodges has 
apportioned $3.1 billion of Federal 
aid to the states for fiscal year 1963 
to continue the expanded national 
highway program. 

The apportionment includes $2.4 
billion for the Interstate System, 
the full amount authorized for fis- 
cal year 1963 by the 1961 Act. This 
is $200 million more than the origi- 
nal authorization by previous legis- 
lation. With one exception, it is 
the largest apportionment made to 
date for the Interstate System. 

The 41,000-mile Interstate Sys- 
tem, for which the Federal govern- 
ment is paying 90 percent of the 
cost, is the backbone of the nation’s 
highway transportation network, 

The apportionment for the regu- 
lar, or so-called ABC Federal-aid, 
program for the fiscal year 1963 
totals $693,750,000. In this program, 
the states match the Federal grants 
on a 50-50 basis. 

The present ABC fund apportion- 
ment includes $312,187,500 for the 
Federal-aid primary system which, 
including the Interstate System, 
comprises almost all main routes of 
travel in the United States and is 
265,000 miles in length. 

Also included in the current ap- 
portionment are $208,125,000 for the 
590,000-mile Federal-aid secondary 
system of farm-to-market and 
feeder roads, and $173,437,500 for 
the urban portions of the Federal- 
aid primary and secondary sys- 
tems. 


Blair to Terminate 
Chrysler Franchise 


SALT LAKE CITY.—Blair Motor 
Co, (Chrysler), one of the oldest 
operating dealers in Utah, announc- 
ed in an advertisement in local 
papers that it was terminating its 
franchise with the close of the 1961 
model year. 

A former president of the Utah 
Automobile Dealers Assn., Seth H. 
Blair did not disclose his future 
plans. 





Service Meetings for Simca Dealers— 


A series of meetings are being held at Simca dealerships associated with new 
Sim-At Corp., Simca dealership serving New York and 26 surrounding counties. The 
meetings are designed to instruct dealership personnel in the latest service techniques 
and sales methods. At Frank McDonald, Inc., East Haven, Conn., R. J. Marino, Simca 
parts and service representative, explains Simca’'s front suspension to M. Kibby, left, 
service manager; B, Weaver, Chrysler Corp. training counselor, and Frank McDonald, 
right, dealership president. Pre-delivery inspection, servicing and Simca sales features 
are covered in the meetings being held in dealerships throughout the area under the 
direction of Bert Rios, Sim-At general manager. 
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Nichols Urges 
Wide Support for 


Inspection Laws 


LOUISVILLE. — AMVETS have 
been urged to enlist the full force 
of their organization in support of 
legislation for state-required motor- 
vehicle inspection in order to give 
new impetus to the nation’s high- 
way safety program, 

Byron J. Nichols, general man- 
ager of Dodge Division, told the 
World War II veterans organization 
that regular, required inspection of 
cars and trucks is “equal in import- 
ance” to driver training, construc- 
tion of safe highways and the 
manufacture of safe vehicles, 

Addressing a luncheon at the 
AMVETS national convention here, 
Nichols said: 

“Even the most skillful, well- 
trained motorist driving on a well- 
engineered highway in a well-engi- 
neered car is a menace to himself 
and others if his car is not in sat- 
isfactory operating condition.” 





Ex-Dealer Goes to Court... 





D.C. Balks Rosenberg License 


WASHINGTON. — After deciding 
to grant a salesman’s license to 
Ross Rosenberg, former used-car 
dealer here, the District Board of 
Appeals and Review withheld its 
issuance pending action on the act- 


AALA to Hold 
Pre-Model Year 
Session Sept. 25 


CHICAGO.—The annual pre- 
model year meeting of the Ameri- 
can Automotive Leasing Assn. will 
be held at the Ambassador West 
Hotel here Sept. 25, More than 100 
long-term fleet lessors are expected 
to attend the sessions. 

Subjects, such as “Used Car Dis- 
posal—Trade in Instead of Cash 
Purchase,” new service arrange- 
ments for leasing companies with 
the tire and automotive manufac- 
turers, insurance programs, and a 
report by the Institutional Associ- 
ates committee will be covered. 

The latter committee will discuss 
the future admittance of other than 
long-term automotive lessors into 
the trade association. These will in- 
clude both equipment and car and 
truck manufacturers. 

Two important items on the 
agenda are the current tax and 
legal problems report by Ellis 
Lyons, Washington tax counsel to 
the AALA, and the first six months’ 
operating summary by AALA ac- 
countants. Information on the ’62 
cars will be delivered by John B. 
White, Ford; David Fisher, Chrys- 
ler; David Spielman, Chevrolet, 
and William B. Shore, Pontiac. 


Business Barometer 


Automotive News Economic Index— 


104.9 Percent of Last Week 
97.0 Percent of Like Week Last Year 


Auto Production 
Truck Production 
Auto Registrations—Year to Date.. 
Truck Registrations—Year to Date. 
Steel Production—Tons 
Paperboard Production—tTons ... 
Soft Coal Output—tons 
Oil Refinery Output—Barrels 
Electric Output—kKilowatt hours ... 
Barometer Freight Car Loadings 
Department Store Sales Index .. 
Stock Market Price Index 
U. S. Government Spending 

Fiscal year to date 


Savings Deposits 
Used-Car Prices—Average 
Business Failures 


Common 


Stocks Aug. 23 Aug. 16 


18Y, 
50% 
91% 
47 


1961 Range 
21%4-16% 
53 Y2-37% 
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492-405 


Chrysler... . 52%, 


$13,420,542,000 
Commercial and Industrial Loans $31,359,000,000 
$28,955,000,000 
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35.9 
83.7 
84.6 
88.6 
124.8 
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Percent of 
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80.7 
179.6 


101.8 
98.6 
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96.7 
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99.2 
100.4 
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319,301 
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138.2 


PEF 112.5 
99.6 100.3 
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99.8 


106.7 


106.6 
131.2 
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ing corporation counsel’s request 
that the board reconsider its de- 
cision. 

Milton D. Korman, the acting 
corporation counsel, said “the in- 
terests of justice will unquestion- 
ably be perverted” if the board 
does not reverse itself. 

The board approved Rosenberg’s 
appeal for a salesman’s license, but 
turned down his bid for a dealer’s 
permit. District licensing officials 
had refused to grant either becayse 
of numerous complaints by custom- 
ers against his old company, Ross 
Discount Motors. 

Korman argued that the criteria 
for a dealer and salesman license 
are identical—trustworthiness. Ros- 
enberg cannot be considered un- 
trustworthy as a dealer and trust- 
worthy as a salesman, Korman con- 
tended. 

Rosenberg’s attorney, Bernard T. 
Levin, petitioned for a court 


Speakers Bureau 
Is Being Set Up 
For IASI Show 


MUNCIE, Ind.— Work is pro- 
gressing rapidly on the formation 
of a speakers bureau for the 1962 
International Automotive Service 
Industries Show, 
Feb. 28-March 3 
at the Navy Pier 
in Chicago, ac- 
cording: to Victor 
B. Day, Bear Mfg. 
Co. president, 
who is chairman 
of the Joint Op- 
erating Commit- 
tee for the show. 
Secretaries 

, of the wholesaler 
Viewse B. Day associations 
in Wisconsin, Illinois, Michigan, In- 
diana and Iowa are being contacted 
as speakers, and other Chicago 
area automotive organizations have 
volunteered the services of full or 
parttime speakers for wholesaler 
and retailer group meetings be- 
tween Sept. 1 and show time, Day 
said. Names of speakers are to be 
released soon. 

A glass-slide presentation has 
been prepared for their use, and 
each speaker also will be furnished 
show promotional material for dis- 
tribution at meetings, Day said. 

An innovation of the 1962 show 
will be Fleet Day. 

“Fleet personnel have never been 
given special recognition at an in- 
ternational show,” said Day. “This 
year, some 42,000 fleets throughout 
the 50 states that operate their own 
service shops will receive a special 
invitation to have key personnel 
present on March 2-3 at Navy Pier. 

About 500 manufacturers are ex- 
pected to exhibit at the show, which 
is a manufacturer-through-jobber- 
to-retailer event sponsored by 
Motor & Equipment Manufacturers 
Assn, and Automotive Service In- 
dustry Assn, 





order to force the board to grant 
the license. 

He contended that the board’s 
decision to consider Korman’s re- 
quest is illegal. Only the appellant 
can appeal a board decision be- 
cause none is provided for the 
government, he charged. 

License Superintendent C. T. 
Nottingham said he refused to issue 
the permit to Rosenberg on orders 
from the board. 

Defending his opposition to 
granting the license, Nottingham 
said he understood Rosenberg 
owned “much of the firm”’—Nation- 
wide Auto Sales—where he planned 
to work as a salesman. 

“He could not work for himself 
without being a dealer,” Notting- 
ham said. 

Rosenberg signed a handwrit- 
ten affidavit denying that he 
owned any part of Nationwide 
Auto Sales. 

Meanwhile, the appeals board 
made public a police report on in- 
vestigation of Rosenberg’s charges 
that he gave Conrad N. Cardano, 
district licensing enforcement chief, 
“more than $100” and paid for bi- 
cycles for two of the official’s chil- 
dren. 

Cardano denied the charges, and 
Deputy Police Chief John B. Lay- 
ton said “there has been a lack of 
corroboration of both the specific 
and general allegations made by 
Rosenberg.” 


Egbert Urges U. S., 
Canada to Ease 


Tariff Barriers 


TORONTO.—The gradual remov- 
al of some tariff barriers and a pro- 
gram of “controlled integration” of 
the economies of Canada and the 
United States were urged here by 
Sherwood H. Egbert, president of 
Studebaker-Packard Corp. 

Egbert said stimulated trade be- 
tween Canada and the U. S. be- 
comes more necessary as world 
trade competition increases. 

Speaking at the Canadian Na- 
tional Exhibition on Automotive 
Day, Egbert called for creation by 
the governments of Canada and the 
U. S. of an executive commission 
to study “controlled economic in- 
tegration.” 

He suggested that a beginning be 
made in the automotive industry 
by a reduction of tariff barriers in 
exchange for agreements requiring 
production of components in the 
receiving country. 

“In the face of global competi- 
tion,” Egbert declared, “no business 
has a free ride any place in the 
world today.” 

The particular challenge of the 
Soviet to the economic advance of 
the West is inseparable from Com- 
munist political, military and prop- 
aganda warfare, Egbert said. 

“The free world businessman, 
doing business abroad, is a sales- 
man for both democracy and free 
competitive capitalism,” he added, 
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AUTOMOTIVE NEWS, AUGUST 28, 1961 


AFC Renews Attack 
On GM-GMAC Link 


(Continued from Page 3) 


reasonable customer charges By the 
dealers is the fact that during May, 
1961, 59 percent of the new retail 
automobile installment contracts 
purchased by GMAC in the United 
States had customer charges of 6 
percent flat per annum or less; 31 
percent had customer charges of 6 
percent to 7 percent flat per annum, 


Stronger Industry 
Seen as Boosters 


Team with ASIA 


CHICAGO.—In a joint statement, 
the presidents of the Automotive 
Service Industry Assn. and the Au- 
tomotive Booster Clubs Interna- 
tional, Inc., announced the affilia- 
tion of 3,500 Boosters with ASIA, 
effective Aug. 1. 

ASIA President J. A. Bryant and 
Booster International President 
M. I. Hudson emphasized that the 
new liaison was designed to 
strengthen the industry through 
mutual support of nationwide pro- 
grams. 

Booster International will be able 
to draw upon ASIA’s extensive re- 
search facilities, and will have a 
direct line of information on Fed- 
eral legislation affecting the indus- 
try, said Bryant. In addition, Boost- 
er members will be able to partici- 
pate in ASIA programs—such as its 
new safety activity—and also at- 
tend the annual International Au- 
tomobile Service Industries Show, 
he added. 

Because the Booster organization 
is an association of salesmen of in- 
dependent automotive manufactur- 
ers selling to automotive distribu- 
tors, the new relationship will help 
strengthen the sales and distribu- 
tion of manufacturers’ products, 
Hudson said. 

They said the affiliation will not 
affect the autonomy of either as- 
sociation. However, each associa- 
tion will be allowed to appoint an 
ex-officio director to the other as- 
sociation’s board, which will serve 
to develop a closer liaison between 
the two groups. 
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and only 10 percent had customer 
charges above 7 percent.” 

GM also corrected insurance divi- 
dend figures. Instead of $21 million 
collected from Prudential from 1942 
to 1960, the net amount should be 
$13.9 million since “for an extended 
period, GMAC’s charge to the cus- 
tomer was approximately 10 per- 
cent lower than Prudential’s charge 
to GMAC.” 

Prudential said the GMAC policy 
is similar to one that Prudential 
issues to some other sales finance 
companies, banks and other small 
loan companies. But it notes that 
most major sales finance companies 
have their own insurance subsidi- 
aries where charges are higher 
than GMAC’s, 

GMAC also said that compared 
with its charge of $0.375 per $100 
to the customer, some independ- 
ents charge $1 per $100. 

“The lowest customer charge by 
any nonaffiliated sales finance com- 
pany which has been brought to the 
attention of GMAC is $0.435 per 


ception. The lowest charge as a 
general practice is $0.50 per $100.” 

Ford, in its supplementary mate- 
rial, answered the charge made by 
an Arkansas banker that a Ford 
zone manager solicited a dealer on 
behalf of Ford Motor Credit Co. A 
Ford field man said he told the 
owner of Randall Motor Co., Fort 
Smith, Ark., that the sales depart- 
ment of Ford was not permitted to 
discuss operations of FMCC. 

P. Ted Johnston, California Au- 
tomotive Wholesalers’ Assn., Santa 
Barbara, wrote the subcommittee 
favoring divestiture of finance sub- 
sidiaries “because there is strong 
evidence that the manufacturers’ 
financing of their own products for 
consumers leads to an unfair com- 
petitive advantage in the service 
and maintenance of those vehicles.” 

A letter from Schuttle & Ray 
Motor Sales, Inc., Chicago, read in 
part: “As an automobile dealer, and 
in direct competition with GM deal- 
ers, I am strongly against the type 
of monopoly practices by GMAC 
and GM.” 

V. P. Williams, Williams Motor 
Co., Clarksville, Tenn., also sup- 
ported the Celler bill. He declar- 
ed, “The retail automobile dealer 
has become an ‘economic serf’ 
and the automobile manufactur- 
ers are forcing the retail auto- 
mobile dealers into bankruptcy.” 

A Des Moines dealer with a fam- 
ily-owned finance company — Mor- 
ris Rosenfield, B & L Motors Sales 


$100,” GMAC said. “This is an ex-|—wrote that “divorcement will re- 


sult in a healthy and continued 
growth of consumer credit in our 
country in an atmosphere where 
the small finance company has as 
good a chance as the big one.” 

Atlas Automotive Products, Inc., 
Brooklyn, N. Y., believes “this leg- 
islation will be most beneficial to 
independents in the automotive 
service industry.” 

Niels P. Anderson, Anderson Co., 
Summit, N. J., admitted that GM 
“is a help to dealers.” However, 
“GMAC also assists the factory in 
loading dealers with merchandise 
so the factories can keep running 
and the dealer pays the expense of 
housing.” 

‘Anderson continued: “Dealers 
would be better off if they carried 
a 30-to-45-day supply of new cars 
of their choice. They can get all the 
financing they need from sources 
other than the factory. Also, they 
can secure lower retail finance 
charges from banks. 

“I believe the dealer and the 
public would be better served if 
the factories remained out of the 
finance business. Certainly GM 
would not have the whip hand to 
hold over the dealers if they were 
out of the finance business. .« .” 

Although most of the late corres- 
pondence filed with the subcommit- 
tee favored passage of HR-71, a few 
did not. A letter from R. G. Jeter, 
B. F. Goodrich Co., said: “It now 
appears that the sponsors only seek 
punitive legislation to protect them- 
selves from competition.” 





7 Million ‘Possible,’ Iacocca Says 


(Continued from Page 2) 
this year “will come close to last 


year’s 1,411,000 units.” 
* * * 


Bruce gave few hints on Fair- 
lane pricing but said present 
plans call for selling one Fairlane 
for each Galaxie. Initial production 
of the unitized Fairlane will be in 
four plants, including the Rouge 
plant in Dearborn, and it will go 
on sale in the first week in No- 
vember. 

He said the Fairlane was giving 
about 21 miles per gallon in tests. 

Iacocca sidestepped questions 
about possible future additions to 
the Ford line, specifically a 
Volkswagen-sized Cardinal car. 
He did note that the market for 
VW-sized cars has been shrinking 
and predicted that it would con- 
tinue to decline. 

In his preview talk, Matthew S. 
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McLaughlin, Ford Division general 
sales manager, praised the efforts 
of Ford dealers in serving the 
motoring public. “The franchised 
dealer is a real important guy in 
personal transportation in this 
country,” he said. 
* ok * 

E REVIEWED some of the 

problems faced by dealers and 
discussed their efforts in meeting 
those problems, Ford dealers are 
investing more than $31 million in 
new and improved facilities during 
1961, he said. 

For the dealer who is growing 
with the auto market, McLaugh- 
lin said sales opportunities are 
growing. He said that the 84 Ford 
dealers in the Los Angeles area 
sold 300 new cars and trucks on 
the average in 1951. This year, 
the 87 dealers in the area will 
average 1,100 new cars and trucks. 

James O. Wright, vice-president 
in charge of Ford Motor Co.’s car 
and truck divisions, reviewed 
Ford’s efforts to provide cars for 
all parts of the segmented auto 
market. 

He said, “We have, across the 
board, the best performing, strong- 
est products in the fastest growing 
segments of the market. We are 
least vulnerable where the market 
is most unpredictable. 

“It should be clear that Ford 
Motor Co. is not playing ‘follow the 
leader;’ it is playing ‘follow the 
customer’ and doing pretty well at 


it. Saale 

R. DONALD N. FREY, division 

product planning manager, es- 
timated that the 1962 Fords will 
last an average of more than 110,- 
000 miles, an increase of “at least 
10,000 miles” over the present mile- 
age at which the average car is 
scrapped. 

He reviewed the work of the di- 
vision in reducing required and un- 
expected service on its cars for 
1962. 

Examples of the. service 
changes on the ’62 Galaxie are 
as follows: Chassis and wheel-. 
bearing lubrication, fuel-filter re- 
placement and engine-coolant 
change will all be made at 30,- 
000-mile intervals. Oil changes 
will be made every 6,000 miles, 
rather than this year’s 4,000 
miles. 

The Falcon, Galaxie and Thun- 
derbird have not been greatly re- 
styled for 1962. Both the Falcon 
and Galaxie will go on sale on Sept. 
29. The Thunderbird follows on Oct. 
12, 


* oh * 
HE total Ford line will be ex- 
tended to a record 33 models. 
In addition to two-doors, four- 
doors, wagons and the Futura, the 
Falcon line will include a station 
bus—much like the bus from this 
year’s Econoline: series of trucks. 

















Two deluxe treatments of the sta- 
tion bus will be offered under the 
name Club Wagon. 

A key addition to the Falcon 
line is the Falcon Squire, a wagon 
with the simulated wood panels 
that appear on the big Country 
Squire. 

There will be a Fairlane and Fair- 
lane 500 series, each with a two- 
door and four-door sedan. 


* * * 
HERE will also be a Galaxie 
and Galaxie 500 series plus five 
wagons. The Galaxie 500 series has 
two and four-door sedans and hard- 
tops and a convertible. 

Two new models will be added 
to the Thunderbird line. The two- 
seater is a regular T-Bird with a 
cover which fits over the rear 
seats. The Landau is a vinyl-cov- 
ered hardtop. 





PHH Dealers See | 


Firm U. C. Market 


No Falloff Expected 
When ’62s Arrive 


(Continued from Page 2) 


which was established in 1958 to 
provide recognition to outstanding 
dealerships, now has 81 U. S. mem. 
bers and three Canadian. The five 
dealers at the top of the list have 
delivered more than $24 million 
worth of new autos to PHH clients, 
it was said. 

Dealerships and their representa. 
tives at the workshop sessions were: 

CHEvROLET — Herbert L. Hosford, 
A. D. Anderson Chevrolet, Inc., Ba}- 
timore; Tom Nugent, A. B. Nugent 
Chevrolet, Los Angeles; Frank La- 
Pointe, King Chevrolet, Charlotte, 
N. C.; E. Ben Milton, East Point 
Chevrolet Dealer, Inc., East Point, 
Ga.; Don Watts, Viner Chevrolet, 
Denver, Colo.; Gene Jantzen, Gene 
Jantzen Chevrolet Co., St. Louis, 
and Hugh Truex, Truex Chevrolet, 
Jackson, Tenn. 

FORD — Dick Dibble, Wilson 
Motors, Seattle; George Smith, 
Danaher Brothers Co., Meriden, 
Conn.; Roy Foxworthy, C. T. Fox- 
worthy Ford Co., Inc., Indianapo- 
lis; Ferd H. Onnen, Towson Ford 
Sales, Inc., Towson, Md.; Wally 
Welman, Welman Ford Co., Tu- 
junga, Calif. 

PiyMouTH-Dopce—Harry C. Nord, 
Anderson Motor Co., Minneapolis; 
Bud Sanders, Edwards Motor Co, 
Milwaukee; Ronald R. Manske, Ed- 
wards Motors Co., Milwaukee; Thad 
W. Littleton, Reinauer Bros. Motor 
Co., Oklahoma City; Alex A. Ruoc- 
chio, and John Montone sr., PMF 
Motors, Philadelphia. 

Conducting the sessions for PHH 
were A. J. Deery, vice-president; 
Harry Quinn and Wilson Chapman, 
account executives. 


Chevrolet Honors Dworin 


EAST HARTFORD, Conn.— Hy 
Dworin, Dworin Chevrolet, has been 
awarded a citation from Chevrolet 
for his service on the Dealer Plan- 
ning Committee in the development 
of programs to increase owner Ssat- 
isfaction with the car, The citation 
was signed by K. E. Staley, Chev- 
rolet general sales manager. 


Wolfram Says ’62 Sales 
Could Be Best Since °55 


(Continued from Page 2) 


power top will be available at extra 
cost. 

Wolfram said the F-85 currently 
is accounting for 27 percent of 
Oldsmobile’s sales. The figure was 
20 percent before the Cutlass sport 
coupe arrived. “We underestimated 
the Cutlass,” he said. “We could 
have sold more of them.” 

of * * 
ESPITE the three new units, 
the Olds lineup will consist of 
26 models next year, compared with 
27 in 1961. There will be nine F-85s 
and 17 standards. 

Four models have been discon- 
tinued —the Dynamic 88 two-door 
sedan, the Super 88 convertible and 
the Super 88 and F-85 Deluxe three- 
seat station wagons. 

There will be no six-cylinder 
F-85 next season. Wolfram said 
that much of Oldsmobile’s suc- 
cess during the last dézen years 
has been due to the V-8 engine, 
and there are no plans to change. 

The Dynamic 88 series will have 
a 280-horsepower engine in 1962 
with a compression ratio of 10.25 to 
1. Premium-grade fuel will be spec- 
ified. This is the engine used in 
the Super 88 and 98. 

Wolfram said that improvements 
in the combustion chamber and 
lower rear-axle ratios will give the 
Dynamic 88 owner greater economy 
and balance out the additional cost 
of premium gas. 

as * * 
| 1961, the Dynamic 88 used a 
regular-fuel engine with a com- 
pression ratio of 8.75 to 1. That en- 
gine will be optional at no addi- 
tional cost in 1962. 
Other new features include 


self-adjusting power brakes, an 
improved automatic transmission 

called Four - Stage Hydra - Matic 
and “lifetime” chassis lubrication. 

Wolfram said dealers could ex- 
pect an “excellent supply” of ’62 
models by announcement day, Sept. 
22. 

He added that dealer inventories 
of ’61 models are in good shape— 
about a 30-day supply as of last 
week, indicating that most Oldsmo- 
bile dealers will have cleaned out 
their 61s before the new models 
go on sale. 

* ca * 


Turbocharge Engine 


Due for Olds Cutlass 


LANSING.—A _ high-performance 
Turbo-Rocket V-8 engine will be 
available on F-85 Cutlass models 
early this winter. It will raise the 
horsepower of the F-85 aluminum 
engine to about 215—approximately 
one horsepower per cubic inch of 
displacement. 

Current horsepower of the Cut- 
lass is 185. Other F-85 models are 
rated at 155. Displacement is 215 
cubic inches in both cases. 

The high-performance unit will 
use a fluid-injection principle 
with a turbocharger made by Air 
Research Division of Garrett 
Corp., Los Angeles, maker of tur- 
bochargers for the aircraft indus- 
try. 

Oldsmobile said its turbocharger 
system is driven by the energy in 
the exhaust gas, takes no power 
out of the engine and requires no 
additional fuel for its operation. 
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Cites Improved Sales Per Dealer... 


Mills Sees New Gains for L-M 


(Continued from Page 4) 


profit month since June of the in- 
dustry’s banner year of 1955.” 

Milis said the division’s market- 
ing plans call for a strong competi- 
tive entry in each volume segment 
of the market. 

“And we plan to make each 
entry a prestige car within that 


products to appeal to that broad 

segment of buyers who will pay 

just a little more to get some- 
thing better,” Mills said. 

“We feel we have as strong a 
lineup of merchandise for 1962 as 
any other auto division in the in- 
dustry. We’re exceptionally proud 




















market. We are tailoring our | of all our new products and we 
oe 
Car, Truck Output Estimates 
e 
By Automotive News 
PASSENGER CARS 
(0. S. PRODUCTION ONLY) 
Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 
Aug. 26, Week, Aug.19, August, Aug. 27, Aug. 26, 
1961 1960* 1961* To Date 1960* 1961 
AMERICAN MOTORS 
Rambler .....:.::.cccceceesees eee” ick 2,000 325,153 219,310 
OHRYSLER CORP.** .. 2,188 18,697 2,188 715,441 342,428 
Chrysler-Plymouth 
PAV IBRO asctssesdconccasedes TGR 8«ICABE cicrcersss 1,509 413,146 231,658 
ONySIOP  ..000.......000000. 412 ges vriensenns 412 56,845 54,181 
Imperial ............:00 68 DOD weavesveis 68 8,763 4,151 
Plymouth. ...........00. 336 a ees 336 167,455 102,838 
NEE WM oicsictsiecisrcinbiess 693 3,996 sstieaiens 693 180,083 70,488 
Dodge Division ............ 679 ae teres 679 285,621 110,770 
Dart-Polara ............ 310 eT eukecbeces 310 277,252 84,486 
IE is oocsusieietestsoces 369 a. Seaceibies 369 8,369 26,284 
FORD MOTOR .............. 18,130 19,900 5,161 67,677 1,214,709 1,040,597 
Ford Division .............. 14,535 11,180 5,161 56,188 983,309 840,704 
NIUE Seaiodesivicvesosucebios 6,825 8,924 1,119 21,535 335,046 322,746 
EINE Ss ccivsecessesevcccces ee 4,042 30,582 583,252 461,866 
Thunderbird. ............ 1,350 TR gandaetaes 4,071 65,011 56,092 
L-M Division .............. 3,595 _\ aree 11,489 231,400 199,893 
IIR <dciwecchdosoteovse sees 575 ge 1,327 13,127 18,250 
Mercury Comet ...... 1,675 ND a siee 7,712 116,629 117,238 
Mercury Monterey.. 1,345 3 ee 2,450 101,644 64,405 
GENERAL MOTORS .. 36,204 205 10,085 47,534 2,191,239 1,623,379 
Buick Division ............ 4,926 205 2,191 7,132 183,982 159,250 
Buick (Std.) ............ | eer 1,632 4,874 182,627 106,281 
Special  ...........ccee 1,692 205 559 2,258 1,355 52,969 
ENING -Scdsacaseepcorsccsesseas BE nereesiens 603 2,261 109,938 91,637 
Chevrolet Division .... 19,000 _.......... 345 20,558 1,335,824 984,407 
DOP UGE. sccsisriscsersccvecce. BGO aassececns 319 5,727 170,646 214,995 
Chevrolet (Std.) ...... Be “Sesser 26 14,831 1,165,178 769,412 
Oldsmobile Division .. 4,620 .......... 2,517 7,137 256,473 179,133 
EES . Snisetdiscuibeiasediceets RD © i kesesccess 601 1,911 798 38,378 
Oldsmobile (Std.) .. 3,310 __.......... 1,916 5,226 255,675 140,755 
Pontiac Division ........ 6,600 _.......... 4,429 10,446 305,022 208,952 
Pontiac (Std.) ........ 4,000 9 ou... 2,838 6,847 305,022 136,605 
OMIOEE  eiisesecsscscssseecs BYOOW — cenensnsen 1,591 ee” ~~ nicesindes 712,347 
S-P CORP. 
desk pigssiiisnnsyihpnessbeiies 150 1,702 3,702 70,516 33,229 
CHECOTLEERR cn. .000...20000s00000. 110 98 368 4,838 3,710 
Total Cars, U. S.** .... 60,622 39,062 17,046 123,469 4,521,896 3,262,653 


Totals for 1960 include DeSoto production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 


















































think they are going to do very 
well.” 

Mills said L-M would continue to 
retail the English Ford as long as 
there is a demand for the car. 

* 


2 said the Mercury Meteor 
is the car widely rumored and 
frequently referred to by its code 
name, the Canadian Y. 

“It is intended for buyers who 
are buying up from compacts or 
buying down from big cars,” Mills 
pointed out. “All sheet metal and 
basic chassis components are com- 
pletely new and are not borrowed 
from our other 1962 lines.” 

The Meteor will be built on a 
116%-inch wheelbase—2% inches 
more than the Comet and 3% 
inches less than the Monterey. It 
will be 203.8 inches in overall 
length or nine inches more than 
the Comet and 11.7 inches shorter 
than the Monterey. 

The Meteor body is of unitized 
construction. All major underbody 
and rocker panel parts are made of 
galvanized steel for corrosion pro- 
tection. 

A 170-cubic-inch, six-cylinder en- 
gine with 101 horsepower is stand- 
ard for the Meteor. A 221-cubic- 
inch, V-8 engine with 145 horse- 
power is optional. 

The new car will be offered in 
two series—the Meteor and Meteor 
Custom. Each series will include a 


two- and four-door sedan. 
* eo oe 


E ’62 Mercury Comet retains 
its own basic identity. The num- 





White Is Top Choice 
Of ’61 Dodge Buyers 


DETROIT.—The most popular 
color for Dodge cars—by a big 
margin—is white. A recent sur- 
vey revealed that 31.8 percent of 
all ’61 Dodges were white, Gen- 
eral Sales Manager John B. 
Naughton said. Buckskin, a light 
metallic brown, was the second 
most popular choice at 13.9 per- 
cent, and glacier blue, a light me- 
tallic blue, was third at 10.3 per- 
cent, 

The other 12 Dodge colors, in 
order of their popularity across 
the country, were: Marlin blue 
(dark), 69 percent; Roman 
bronze (medium brown), 6.5 per- 
cent; Black, 5.7 percent; spring 
green (light), 4.5 percent; frost 
green (medium), 3.6 percent; sil- 
ver gray, 2.9 percent; Nassau 
green (dark), 2.9 percent; Ver- 
million, 2.9 percent; turquoise, 2.8 
percent; cactus, 2.2 percent; Az- 
tec gold, 1.6 percent, and bamboo, 
1.5 percent. 





ber of models offered has been 
extended from five to nine, includ- 
ing the bucket-seated S-22. 

There is a standard Comet two- 
and four-door sedan, a two- and 
four-door station wagon and a 
companion model for each of 
these in the Custom series, The 
S-22 will be offered in one model 
—two-door sedan. 

Comet styling changes include a 
new rear end. Last year’s oval tail- 
lights have been replaced by four 
circular taillights set in pairs on 
a bright-metal panel. 

The Comet also has a new grille 





As Strike Deadline Looms... 





’62-Car Buildup Slow 


(Continued from Page 1) 


lane and Mercury Meteor also will 
slow Ford Motor production for a 
time. 

The company’s Dearborn plant 
has launched an. extensive 
changeover program to prepare 
for the new models and is expect- 
ed to be down for at least an- 
other month, 

Included in the remodelling pro- 
gram are complete rearrangements 
of the body shop and installation of 
press welders, arc-weld booths and 
other welding stations. In the paint 
area, four new gas-fired paint bake 
ovens will be installed and a paint 





wee. same 0c (Ont, . To. | “na | booth extended. Throughout the 
Aug. 26, Week, Aug. 19, August, Aug. 27, Aug. 26,| plant, conveyor lines will be re- 
1961 1960* 1961* To Date 1960* 1961 | arranged and extended. In the final 
CHEVROLET ................ ee Stauaccsews 4,874 12,466 274,667 214,714| assembly area, the entire conveyor 
DIAMOND T .................. 45 48 36 91 1,996 1,155 | system will be modified. - 
EOS TC ctctesigechiss ribevvesacee 60 80 43 199 2,404 1,486 Assembly of the standard Ford in 
IE, 9s ccadcevcenh iessvinainera 1,040 1,193 1,146 2,186 48,775 42,246 | the Michigan area has been moved 
FORD ........... 5,404 5,260 1,172 18,181 244,117 220,167|from Dearborn to the company’s 
MINIT Es Seca dencpiebisinsetcdavarvsten 1,535 1,602 1,311 3,600 77,375 45,785 | Wayne plant, which also produces 
INTERNATIONAL. ...... 2811 2244 203 5,564 86,113  93,106| Mercurys. ea 
RRS CUA 250 375 275 913 10,624 6,651 . 
STUDEBAKER. ............ 160 89 144 > Se Ges Se Ateots ancem bly plant, 
SE cdetiovesshcnancotie 330 194 336 61,056 + 11,736 11,069 which ends production of ‘61 
I Sg ass 2,150 3,498 3,064 5,814 91,003 172,997| Fords this week, also is in for a 
MISCELLANEOUS ....... 90 90 94 334 3,093 3,139| Major remodelling program which 
—__ | dincludes extension of paint booths 
Total Trucks, U. S..... 21,675 14,673 12,698 50,743 861,190 716,737 oo re _— ee of 
Total Cars, Trucks. c . 
BM cies st "wwe 82,297 53,735 29,744 174,212 5,383,086 3,979,390 sine Se a co 
SS. , 
tapped for production of the new 
CANADIAN PRODUCTION—CARS Fairlane and Meteor models, 
Week Week Jan. 1 Jan. 1 have completed tooling. Both 
— ia on out, i ee i a plants will produce ’62 Falcons, 
. ’ . . ’ ust, Ug. Aas ug. 26, . 
“Toe.” 1960" 1961" To Date 1960" 1961 veins noe eee 
CHRYSLER CORP. ... 12 ae - “aise 12 82,912 27,713] § mcctn fhe eo 
Bs 67,383 62,300 - : 5 
GENERAL MOTORS .. 1,375 __......... 197 ‘1,572 125,970 106387| At that time, Kansas City will 
AMERICAN MOTORS , 4.168 end all compact-car production. San 
ce RE eo hclem Neen | es oan Joss, however, will continue to pie 
= ec Orie reLtadeeGakse®: . sceioiease “ucyacsi¥s. -gunsebonsh, _-, avesneston i , duce Falcons along with Fairlanes. 
Total Cars, Canada... 1,387 635_—=—«197_—«1,584 229,931 203,861 | Both plants Wilt continue truck as- 
° So, here is the assembly setup for 
CANADIAN PRODUCTION—TRUCKS Ford Motor’s Automotive Assembly 
Week Week Jan.1 Jan.1 | Division once the Fairlane and 
Ended Same Ended Output, To To Meteor get into production: 
Aug. 26, Week, Aug. 19, August, Aug. 27, Aug. 26, Standard Ford will be produced 
1961 1960* 1961* To Date 1960* 1961 at Chicago, Dallas, Los Angeles, 
CHRYSLER CORP. .... 35 48 16 51 3,795 4,314 | Louisville, Mahwah, N. J.; Norfolk, 
FORD MOTOR .............. 295 331 179 474 14,279 11,534 | va.: Twin Cities and Wayne, Mich.; 
GENERAL MOTORS .. 480 _.......... 51 531 = 25,457 =: 19,582 | Falcon at Atlanta, Lorain, Metu- 
INTERNATIONAL panes 210 215 12 283 7,998 71,784 chen, N. alice and San Jose; Mercury 
———_ ——— | at Los Angeles, Mahwah, St. Louis 
_ Total Trucks, Canada 1,020 594 318 1,339 51,529 43,214 and Wayne; Comet at Lorain and 
Total Cars, Trucks, Metuchen; Meteor at Kansas City 
MPMMGS, .issccececgkessosses 2,407 1,229 515 2,923 281,460 247,075 | and Dearborn, and Fairlane at At- 
G 
a So The back pages of every sg 4.3 <o 
, MOTIVE NEWS tains t 
U. S. and Canada... 84,704 54,964 30,259 177,185 5,664,546 4,226,465|SrCTION. Others are profiting from 
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lanta, Dearborn, San Jose and Kan- 
sas City. 

* cd * 
SSS SSCA L As output 

jumped to an estimated 21,675 
units last week as both Ford and 
Chevrolet stepped up ’62 model pro- 
duction. 

Last week’s truck output com- 
pared with 12,698 units built a 
week earlier, and 14,673 commer- 
cial vehicles turned out during 
the week ended Aug. 27 a year 
ago. 

Car assembly operations still 
were moving slowly in Canada last 
week as only Chrysler and GM 

were in production. GM stepped up 
its production from 197 units a 
week earlier to an estimated 1,375 
cars last week, and Chrysler got 
into production with 12 assemblies. 
Ford, AMC and S-P are scheduled 
to begin final assembly this week. 

All commercial-car makers in 
Canada, however, were in produc- 
tion last week as 1,020 units were 
rolled from the assembly lines. 
That compared with 318 assemblies 
a week earlier and 594 units assem- 
bled during the week ended Aug. 
27 last year. 

A breakdown of truck operations 
showed Chrysler with 35 assemblies 
last week, compared with 16 a week 
earlier; Ford up from 179 to 295; 
GM up from 51 to 480, and Inter- 
national up from 72 to 210 units. 

* * * 





2/2 Millionth Cadillac— 


Cadillac assembled its 2% millionth car 
last week. Robert J. Ackerman, left, head 
of manufacturing and assembly opera- 
tions, shows the 1962 Cadillac engine to 
William Guy, who worked on the first 
Cadiilac in 1902 and who returned to the 
factory to observe the assembly of the 
milestone vehicle. 
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and a full-length body molding that 
tapers downward at the rear fend- 
er. Sound-deadening has been im- 
proved. 

The Comet will continue to offer 
two six-cylinder engines—the 85 
horsepower and the 101 horsepower. 
Newly developed two-ply tires will 
be standard equipment on all 
Comets. 





* * * 


oe Mercury Monterey line of- 
fers a new Custom series, ex- 
tensive styling changes and a total 
of 12 models. 

Rear styling of the Monterey 
features cone-shaped taillights 
positioned on newly designed fen- 
der panels. The roof is four 
inches longer and extends further 
forward, providing better head- 
room and eyeshade, 

The Monterey is 215% inches 
long, one inch longer than the ’61 
Monterey. The wheelbase remains 
at 120 inches. 

Nine engine-transmission combi- 
nations are available, from a 138- 
horsepower overhéad-valve six to a 
300-horsepower V-8, Automatic 
transmissions are offered with all 
engines, 

Continuation of the 1961 styling 
lines characterizes the appearance 
of the 1962 Lincoln Continental. 
Styling refinements include a newly 
designed front bumper, grille and 
headlamp treatment. A matching 
grille-like design is located at the 
rear of the car. 

Engineering improvements _in- 
clude an oil change cycle raised 
from 4,000 to 6,000 miles; a 30,000- 
mile fuel filter, and a two-year, all- 
weather antifreeze with rust pro- 
tection for all four lines. 

oe of oK 
Tr ADDITION, the Monterey, Lin- 

coln and Meteor feature 30,000- 
mile major lubrication. The Meteor 
also offers self-adjusting brakes. 

Mills said the Lincoln Conti- 
nental, completed redesigned last 
year, has had an especially good 
reception. 

“With sales increase of 35 per- 
cent over last year at this time, we 
strongly feel it has character and 
quality to make even bigger gains 
in 1962,” Mills said. 


New Provisions 
Of Wage-Hour Act 


Become Effective 


WASHINGTON.—Employers 
across the nation are reminded that 
amendments to the Fair Labor 
Standards Act, generally known as 
the Federal Wage-Hour Law, be- 
come effective on Sept. 3. 

The reminder came from Clar- 
ence T. Lundquist, administrator of 
the wage and hour and public con- 
tracts divisions in the Department 
of Labor. 

Lundquist said that employes 
who are now covered by provisions 
of the law will be entitled to a 
minimum wage of $1.15 an hour. 
The law continues to apply to em- 
ployes engaged in interstate com- 
merce or the production of goods 
for interstate commerce, unless spe- 
cifically exempt. 

Coverage of the act has also been 
extended to employes of large en- 
terprises engaged in commerce or 
the production of goods for com- 
merce, Lundquist said. These newly 
covered employes, mostly in the re- 
tail and service trades, will be due 
a minimum wage of $1 an hour, 

Lundquist said that the act’s 
overtime provisions will continue to 
apply to workers who are already 
covered. They require time and 
one-half for all hours worked over 
40 in a workweek. For employes 
who are newly covered under the 
act, overtime pay will not be re- 
quired until 1963. 


Triumph Chief 


e CJ e a 
Quits in Britain 

LONDON. — Leyland Motor Co. 
announced the resignation of Alick 
Dick, 45, as managing director of 
its Standard Triumph International 
subsidiary last week. Dick and six 
fellow directors left the company, 
which makes Triumph cars, follow- 
ing a boardroom dispute over fu- 
ture product plans. 

Sir Henry Spurrier, Leyland 
chairman, declined comment on re- 
ports that the dispute centered 
around plans to resume _ tractor 
production. Leyland took over 
Standard Triumph last May. 
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it’s “more than that.” 

“Our proposals represent a 
sound, forward-looking program 
designed to fit realistically the 
needs of our employes, our share- 
holders and the nation’s econ- 
omy,” he said. 

He said the package, in the form 
presented, is not inflationary. 

“Our offer expires automatically 
effective at midnight Aug. 31, 1961, 
if no agreement is reached by that 
time,” Seaton said. 

Similar statements came from 
Ford and Chrysler. , 

John D. Leary, Chrysler person- 


42 
Big 3 Deadline Near. . 


AMC, Union Step Up 
Pace of Wage Talks 


(Continued from Page 1) 


to $35, bringing up the guarantee 
to about 70 percent of the worker’s 
normal take-home pay, including 
state unemployment compensation. 





















































HELP WANTED HELP WANTED 
A AN AG ER. Volkswagen] 
Porsche agency, Long established and 
growing fast. Need thoroughly experi. 
enced man to accept full responsibility 
for our used-car operation, Will pay for 


union’s rejection of AMC’s settle- 
ment offer, which contained a 
profit-sharing plan. 

AMC offered the union the profit 





BRAKE AND WHEEL 


plan if the UAW would give up the An improved pension plan, in- wa vie 7 A 

A . : * -president, said the offer the right man. Phone or write: Mr. 
annual improvement factor and| cluding increased retirement will “place Chrysler employes in ALIGNMENT SPECIALISTS Blanchard-Pray Automobile "Cors., Bel 
W, Putnam Ave., Greenwich, Connecti. 


benefits. The new plan also offers 
an optional plan to cover a work- 
er’s widow. . 

Increased hospital, surgical and 
medical expense coverage, with 
company continuing to pay half the 
cost. 

Life insurance increased $500. 

A moving allowance for an em- 
ploye transferred in the course of 
moving major operations from one 
plant to another. The amount 
would be related to the distance 
between plants and the marital 
status of the employe, and would 
have a maximum of $580. 

Cd * A 

N INCREASE in the present 

$5-a-day allowance for jury 
duty to an amount equal to the 
fee. paid by the court, not less than 
$10 per day—but the total would 
not exceed the employe’s daily 
straight time. 

Improved pay in lieu of vaca- 
tion. An employe who worked as 
little as 13 weeks in his vacation 
year would receivé pay amount- 
ing to 50 percent of his vacation 
allowance. If he worked more 
than 13 weeks, the amount would 
be graduated upward, 

The Big Three’s package was 
termed “woefully inadequate” and 
“disappointing” by Walter P. 


cut. TOwnsend 9-4600 or (in New York) 
CYpress 8-8628, 

GENERAL MANAGER for new auto auee 
tion. Enormous operation in metropolitan 
New York, scheduled to begin Operations 
September. Top salary plus share of 
profits. Write Box 2756, c/o Automotive 
News, Detroit 7. 


the position of having the highest 
wages and salaries, the most com- 
plete medical and insurance cover- 
age, the best pensions and the 
greatest overall security in the 25 
years that Chrysler has been deal- 
ing with the UAW.” 
* * * 
O* THE Ford proposal, Malcolm 
L. Denise, Ford labor relations 
vice-president, said, “We are giving 
concrete expression to our desire 
for a prompt and equitable agree- 
ment. 

“The program we are offering 
is in keeping with the realities of 
our times,” Denise said, 

The UAW last week filed an un- 
fair labor practice charge against 
GM after the auto maker again 
rejected the union’s demand for 
corporation information on prices 
and profits. 

The charges were filed with the 
Detroit office of the National Labor 
Relations Board. 

Woodcock accused the company 
of bargaining in bad faith. He 
contends the union cannot bar- 
gain intelligently without infor- 
mation on GM’s price - profit 
formula. 

The request stems from a union 
contention that GM officials had in- 
jected the issue of inflation into the 


To travel and set up shops all over the 
country for rapidly expanding national 
chain now adding new products. 


cost-of-living clauses. 
* * * 
eo termed the AMC pro- 
posal unacceptable, but said it 
had merit of being the basis for 
discussion. 

It was after this that Reuther 
and Cushman went into secret 
sessions and a news blackout was 
imposed on the negotiations. 

The blackout was announced 
jointly by union and company 
spokesmen who wouldn’t even re- 
veal the site of the talks. 

News blackouts in the past some- 
times has indicated that talks on 
a new contract were reaching the 
crucial stage. 

Indications were that the UAW 
may be trying for a settlement with 
AMC in order to use the pact as 
a lever to force the Big Three into 
offering a better economic pack- 
age. The AMC pact expires Sept. 6. 

K * cd 


























Excellent opportunity for permanent posi- 
tion with good growth potential. Salary 
dependent upon experience plus expenses. 


Apply: Personnel Department 


RAYCO 
AUTO SERVICE CENTER 
A Division of B. F. Goodrich 
East 221 State Highway 4, Paramus, N. J. 


SERVICE MANAGER wanted by old es- 
tablished GM dual, 160 car dealership in 
the Southern Tier area of New York 
with highest service absorption in our 
zone. Must have knowledge of customer 
relations, mechanics supervision (6), used 
car reconditioning, factory adjustments 
and procedures. Send complete résumé 
to Box 2750, c/o Automotive News, De- 
troit 7. Our present service manager is 
retiring. 


NEW AND USED CAR SALES MAN- 
AGER. Must be a real ‘‘take charge’’ 
man, with ability to train, and keep his 
staff at an enthusiastic high pitch, Won- 
derful opportunity with metropolitan 
New York Ford dealer, whose service 
absorption over the years exceeds 100%, 
but whose car sales are frankly way 
way below potential, This. creates an 
exceptional opportunity for a good man 
to show real improvement in his own 








GENERAL OR SALES MANAGER 14 
years’ district manager ‘‘Big 3.” Out. 
standing record. Successful retail Sales 


and used-car management, ability to 
work with others and without superyijs. 
ion. Good judgment, industrious, well eq. 
ucated, Available September, Box 2758 
c/o Automotive News, Detroit 7. ; 
ATTENTION FLORIDA DEALERS: Gen- 


eral sales manager, proven record of 
sales and work. Happily married, age 
35, well qualified to take complete charge 
of a volume operation, Seven years’ ex. 
perience, the past two as general sales 
manager of a leading Chevrolet dealer. 
ship in upper Midwest. Sober and no bad 
habits. Not just looking for a job, 4 
working manager and top closer, Pogj- 
tion must be permanent, Available on 
reasonably short notice—will fly down by 
appointment to sincere and sound dealer. 
ship, Box 2759, c/o Automotive News, 





— Big Three auto makers 
made almost identical offers to 
the UAW of a three-year contract 
package, including wage increases 
which the companies said would 
total an estimated $467 million. 
Highlighting the economic offer, 
the first in the negotiations made 
by the auto companies, were these 


provisions: 
An annual wage increase of 6 i : ry income as well as in our car sales. Salary 
t: hour ae 2% percent ar aan are p ey f negotiations. ce ae and participation, Write full particulars Detroit 7. 
cents per ’ They’re trying to keep most o of experience and availability, Box 2731, | AMBITIOUS YOUNG MAN age 33, mar. 
LSEWHERE on the labor front,} c/o Automotive News, Detroit 7. ried, two children, eleven years’ sales ex- I 


it for themselves,’ Reuther said. 
“The offers are very disappointing. 

“Although there are a number of 
areas where they have picked up 
principles we have suggested, the 
economics are so woefully inade- 
quate that the offers do not re- 
motely form the basis for a settle- 
ment of the 1961 negotiations.” 

on * * 


EONARD WOODCOCK, UAW 
vice-president and director of 
the union’s GM department, also 
labelled the GM offer inadequate. 
“I was disappointed and shock- 


perience with Chevrolet-Olds dealer in 
Kentucky, qualified for used-car sales 
manager with dealer selling sixty-five 
used units a month, Reputation and 
character open to investigation. Box 2760, 
c/o Automotive News, Detroit 7. k 
DESIRE PERMANENT POSITION as sales 


representative. Have contacted new car 
dealers in Alabama, Georgia, Florida for 
12 years. This experience and clientele 
should be of interest to a manufacturer 
or distributor now selling in this terri- 
tory. Box 2761, c/o Automotive News, 
Detroit 7. 

SERVICE MANAGER: 25 years’ experience _ 
General Motors servicing, past 15 years’ 
as service manager. 45 years of age, ex- 
cellent customer and factory relations, 
best of references, Will relocate, Box 


whichever is greater, for each of 
| the three years of the agreement. 

The wage increases would be ef- 

fective Sept. 4, 1961, Sept. 3, 1962, 

and Sept. 2, 1963. see 

Continuation of the cost-of-living 

allowance with stabilizing revisions. 
The cost-of-living would be re- 
viewed twice during the term of the 
contract—on Sept. 3, 1962, and Sept. 
2, 1963 and would be based on the 
movement of the Consumer Price 
Index of Bureau of Labor Statis- 
tics average for May, June and 
July in 1962 and 1963. 


WANTED: Heavy duty truck sales engi- 
neer by leading national manufacturer. 
Must be qualified to provide technical 
assistance to dealers in heavy truck 
sales, training, account contacts, etc. 
College graduate preferred. Must have 
five years’ work experience with mini- 
mum of two years’ experience in whole- 
sale and/or retail heavy truck sales. 
Write qualifications, etc. to Box 2767, 
c/o Automotive News, Detroit 7. 


SERVICE MANAGER, CADILLAC, Long 
established Cadillac dual agency located 
in California wishes to employ a top 
notch service manager who has the nec- 
essary background and who is seeking 
a permanent position. Fine facilities and 
terrific potential is awaiting a man who 
desires to better himself and his earn- 


Owsley Vose, trial examiner, 
National Labor Board, has ruled 
that Hemphill Ford, Inc., Houston, 
discriminatorily discharged t wo 
salesmen because of their continu- 
ing interest in organizing a union 
at the dealership. 

Vose also ruled that the sales 
manager’s threat that employes 
engaging in union activity would 
be released was “clearly coercive 
and violated the National Labor 
Relations Act.” 

In his decision, Vose pointed out 
that low production in sales for 


Twelve cents of the present 17-| ed,” Woodcock said. “It is a worse 
cent cost-of-living allowance to be offer than the 1958 a: ement, one month alone does not furnish ae. Pa i 2768, c/o Automotive News, 2762, c/o Automotive News, Detroit 7. 
Bre etroit 7. GENERAL MANAGER, interested in well 


established volume deal. Have success- 
fully managed a dealership selling more 
than 2,500 new cars, Sixteen years’ ex- 
perience, have been an office manager, a 
new and used-car salesman, truck man- 
ager, sales manager and a general man- 
ager, with motor rebuilding and fleet 
leasing experience in conjunction with 
dealership operation. College graduate 
(Phi Beta Kappa) with excellent refer- 
ences available, Married, children, out- 
standing personality and reputable char- 
acter. Will relocate anywhere, Complete 
résumé upon request, Box 2763, c/o Au- 
tomotive News, Detroit 7. 


SERVICE TROUBLE-SHOOTER AVAIL- 
ABLE. Highly successful with mature 
experience in rejuvenating sick service 
departments, leaks, losses, help problems 
revealed, Fourteen years of compiling 
automobile service knowledge, Several 
deliberate moves for varied experience, I 


a reliable measure of a salesman’s 
ability to produce. 

Therefore, Vose said he was con- 
vinced that the sales manager was 
primarily motivated in discharging 
the two salesmen by his desire to 
squelch all union activity at the 
dealership. 

Vose recommended to the five- 
member board in Washington that 
the dealership be ordered to rein- 
State the two salesmen and to cease 
discouraging membership in the 
Retail Automobile Salesmen Local 
501, Retail Cle-rks International 
Assn. 


MEN WANTED: Are you making over 
$20,000 per year? We want men to dem- 
onstrate and sell simple device that stops 
shimmy and shake in cars; eliminates all 
wheel balancing and tire truing and most 
front end work, Requires less than 30 
minutes per car. Instrument costs dealer 
$159.00, complete. Write for details to 
J. Lavinger, B & B Mfg. Company, Box 
816, Sioux City, Iowa. 

SALESMAN (MANAGERIAL POTEN- 
TIAL)—Cleveland dealer with multiple 
outlets needs one man for its Pontiac 
agency. Salesmen now on staff averaged 
$10,521 each during 1960 plus a new car 
with maintenance, plus $10,000 company 
paid life insurance, Work week is only 
five days and showroom is open only two 
evenings a week, Eleven former salesmen 
of this agency are now either general 
managers of auto agencies or owners of 
auto agencies, First year minimum pay 


which was given in a depression 
year.” 

Woodcock charged GM with an 
“evasion of responsibility” toward 
its workers. 

Woodcock also said he was op- 
posed to the GM offer because most 
of the proposed fringe benefits are 
financed with money already in the 
SUB fund. He charged that the 
element of risk is all on the work- 
ers and not on GM. 

A minimum estimate that the 
Big Three offer is worth 23 cents 
an hour annually was made by out- 
side experts. Union and company 
officials declined to place a price 


frozen to base wage rates, which 
are not subject to fluctuation. The 
remaining 5 cents would be subject 
to fluctuation as the cost-of-living 
rises and falls. 

An income guarantee to supple- 
ment pay in short work weeks 
under 36 hours. This would be an 
entirely new benefit, giving the 
worker half pay for each hour for 
the hours less than 36 hours, (Thus, 
if he worked 24 hours in a week, 
he would receive half pay for the 
12-hour difference.) 

* * a 


AN IMPROVED supplemental un- 


%* * * 


employment benefit (SUB) 
plan, including increased separation 
allowance. Previously, the maxi- 
mum paid by the company has been 





tag on it. 


* * cS 
OWEVER, Louis G. Seaton, GM 
personnel vice-president, said 


N ROCHESTER, N. Y., the 
NLRB has issued an unfair 


labor practices complaint against 
Volpe Motors, Inc. (Lincoln-Mercu- 


guarantee is $7,000 plus use of a new 
car, plus life insurance. We believe we 
offer one of the finest opportunities in 
auto retailing in the U, 8S, A, If you 
have an excellent sales record and feel 
you have managerial potential, but the 


am now in a position to offer a service 
of unlimited ability, All practices tested 
and proven. I will work in your dealer- 
ship, set up standard operating pro- 
cedures, job descriptions, promotion and 
follow-up, Can create healthy attitude 


$30 a week; it would be increased 
— ry). The board will hold a hearing 


on alleged coercion of employes, 
promising or granting them eco- 
nomic benefits and discharging an 
employe engaged in union activi- 
ties. 

The complaint follows an un- 
successful attempt by Retail 
Clerks Local 345 to organize 
salesmen at the dealership. The 
union was defeated in an NLRB 
election. 

In Evansville, Ind., the NLRB has 
ordered a decertification election 
among the shop employes of Hal- 
lenger, Inc. The employes will vote 
for or against the union, Teamsters 

Local 215. 

In Rockville Center, N. Y., serv- 
ice shop employes at Signal Motors, 
Inc. (Ford), will take part in a rep- 
resentation election involving 
Teamsters Local 810, 

In Philadelphia, service employes 
at Fazio Ford, Inc., will vote for or 
against representation by Local 
724, International Assn. of Machin- 
ists, in an election ordered by the 
NLRB. 

Local 1059, RCIA, has been certi- 
fied as the representative for new 
and used-car salesmen at Haydocy 
Pontiac, Inc., Columbus, O. 


and confidence along with increasing 
service volume with profit, Box 2765, c/o 
Automotive News, Detroit 7. 


size of your city or agency limit you, 
Please write us in full, Box 2757, c/o 
Automotive News, Detroit 7. 





HELP WANTED 


GENERAL MANAGER 
DISTRIBUTING CORPORATION : 


Successful, independent distributing corporation in Middlewest for big ticket 


consumer line needs top level executive to manage the company. Sales are in 
$50,000,000 range and growing. General manager will report to board and 
be responsible for entire personnel and functions. Candidate should be in 40 
to 55 age bracket, experienced organizer and administrator with good leader- 
ship qualities. Experience in marketing through dealer channels is required 
and experience in automotive products would be desirable, Commensurate 
compensation. All replies will be held in strictest confidence. Box 2772, ¢/o 
Automotive News, Detroit 7. 



















Smiles for Contract Signing— 


Initialling new contract between Contra Costa County (Calif.) Automobile Dealers 
Assn. and Local 1173, International Assn. Machinists in Concord, Calif., are, seated, 
from left, F. J. Dumond, union business agent, and Howard Eddy, Concord dealer. 
Standing: N. H. Neeves, assistant business agent, and W. R. Shepherd, Walnut creek. 
The contract provides an immediate $1.40 per day increase and an additional $1.50 
per day on July 1, 1962, plus $3 per month for insurance. The contract expires in 1963. 


North-East-South-West — Automotive News" “Leading Used-Cor 
Auction Directory" gives the sale day and time of top Auto Auctions EVERY WEEK. 
See Page 27. 








ae 


heey tae 








ell 
s- 
re 
X- 

a 
n- 
n- 
et 
th 
te 
re 
it- 
r+ 
te 
u- 


SrEmasae'il 


or 











POSITION WANTED 


aa hi atin 
GENERAL MANAGER OR SALES MAN- 


R—150 to 750 car deal—i13 years’ 
rience, past three years GM dealer. 
ees ry references, Married, three chil- 
aren 38 years of age, Prefer salary— 
profit percentage—w ith buy-in option. 
Resident of New York, willing to re- 
locate For complete résumé write Box 
2764, c/o Automotive News, Detroit 7. 


TANI FACTURERS’ or distributors’ sales 

MAN sentative, desires position in Phil- 
hichia, New York, Washington area 
caere senting manufacturer vehicles, 
vi uipment, specialties, accessories, etc. 
Swenty years’ experience, eight with one 
of ‘Big Three’ auto companies at re- 
gional level. Age—youthful, 50, Experi- 
enced, mature, energetic. Available now. 
Request résumé from Box 2769, c/o Au- 
tomotive News, Detroit 7. 


AGE 


GENERAL MANAGER—BUSINESS MAN- 
GAGER: Age 32, married, college gradu- 
ate, nine years’ experience management 


Ford line. Will consider only large volume 
deal. If you need a man with exceptional 
qualifications and ability, this is your op- 
portunity. Can furnish excellent refer- 
ences, have factory approval, Available 
immediately. Willing to relocate for good 
sound business proposition, Box 2770, 
c/o Automotive News, Detroit 7, 


SALES MANAGER — VOLKSWAGEN, 
Family man, 41, relocating in the U. S., 
seeks permanent management opportunity 
with Volkswagen dealer, Fully experi- 
enced in all phases of sales management. 
At present and for past six years with 
Volkswagen distributor in Canada, Box 
2773, c/o Automotive News, Detroit 7. 


MANUFACTURERS’ REPRESENTATIVE 
desires additional lines in automotive 
accessories, parts and equipment for 
central and western New York and 
northern Pennsylvania. Have good fol- 
lowing and can furnish best of refer- 
ences. P.O. Box 183, Orchard Park, New 
York, Gaylord P. Mead. 


DEALERSHIPS AVAILABLE 





a ce 
AGENCY HANDLING FORD, South Ala- 
pama, Progressive city, $21,000. Owner 
retiring. Box 2747, c/o Automotive News, 
Detroit 7. 


FOR LEASE: Modern automobile building, 
Ford signs, parts counter, front end 
machine, twin-post lift, used car lot on 
main street of West Texas town for only 
$285 per month. Franchise handling Ford 
is available to qualified person, If lessee 
obtains the Ford franchise, free rent of 
a 12 room home, horse, saddle and a 
permit for hunting and fishing on 1,000 
acres. Ford dealership was in the hands 
of the same family for 25 years, Reason 
for foregoing—dealer going out of busi- 
ness. Write Box 2755, c/o Automotive 
News, Detroit 7. 


SSS ee 
DEALERSHIP NOW HANDLING FORD. 
Potential 150 units. Sell on inventory, 
parts, appraisal of equipment. Northern 
Indiana. Retiring. Box 2771, c/o <Auto- 
motive News, Detroit 7. 


aie 

ESTABLISHED IMPORTED CAR DEAL- 
ERSHIP AVAILABLE — profitable serv- 
ice operation, excellent facilities. Very 
reasonable lease, Most stable business 
area western New York state. New-car 
sales potential excellent. Top lines. Small 
cash needed to handle, Same location six 
years. Box 2766, c/o Automotive News, 
Detroit 7. 


DEALERSHIPS WANTED 





ses daisies hyenas age 
CHEVROLET DEALER, young, 36-year-old 
Chevrolet dealer returning to Garden 
City, L. I., New York desires Chevrolet, 
Cadillac or Ford dealership on Long Is- 
land, Would consider buy-in proposition 
in a sound, established dealership, with 
dealer anticipating retirement, Factory 
approval secured, Thoroughly familiar 
with all phases operation, attended new 
dealers school in Detroit, capable of 
training and supervising sales depart- 
ment. Have proven record of profit per- 


formance, All replies held confidential. 
Box 2748, c/o Automotive News, De- 
troit 7, 


Advertise in 


Automotive News 


Classified Ad 


AUTOMOTIVE NEWS, AUGUST 28, 1961 


DEALERSHIPS WANTED 


GENERAL MOTORS—Chevrolet single or 


any dual, 400 or more planning potential. 
Have money and necessary experience to 
qualify, Replies in strictest confidence. 
Box 2700, c/o Automotive News, De- 
troit 7. 


DEALER SERVICES 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


For /Sell Agreement: 
p fh 4 Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 








SALES CONTEST 
FOR MECHANICS 


A terrific new idea that guarantees to in- 
crease work order “line items'’ and boost 
service department gross profit. Being used 
or 32 dealers in Toronto alone. Write for 
. - information on the "Shop Mechanic's 
jank,"' 


Cc. R. BAILEY PROMOTIONS 
891 King Street East 
Hamilton, Ontario, Canada 


Used by over 100 dealers in New York State 





























Auto Bluebook 
for 
1961 & 1962 


Gives you the wholesale costs 
of all Autos and Accessories 
in one 96 page book. 
Sent to you Quarterly 

for only * 
Why pay $25-$50 for this same 


information. 
Keeps you up to date all year long. 


PLUS USED CAR VALUES 
And a Gold Mine of Selling Help 


Enclosed is cl Check 


MONEY BACK GUARANTEED 
Mail to: AUTO BLUE BOOK 
161 Tehama, San Francisco 3, Calif. 


OUTSTANDING OFFER 


The two important books on automobile 
sales authored by the late John O, Munn, 
former dealer-columnist for Automotive 
News. (Final printing). 


“A GUIDE TO AUTOMOBILE SELLING” 
and “LETTERS TO SALESMEN” 


Formerly $3.50 each—Special package 
offer while they last, $2.00 for both 
postpaid. 


A must for every dealer and salesman. 


MOTOR IDEAS 


6507 Third Ave. Detroit 2, Michigan 


CARS FOR SALE 


1960 
FORD TAXICABS 


6 cylinder Fordomatic—$325. 


Unlimited quantity—465 this lot. Dis- 
lots of 12. Tires included. 
Cars drive anywhere. Will break up 


count in 


for parts in quantity for rebuilders. 


CARS FOR SALE 





IMPORTANT NOTICE 


Dealers 


purchasing 

or trucks, they 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 


1960 CONTINENTAL TOWN CAR—$4,900. 
Black finish, leather top. One owner — 
originally sold by, 29,745 miles, fully 
equipped including air conditioner. Guar- 
anteed for 4,000 miles or 90 days, Con- 
tact: Marshall Farmer or Luke Blanche, 
Farmer Motor Co., 480 E. Main, Lexing- 
ton, Kentucky. Phone: 2-3833, 


1961 CADILLAC, eight passenger sedan, 


air conditioned, 2,000 miles, Also, 1958, 
eight passenger, air conditioned. Jim 
Benton, 545 East William, Decatur, II- 
linois. 


you need ‘em 


ERTZ 


has ’em! 


All in top shape, clean 
and sharp — real bell 
ringers! Chevys, Fords, 
.Plymouths, Buicks, 
Cadillacs, Pontiacs. 
Sedans, hardtops, 
wagons and converts! 


You name it, we’ve got 
it—in fast-selling colors 
— equipped with power 
steering, R & H, auto- 
matic transmission, 
many with power 
brakes — the works! 


1959 and ’60 models are 
now available at Hertz 
offices across the country. 


CALL 
THE HERTZ MANAGER 


TRUCKS FOR SALE 


ONE SEAGRAVES FIRE TRUCK, 750 gal. 
per minute pumper. Post war production 
fire truck for sale, A-1 condition. $5,000. 
Apply John R, Clark, jr., Clarks Auto 
Parts, 1409 W. Broad St., Savannah, 
Georgia. Phone: AD 6-1503. 


PARTS FOR SALE 


LLOYD PARTS for all models, Complete 
stock, Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 

NEED PARTS for a Chevrolet heavy duty 
truck? Try Bill White Chevrolet, Tulsa, 
$250,000 inventory perpetually controlled, 

LLOYD PARTS—complete stock, Prompt 
shipment. Greene County Motors, Cat- 
skill, New York, Phone: 2000. 

















PARTS FOR VOLKSWAGEN 


Importer and Distributor 
Buy Direct 


Write for Free Catalog 
GLOBE AUTOMOTIVE IMPORTS, INC. 
MONTGOMERY, N. Y. 


Tel. Newburgh JO. 2-0847 
Cable address GLOIMP 





BUSES FOR SALE 


lac air-conditioned limousine; two Grey- 
hound 41-passenger Silverside diesel buses 
—$2,500 each, Write or wire: Box 2774, 
c/o Automotive News, Detroit 7. 





SCHOOL BUSES 
FORD — CHEVROLET — DODGE 
54-Passenger 
1955, $1,350; 1956, $1,950; 1957, $2,750 
Immediate Delivery—Reconditioned—Terms 


COUNTY SCHOOL SERVICE, INC. 
23 South St., Danbury, Conn. 
4. Egan — Tel. Pioneer 3-4437 


USED 
SCHOOL BUSES 


3—1957 
1—1957 
12—1956 
1—1956 
8—1955 
2—1955 
10—1954 
1—1954 Int. 6 


1—1951 GMC 6 —48-pass. 
Good condition. Used through June. 
New contracts call for replacement. 
oe e: Manchester, Conn. Mitchell 
2414. 


Chev. V8 —54-pass. 
—60-pass. 
—54-pass. 


Chev. V8 
Ford V8 
Chev. 6 
Chev. 6 
Ford V8 
Chev. 6 


—54-pass. 
—54-pass. 
—60-pass, 
—54-pass. 
—460-pass. 





MANUFACTURERS’ REPS. 


MANUFACTURERS’ REPS WANTED — 
Several territories still available for 
RADAR-GARD .. , amazing new elec- 
tronic speed-trap warning device. Con- 
tact Sy Gaiber immediately, Mortronic 
Industries, 2900 Peterson Ave., Chicago 
45, Ill. AMbassador 2-4400, 


ANTIQUE, OLASSIC CARS FOR SALE 


1926 CHEVROLET COUPE, mint condition, 
runs perfectly. Excellent promotion item 
for new model showing. Central Chevro- 
let, Box 1197, Columbia, South Carolina. 


1927 PEERLESS SEDAN—Excellent con- 
dition. Original. $495. Schwister Ford, 
Inc., 10136 W. Fond du Lac Ave., Mil- 


waukee 23, Wisconsin. 
SHOP EQUIPMENT FOR SALE 


FOR SALE: Used car wash equipment, 
ideal for used-car dealer or starting car 
wash operation with low investment. 
$3,000. L. Coffey, 710 Walnut St., Knox- 
ville, Tennessee. 


MISCELLANEOUS 


MUSICAL MERRY-GO-ROUND, Can be 
towed behind car. Perfect for promotion. 
Jim Benton, 545 East William, Decatur, 
Illinois. 











SEE PAGE 27 
for the nation's 
TOP AUTO AUCTIONS 
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___MISCELLANEOUS __ 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


® 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 
*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


¢ 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
e 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


* 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 
Dealers’ 25% Discount .......... 17.45 


Dealers’ Net with 4 $52.35 


Standard plus 2 Large 
Adapter Clamps Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.O.B. Factory ................ $59.80 
Dealers’ 25% Discount ...............-..00+ 14.95 
Dealers’ Net with 4 

Standard plus 2 Large $44.85 
Adapter Clamps Fed. Tax. Inc. 


a 
"ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 
Dealers’ List F.O.B. Factory 
Dealers’ 25% Discount 
Dealers’ Net with 2 
Standard plus 2 Large 
Adapter Clamps 





$38.25 


Fed. Tax. Inc. 


Substantial Discounts 


To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 














Milford Auto Wrecking 
70 S. WASHINGTON ST. 
MILFORD, CONN. 
Phone: TRinity 8-0645. 


IN YOUR CITY TODAY 


Section 


or write: Mr. I. E. Spatig 
The Hertz Corporation 
660 Madison Avenue 
New York 21, N. Y. 








NSU PRINZ 
NSU SPORT PRINZ 


HERE TO STAY 


CARS WANTED 

CADILLAC LIMOUSINES and hearses — 
sharp, late models only. Franz Ridgway. 
BE 4-6611, 2836 N. E, Sandy, Portland 
12, Oregon. 

U. S. IMPORTER 

TRANSCONTINENTAL MOTORS, INC. 

230 Park Avenue 

New York 17, N. Y. 


SPARE PARTS CENTER: 


WANTED TO BUY Continental Mark II in 
excellent condition, air conditioned, Will 
pay top price. Jim Benton, 545 East 
William, Decatur, Illinois. 


TRUCKS WANTED 


WRECKER WANTED, Prefer Holmes on 
Chevrolet chassis, Prefer 1-ton with 
duals. Must be in good condition, Send 
complete information and pictures to 
Loveland Chevrolet, North Bend, Wash. 





LUDWIG MOTOR CORP. 
421 East 91st Street 
New York 28, N. Y. 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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U.S. Pat. No. 2,789,872 


It’s Stainless Steel...pioneered by Sealed Power 


Progress through Profits 


The big breakthrough came in ’57, when Sealed 
Power introduced the first Stainless Steel oil ring 
... the oil ring that licked the nagging problem of 
oil control in modern, high compression engines. 


Sealed Power’s Stainless Steel oil ring does its 
‘job better and lives longer because of its unique, 
patented design and use of superior metals. 


Stainless Steel is not affected by combustion 
gases. It resists pitting and etching, so carbon 
build-up is greatly reduced. Return oil vents stay 


Scaled Power Preferred 


cleaner longer. There’s no need to overstress the 
expander of the Sealed Power Stainless Steel oil 
ring . . . Stainless Steel holds its fit . . . retains tension 
at high temperatures far better than carbon steel. 


Sealed Power Stainless Steel oil rings side-seal, 
prevent oil pumping and smoking. 

More than 80,000,000 have been factory installed. 
Sealed Power Stainless Steel oil rings are proven... 
by billions of miles and millions of installations. 
They’re not experimental. 


Performance 


PISTONS * PISTON RINGS « SLEEVES * SLEEVE ASSEMBLIES « PRECISION CASTINGS * SEALING RINGS FOR ALL APPLICATIONS 
SEALED POWER CORPORATION, MUSKEGON, MICHIGAN © ST. JOHNS, MICHIGAN © ROCHESTER, INDIANA © STRATFORD, ONTARIO © DETROIT OFFICE, 17600 WEST 8 MILE ROAD © PHONE 357-4141 
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